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the EAGLE LOCK COMPANY CTERRYVILLE, CONNECTICUT 


Your new PAINT ROLLER DEPARTMENT 





Special offer on Wooster {0ll-{), Painter 
3 renewed for the Fall painting 


SMOOTHER - FASTER - EASIER 
: PAINTING ! 


; 






WOOSTER Thousands of dealers have been “going to town” with 
increasing paint roller sales by spotting this effective 
NTER Wooster wire rack merchandiser prominently in their 


stores. Other dealers have been disappointed because 
their distributors supply ran out too soon. 

Now, this popular offer has been reopened. Pur. 
chase the packaged unit of one dozen Wooster Roll-0n 
combinations (roller, tray and cleaning tool), one 
dozen replacement covers and six individual rollers 
Get the attractive wire rack merchandiser without 
extra charge. 

Here is what the Wooster Roll-On Painter Mer 
chandiser offers you: 


e The finest quality all-purpose paint roller, com 
petitively priced. 

e A permanent display and stocking merchandiser is 
one unit. 


\ e Compact design that requires approximately on 
‘ square foot of floor space. 
e Sturdily constructed of 4” aluminum-finished stee! 
Sieg wire rod. 
@ « Permits customer self-service directly from front o 
rack. 
e No rack set-up required—merely flip up the sign ani 
position merchandise. 
e Provides quick, visual inventory at all times. 
e Eliminates housekeeping problem by providing nei 
display facilities. 
Give the Wooster Roll-On Painter Merchandiser ! 
place in your store. Contact your Wooster supplie! 
today, or write direct for name and address of dis 
tributor nearest you. 


WOOSTER 
PAINTERS 


BRUSH COMPANY, WOOSTER, OHIO « SINCE #8 
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\ PAINTS ll-6), SMOOTHER, FASTER, EASIER WITH A WOOSTER P? INTEI 
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kwikset’s team of time saving 
installation aids cuts costs, 

saves money. 

every kwikset lock is 

precision manufactured 

and unconditionally guaranteed. 


kwikset sales and service company | anaheim, california 
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One of the proofs of a file’s basic soundness is its 
clear ring —“clink”— when you tap it lightly on an 
anvil or other hard piece of metal. A dull “clunk” is 
usually a sign of invisible “water: cracks” or poor 
hardening. 


Nicholson employs a score of checks and tests;in 
connection with steel examination, forging, blank 
smoothing, annealing, cutting, hardening and other 
operations in the manufacture of files. The “ringing” 
test is one of many that lead to the final “okay” under 
the long-standing Nicholson policy of Twelve perfect 


files in every dozen. 


This company really “leans over backwards” to put 
into its files longer sharpness, better performance, 
greater value than are combined in any other com 
monly known brand. For a positively sound, growing, 
profitable file business, Nicholson or Black Diamond 
is by all reasoning the line to put in. 


Ask your wholesaler to help you make up the 
file stock best suited to your trading area 


FREE BOOK, "FILE FILOSOPHY'— 48 interesting illustrated 
pages on kinds, use and care of files. Indispensable toward serv: 
ing customers helpfully. How many copies do you need for 
your sales force? 


t (In Canada, Port Hope, Ont.) 


NICHOLSON FILE CO. © 25 ACORN STREET © PROVIDENCE 1, RHODE ISLAND => 


ee FILES FOR EVERY PURPOSE 
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@ The AMERICAN CHAIN Line also 
includes many types of chain not 
shown here—PLUuS specialties such 
as dog and kennel chains, cow ties, 
tie outs, and halter chains. 

Order from the AMERICAN CHAIN 
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from one dependable source—and ' notably 
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Just Among Ourselves 


Informal Editorial Comments 


_ Fair Trade Is Revised; 
_ A Task Unfinished 


In an unexpected, eleventh hour decision, Pres- 
ident Truman signed the McGuire Fair Trade 
Bill and thus put new life into Fair Trading. 

While this revival of Fair Trade is a most 
welcome development for hardware dealers, it 
does not mean that we can sit back and assume 
that the Fair Trade question is settled for all 
time. 

The present law is defective in several respects, 
notably its failure to cover interstate price cut- 
ting of Fair Traded items by mail order firms. 

It is also quite certain that the perennial 
opposition to Fair Trade—the big department 
stores and the metropolitan newspapers—will 
continue to fight it in every manner possible. 

The new Fair Trade law, more fully described 
on page 14 of this issue, does not materially 
alter the mechanism of Fair Trade as we pre- 
viously knew it. The chief change is the inclu- 
sion of a “non-signer” clause to plug the loop- 
hole opened in the Schwegmann decision. 

Now that there is again a Fair Trade law on 
the books, it is urgent that those of us who be- 
lieve in Fair Trade strengthen and increase our 
efforts to develop a better understanding and 
appreciation of the purpose of the legislation and 
to take steps to further strengthen the existing 
law. 

To our mind, the two most important phases 
of Fair Trade that should receive immediate 
attention are—education and enforcement. 

We have always felt that ignorance of the in- 
tent, and of the effect of Fair Trade, have been 
the chief obstacles to its full acceptance by 
consumers. 

One of the first places to start this educational 
program is with your own salespeople. Do they 
really understand Fair Trade? If a customer 
objects to a Fair Trade price, can your sales- 
people give a logical, acceptable explanation? 

Have you ever pointed out to them the many 
things they buy every day that are, in a sense, 
Fair Traded for the convenience of both buyer 
and seller? 
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By W. A. Phair, editor 


Do they negotiate the price of a newspaper or 
a postage stamp? Do they look for cut prices in 
railroad tickets? Do they negotiate their rent 
every month? Questions of this type may help 
show that Fair Trading is an accepted practice 
today in many lines of business. 

Do your salespeople know how the Fair Trade 
law protects against monopoly and assures com- 
petition? 

They should know the answers. 

The enforcement of Fair Traded prices is a 
task that demands the co-operation of every seg- 
ment of our distribution system. 

Many factors must be considered by a manu- 
facturer in deciding whether or not to Fair 
Trade his products. He must also fulfill certain 
legal requirements before he is permitted to 
Fair Trade. 

There are, in many cases, valid reasons for a 
manufacturer to decide not to Fair Trade. The 
fact that he decides not to Fair Trade can in no 
measure be construed as reflecting on the quality 
or value of his product. 

BUT, if a company chooses to Fair Trade its 
products, then it also has a responsibility to 
pursue a forthright, honest, strong policy to en- 
force its prices. Merely giving lip service to 
Fair Trade, as has happened so frequently in the 
past, is a morally reprehensible act; it is a de- 
structive policy, and it is detrimental to the 
interests of every hardware dealer. 

The problem of enforcement is not the sole 
responsibility of a manufacturer. Wholesalers 
and dealers have equal responsibilities in weed- 
ing out from their outlets those units addicted to 
price cutting of Fair Traded items. 

With everyone’s shoulder to the wheel, Fair 
Trade can be made to work, and to provide very 
definite advantages to the independent hardware 
dealer. 





Pete and Russ 


The hands of the clock showed precisely noon 
on July 17. The man at the microphone finished 
his address, stepped back a pace, and held out a 


7 








hand to help to the speaker’s platform a woman 
whose friendly, active face was framed with a 
large picture hat. 

Then, together, they stepped forward on the 
dais and smiled at the filled room. The audience, 
many with moist eyes, arose and granted the 
couple an ovation such as this reporter has rarely 
observed. 

Thus did Rivers Peterson, with Mrs. Peterson 
at his side, end a career of 33 fruitful years with 
the National Retail Hardware Assn. 

Parting after 33 years of sharing experiences, 
good and bad, is a difficult task. Yet, withal, 
there is much wisdom in pausing, while yet 
young and in full health, to enjoy the fruits of 
three decades of hard work. 

Rivers Peterson was a man of many contra- 
dictions. He never shied away from controversy ; 
he was firm in his friendships and aggressive in 
opposing opinions he did not share. 

There are many people who have disagreed 
with Pete from time to time, yet none deny the 
magnitude of his accomplishments in the develop- 
ment of a strong and influential NRHA. 

The many gifts that were showered on Pete 
and Mrs. Peterson in the course of the conven- 
tion indicated in a measure the respect and 
friendship they had earned. 

Perhaps in a more enduring fashion, it might 
be said that the new association building in 
Indianapolis is his monument. Certainly the 
memory of his contributions to the NRHA will 
outlive the stone and steel of that building. 

The staff of HARDWARE AGE says “so long” to 
Pete with a sincerity resting on more than 33 
years of acquaintanceship. We sometimes feel 
that perhaps it was Pete’s experience, while a 
member of the HARDWARE AGE editorial staff 
from 1913 to 1915, that first opened his eyes to 
the potentialities of modern hardware merchan- 
dising. 

Perhaps Pete’s facile pen first felt its force 
and influence when he wielded it in the editorial 
pages of HARDWARE AGE. 

Pete’s farewell at the convention in Washing- 
ton was an experience that is given to few people 
to know. If all the good wishes that were 
showered on him and Mrs. Peterson bear fruit, 
they are assured of many, many years of health 
and happiness. 

The task of selecting a successor to Pete as 
NRHA managing director was not a simple one 
for the association’s selection committee. 

The committee, deliberated carefully and, it 
seems to us, has chosen wisely in selecting Pete’s 
successor. 

Those of us who have known Russ Mueller, the 
new managing director of NRHA, and have seen 
him at work, have always been impressed by his 
vigor, his forthrightness and his constant em- 
phasis on the interests of the hardware dealer. 

He leaves behind in New England a record of 
many accomplishments and many friendships. 
He brings to Indianapolis youth, energy, a knowl- 


edge of the problems of hardware dealers, a 
strong devotion to the belief that with modern 
merchandising methods independent dealers can 
successfully compete in today’s markets. 

HARDWARE AGE has always subscribed to the 
belief that in unity lies strength. A truly unified 
retail hardware trade, seeking with eommon 
effort through the NRHA to share the benefits 
of collective action, can bring many benefits to 
the hardware industry. 

Throughout its 96-years’ experience, the pages 
and facilities of HARDWARE AGE have been de- 
voted to promoting the cause of the hardware 
dealer. In extending our good wishes to Russ, 
we want him and his colleagues to know that 
they can count on our support and encourage- 
ment in any effort that will improve the status 
of the independent hardware dealer. 





Do You Know What 
A Convention Is Like? 


While a great many dealers do attend the 
annual NRHA conventions, we feel that those 
dealers who have never attended are missing 
a wonderful experience. 

All of us know our business associates in the 
immediate neighborhood, but many of us have 
only a hazy idea of what dealers are like in other 
parts of the country. 

Here, at the annual convention, you can meet 
them from all corners of the nation. And, aside 
from the benefits obtained from the business 
meetings, the social side of the convention is quite 
unlike most conventions. 

It seems to us that hardware dealers come 
about closest to measuring up to the popular idea 
of an average American of any group we have 
ever seen. They are all friendly, they all believe 
in the same American traditions, they are good 
businessmen, and they have strong family ties. 

Women and children attend many of the regu- 
lar general sessions. This year we even had a 
young couple on their honeymoon. 

The opening session, with its roll call and the 
opportunity to display native pride, is a truly 
pleasant experience. Here you have complete 
families, men, women and children, and all made 
to feel at home, talking, chatting and, on occa- 
sion, singing. 

There is no caste system, no false pride, but 
there is hearty, clean humor. You need never 
have concern for what the children might hear, 
for such spontaneous jokes or songs as may arise 
are clean and honestly humorous. 

As I sat and watched the antics of the various 
states in answering the roll call, I could not recall 
having ever attended such a meeting peopled by 
so many pleasant folks having such a good time 
in such a friendly atmosphere. 

If you haven’t attended a Congress, try and 
make the next one. 
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Decontrol of Prices Slow 
Despite OPS Purse Trouble 


From now on you can expect the Government to 
tantalize retailers by lifting price controls on a few 
durable items, sales of which put very little money 
in the cash register. Latest commodities to go on the 
decontrol list, meeting the test of producing minor 
contribution to overall sales volume, fall in that 
category. 

Few would disagree with the contention of Federal 
price-setters that these items are not significant to the 
national economy. The same officials point out that 
the bookkeeping involved in continuing price controls 
on such goods would outweigh the importance of 
keeping them under control. 

Furthermore, says the government, its decision to 
exempt such items from control will not result in any 
substantial changes in the prices at which they 
are sold. 

This statement would be true if made in connection 
with an extensive range of durable items, but price- 
setters have shown little inclination to put the decon- 
trol program into high gear. 


OUTLOOK—Budgetary ailments afflicting 

OPS may force that agency to make a thor- 

ough review of its stand on decontrol. As 

one method of staying within the $37 millidn 

allowed for operations up to next May 1, OPS 

% is cutting its field enforcement staff by more 

than half. With the coming reduction in per- 

sonnel, the enforcement burden could be les- 

sened by limiting the number of items under 
regulation. 


Small Business and Election 
Win Through for Fair Trade 


The victory scored by retailing in winning approval 
of a new Fair Trade Law points up an impressive 
Washington slogan: “Never Underestimate the Power 
of Small Business.” 

President Truman’s endorsement of the McGuire 
Fair Trade Bill on July 14 represents a stinging de- 
feat for such Federal agencies as the Department of 
Justice and the FTC. Both had attacked the Bill in 
strong terms. 
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ashington 
NEWS and VIEWS 


By Washington Bureau of 
HARDWARE AGE 


Many Congressmen believe Mr. Truman’s action 
was dictated purely by politics: that is, his fear of 
offending small retailers in an election year. It isa 
matter of record that he failed completely to support 
the Bill, or even the basis of Fair Trade. 

For that reason, it can be reasonably deduced that 
Mr. Truman noted the way political winds were blov- 
ing as indicated by the Senate and House vote weather- 
vanes, and decided to indulge himself in the type of 
political expedience that so often marks election-year 
behavior in Washington. 

At any rate, Fair Trade, both in principle and prac 
tice, is once more the law of the land. Dealers who 
do not sign the resale price maintenance contracts can 
be required to abide by state Fair Trade practices. 

OUTLOOK—Nexzt step in the campaign for 
more complete protection against cut-throat 
selling will be a bid for Federal legislatign 

$ blocking mail-order price-cutters. American 
Fair Trade Council is leading the new cam- 
paign to close this loophole in the present law. 


Strike Cuts Steel Output 20 Pct; 
First Supplies Go for Defense 


Steel production will be back to near full-scale pro 
duction before mid-August, but 20 pct of expected 
1952 total output is irretrievably lost. Production off- 
cials estimate that the effect of the strike will be felt 
by manufacturers of civilian hard goods for six 
months or more. 

Reason is that stoppage of steel production con 
tinued until both inventories and pipelines of steel for 
militardy defense plants had been drained. In getting 
back on an even keel again, the plan for steel dis 
tribution is to (a) supply direct military needs such as 
ammunition and guns first, (b) other defense and sup 
porting programs next. This means that only left 
over steel will dribble into non-defense production at 
first. 

OUTLOOK—Look for main effect of the 
strike to show up in upward pricing rather 
than shortages. Increased basic steel prices 

s must inevitably show up at the retail level 
in amounts ranging from a couple of cents to 
dollars, depending upon the item. 


(Continued on page 102) 
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LATEST 


Combination Paint’ Brush 


Stainless steel wire thread in- 
serts reinforce threads tapped di- 
rectly into the wooden bristle-heads 
of this versatile paint brush. Called 
the 3-4-1 paint brush, it has three 
basic parts: a handle, a wooden 
bridge-section and two bristle sec- 
tions. Each of these sections can 
be combined with the handle to 
form either a 114-in. sash brush 
or a 2'4%-in. varnish brush. When 
bristle sections are assembled 
and secured with screws passing 


25-1NCH Pe 
VARNISH 
BRUSH 






* 1f-1NcH 
MELI-Con. yee wasn 


Also vsed ot 
Points GBd 


through the bridge into the wooden 
bristle heads, a 4-in. wall brush is 
formed. Baker Brush Co., 87 Grand 
St, IN. ¥. 


Sanding Block 


Constructed entirely of durable, 
resilient rubber, this sanding block 
is designed to fit the hand for the 
maximum of control by the user. 
Sheets of sandpaper 234x9 in. are 
used in the block and can be in- 
serted individually or loaded in 
multiple. The solvent-resistant ma- 
terial of the block makes it adapta- 
ble to all sanding operations, 
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ehr-cat 


ANDING BLOCK 


os ee 





whether dry or with lubricant. 
Called the Behr-Cat, it has a bright 
red lacquer finish and six are 
packed in a colorful display box 
Behr-Manning Corp., Div. of Nor- 
ton Co., Troy, N. Y. 


Inlaid Linoleum Pattern 
Called Jackstraw, this inlaid 
linoleum pattern gives a shag rug 
effect with its neat flecks of color 
on backgrounds of green, gray, red. 
beige or white. A Gold Seal pat- 
tern, its colored inlays, inset cross- 
directionally to striations of the 
background material, seemingly 
give a room bigger dimensions. It 





INFORMATION ON NEW PRODUCTS AND SERVICES 





is available in five patterns, in 6-ft. 
width, standard gage, on a Duplex 
Felt backing. Congoleum - Nairn, 
Inc., 195 Belgrove Dr., Kearny, 
N. J. 


Electric Clock 


Raised bright gold color numerals 
and bands against the plain white 
dial and white textured background 
make this electric clock attractive 
as well as practical. Called Parlia- 
ment, its case and hands are also 














gold colored, except the alarm hand 
which is cream white. The tiny ball 
feet are fawn color. It is equipped 
with a convenient alarm. Sug- 
gested retail price is $12.95, tax in- 
cluded. Telechron Dept. General 
Electric Co., Ashland, Mass. 


Kitchen Tool Sets 


Available individually or in 7, 9 
or 11 piece sets, these kitchen tools 
come with gleaming black handles 
or brown densified Formica han- 
dles. The 7 and 9 piece sets include 
four pieces of FrozenHeat cutlery. 
The 7 piece set, shown here, con- 
tains in addition to the natural- 
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finished back wall board, a cleaver- 
tenderizer, deep spoon, slotted turn- 
er, deep ladle, modified English 
prong fork and a masher. All tools 
have a full tang construction. Robe- 
son Cutlery Co., Main St., Perry, 
iY. 


White Resin Glue 


Packaged in six sizes for home- 
craft and general household use, a 
liquid white resin glue, called Ever- 
tite, will flow freely in temperatures 
as low as 60 deg. The glue has a 
pleasant odor, sets quickly and is 
clear when dry. It can be used for 
gluing wood, books, pottery, lino- 
leum, china, leather and paper. 


id-aeb a: 
ts 


« 
ee 


asim GLUE 
many TO USE 4 
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FOR THE HARDWARE DEALER 


Available in 2-oz. bottles, 14-pint, 
pint, quart and gallon sizes. Frank- 
lin Glue Co., 119 W. Chestnut St.. 
Columbus, Ohio. 


Rubber Pastry Tray 


The surface of this lightweight, 
flexible rubber pastry tray has a 
cloth-like texture finish that gives 
the same effect as the linen cloth 
laid over the pastry board in old- 
time kitchens. The textured sur- 
face of this Rubbermaid product 





makes rolling dough easier and 
keeps it from sticking to the board 
and tearing. Concentric rings on 
the surface act as a guide to rolling 
and cutting anything from a tart 
shell to a jumbo-size pie. The tray, 
16x20 in., may be reversed and 
used as a cutting board. Suggested 
retail price is $2.98. Wooster Rub- 
ber Co., 604 Madison Ave., Woos- 
ter, Ohio. 


Plastic Clothes Line 


Made of vinyl] plastic, this clothes 
line is a permanent, easy-to-clean 
all-weather line. Called Modern 
Maid, it is attractively packaged in 
a blue, black, pink and white win- 

(Continued on page 82) 









in hardware merchandise... 


TO HELP YOU 


SELL 


i a ee eS 
AND OTHER DEALER 
SALES HELPS 


Adhesive Packaging 

New packaging for floor tile ad- 
hesive is designed to serve retailers 
as a sales aid, as display material 














with high eye appeal and to in- 
form consumers on proper appli- 
cation of the adhesive. It is litho- 
graphed in attractive,red and yel- 
low and has an illustration as well 
as instructions. Kentile, Inc., 58 
Second Ave., Brooklyn, N. Y. 


Rule Merchandising Units 


These merchandising displays to 
help increase the sale of rules are 
designed for counter, window or 
wall use. Brightly colored heavy 
crystal glass with red lettering 
against a yellow background make 
the units attention-getters. Display 
requires 414x7\% in. of space. 
Prices can be marked in space pro- 
vided on units. With the purchase 

(Continued on page 96) 
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RETAIL 
HARDWARE 
SALES 


$255 


APRIL $245 
1952 
seasonally 
MAY $210 adjusted 
1951 
$23 
(add 000,000) 
$230 
Source’ U. 8. Dept. of Commerce 











New Developments 
Give Encouragement 


To Retail Business 


Retail trade has just had two 
transfusions which should give it 
a healthier tone for the balance of 
the year. 

These two new developments 
were the revitalization of Fair 
Trade and the settlement of the 
steel strike. 

Fair Trade again gives dealers 
an opportunity to realize a legiti- 
mate profit on nationally advertised 
merchandise, and help them in 
their struggle with constantly ris- 
ing costs. 

More importantly, fair trade will 
undoubtedly serve to give con- 
sumers greater confidence that ad- 
vertised prices are legitimate ones. 

This lack of confidence was re- 
sponsible in large measure for the 
sluggish condition of the electical 
appliance market for more than a 
year. 

Any fears that dealers may have 
had about depreciation in the value 
of their stocks should be dissipated, 
for with steel at premium prices it 
is a certainty that prices will be 
under strong pressure to rise. 

Dealers all over the country have 
watched the heat waves melt away 
wholesalers’ and manufacturers’ 
stocks, as well as their own, on 
fans and air conditioners, and what 
has happened in this line can hap- 
pen to other lines on which there 
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> May Hardware Sales Up 


> Wholesalers’ Stocks Lower 


> Trade Prospects Improved 





Long Battle Won 


Fair Trade Revived as Truman Signs 


The long uphill struggle to get 
Congressional action that would 
restore Fair Trade to effective- 
ness culminated with the surprise 
signing by President Truman, on 
July 14, of the McGuire Fair 
Trade Bill. 

The reaction to the new legisla- 
tion, which again makes non-sign- 
ers as liable as signers of fair 
trade contracts, was almost im- 
mediate on the part of many man- 
ufacturers of nationally - adver- 
tised products. 

Wholesalers and retailers have 
been receiving notices from many 
manufacturers, particularly those 
who make electrical household ap- 
pliances, that they are adopting a 
strong policy on fair trade. 

In many cases manufacturers 
have already advertised and cir- 
cularized the trade with new fair 





has been noticeable consumer resis- 
tance for months. 

With an increase of $5.20 per 
ton in the basic price of steel, a 
dealer needn’t be an economist to 
realize that he had better anticipate 
his needs for the coming five 
months, which promise to be about 
the best this country has yet 
experienced. 





trade price schedules. Others have 
announced that their fair trade 
policies, contracts and price ‘lists 
are being carefully studied before 
being announced. 

Sunbeam Corp., which endeav- 
ored to maintain its fair trade 
price structure even after the 
emasculation of the Fair Trade 
law by the decision of the U. §. 
Supreme Court in the famous 
Schwegmann decision, advertised 
its thanks to the 160,425 dealers 
who had already signed its Uni- 
versal Fair Trade Contracts. 

The President’s action in sign- 
ing the McGuire bill had a salu- 
tary effect on retailing in the met- 
ropolitan areas of the East where 
price-cutting has been most pro- 
nounced for the past few years. 

An Eastern hardware wholesaler 
told HARDWARE AGE that he was 
amazed to find that two discount 
houses in a Connecticut city had re- 
marked fair traded merchandise 
to the legitimate prices following 
the signing of the McGuire bill. 

Shoppers from this wholesale 
firm couldn’t find any “bargains,” 
not even on an old model of a popu- 
lar brand food mixer. 

This wholesaler said, “It will 

(Continued on page 124) 
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HARDWAI 


Easy way 


to get a grip 
on bigger business! 








Feature a complete department of RB& W 
OnS bolts, nuts, rivets and screws in your store. 
They’re great hardware staples, quality 


items that make satisfied customers who 


hers hav : ‘ 
oe sais keep coming back to your store . . . build 
rice “lists traffic for everything you sell. 
ed before , RB&W fasteners are top sellers in their 
own right, as hardware sales figures prove. 
1 endeav- ’ 
sir toe And they’re one of the few profitable, fast- 
fter the turnover items that you can stock in quan- 
ir bhi tity without worrying about style changes 
ne or damage. Thus, you keep time-consuming 
dvertised re-ordering to a minimum. 
> _ dealers You keep handling to a minimum, too... 
= Uni- thanks to RB&W’s unique “upside-down” 
cts. ate : 
re sig package that prevents spilling. This attrac- 
1 a salu- tive red and green package stands out on 
the met- your shelves . . . clearly labelled to show in a 
st where jiffy the type and size you want. 
ost pro- 
veara. For fasteners that move fast, order the 
holesaler complete RB&W quality line today. 
Bed Be 4 107 Years Making Strong 
, had re- The Things That Make America Strong 
chandise 


ollowing 
‘e bill. 


nae RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


a popu- Plants at: Port Chester, N.Y., Coraopolis, Pa., Rock Falls, Ill., Los Angeles, Calif. Additional sales 
offices at: Philadelphia, Detroit, Chicago, Dallas, Oakland. Sales agents at: Portland, Seattle. 


1 2 Available at leading Wholesale Hardware Distributors from Coast to Coast 


4) 
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Here’s what it takes 
to make plier sales zoom! 


You will “go for’’ this popular SARGENT promotion... 
built around the PLIER WITH ALL THE ExTRAS— 


EXTRA FEATURES EXTRA SALES 
EXTRA POWER EXTRA PROFITS 
EXTRA APPEAL EXTRA CUSTOMERS 


YOUR BUY-A-PLIER KIT CONTAINS: 


2—414” Pliers, 2—514” Pliers, 2—614” Pliers, 1—8”’ Plier, 
a Colorful, Eye-catching Pilferproof Counter Display, 
Envelope Stuffers, Christmas Wraps for Sargent Plier 
Boxes, a display card featuring national magazine advertis- 
ing for window or counter use. 


Invite customers to handle a Sargent Parallel-Action Plier. 
Let them see for themselves how it cuts, it grips, it pulls 
. .. three tools for the price of one! It sells itself! 


Order your Sargent Plier Promotion Kit from your jobber 
today, or write us for full information, Dept. 1H. 


SARGENT AND COMPANY 
New York - NEW HAVEN, CONN. 
Chicago 
Builders Hardware and Fine Tools since 1864 


beiyp "sto " 
eae / Mny, 
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‘Four operations instead of one 
and you. Cl Chak 0. subside / 


That furious fist is smashing home a point that 
can’t be made too often —— in countless applications, 
there’s no substitute for Brass. 


What has upset the “‘top brass’ here is a simple 
little base for an electronic tube. But the poor pur- 
chasing agent, accepting the copper and brass shortage 
without question, also accepted a substitute for Brass. 
Then the production panic started . . . four forming 
operations on the substitute material, where Brass 
(with its easy, even “‘flow’’) needed only one operation. 
Production began to limp. Deliveries slowed. Dis- 
tributors, dealers, customers began to look around. 


Then the tube-maker found Brass was available 

after all. So take a leaf from this ““Book of Martyrs”’ 
and don’t make the same mistake. If you use Brass 
in fabrication, then stick to your guns, and don’t 
settle for anything less. In fact, call Bristol (Conn. ) 
9246 and get the best sheet, rod, or wire that you 
ever put into your product! 
The BristoL BRASS CORPORATION, makers of Brass 
since 1850 in Bristol, Conn. Offices or warehouses 
in Boston, Chicago, Cleveland, Dayton, Detroit, 
Los Angeles, Milwaukee, New York, Philadelphia, 
Pittsburgh, Providence, Rochester. 
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The Porcelain-on-iron lifetime interiors 
give Hall-Mack cabinets a fresh, Qu 47 
sparkling beauty that is ageless! This is but AL ir y 

another example of Hall-Mack quality ... A c c Ar HW 

another reason why Hall-Mack is the Es s oO R i] re] M 
only answer to Quality Bathroom Cabinets. Ry Es 

A Hall-Mack cabinet has every quality feature than can 

be desired in a fine bathroom unit. All trim is chrome plated... 

all mirrors are plate glass...and bulb edge glass shelves are fully 

adjustable. It blends perfectly with today’s modern bathroom design! 


Just one glat 
that somethi 
gas space hes 
beauties hav 
console was 

home furnish 
home or smal 


SOToccccccccccccscsescccccccees 





HALL-MACK COMPANY HALL-MACH¥ 


1344 W. Washington Bivd., Los Angeles 7, California hu Ma 
7455 Exchange Ave., Chicago 49, Illinois i 





ACCESSORIES 


L 
or Every Bathroom 

1 P 

Style ond Bvdger 





Mirror sizes 16 x 22 to 18 x 26... 
Fl tor lL iline lighting . . . 








or without lighting 
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ERASE ACEO NT SI RB 


And that’s no short-lived lacquer finish on the cabinet. 


Just one glance at this new Perfection heater tells you 
that something new and beautiful has happened to the It’s porcelain enamel that will keep the new look and luster 


gas space heater business that’s good for you! These new — of the lovely mahogany blend cabinet for years and 
beauties have the “sell” built-in. The television-type years. Here is a golden opportunity for you to get into 
console was designed to blend in with every kind of the space heater business the easy way . . . the profitable 
home furnishings ... modern cr traditional . . . large way. For . . . where will you find a finer, more respected 
home or small. name in space heaters than Perfection? 


TURN PAGE 


A r 
Section 













Better latch onto 
this line and get: 









Revolutionary Guarantees like this... 


A 20-YEAR written guarantee on the combustion chamber (porcelain enameled inside and out). 






A LIFETIME written guarantee on the porcelain enameled gas burner. (Even on unvented models) 






Cc! 
Guarantees like this backed by Perfection’s 64 years of business stability builds the kind of customer con- TH 
fidence that makes them buy . . . on the spot! sie® 





Retail Prices like this oe 


Here is the answer to a dealer’s prayer—well known, nationally-advertised quality merchandise at a rock 
bottom price. Vented prices start at $39.95. And that’s not for a “tin box” version. Without the frills, to be 
sure, but a first line quality, full capacity heater with porcelain enameled, mahogany-blend cabinet PLUS 
the guarantees above! Unvented heaters start at $4.65. 














Selling Features like this... 


The “sell” is really built into these space heaters. Check them off: 






(A) Mahogany-blend all-porcelain enamel cabinet with television Console styling. 






(B) Porcelain-enameled pressed steel burner with raised ports. (C) Brightly 
glowing radiants. (D) Heat-resistant glass shields. (KE) Porcelain-enameled 
combustion chamber and radiators (inside and out). Your choice of fully auto- 
matic controls ... PLUS the remarkable new patented automatic Regulaire* 
blower. 100°; safety pilot available on 6 unvented models, too! X966 shown; 
65,000 B.t.u. 


A “Honev” of a Deal... 


Let’s not be coy about money. That’s what you're in business for . . . that’s where you'll do better by far 
with Perfection. Reason No. 1: you buy direct from Perfection . . . a wider profit margin for you. Reason 
No. 2: Perfection’s quantity discount plan means extra profits. Reason No. 3: Perfection gives you the 
best dating program in the industry. 




















Cut yoursel 
representati\ 


And... National Advertising - fine. Plan y 


. . . in leading magazines plus wonderful 4-color point-of-sale literature you can sell from. Thi G 


is bach 


RANGES electric—oil—s READE 
Your wisest selection in. . . FURNAcEs oil—gas 
‘fy Space Heaters | oil—gas . 
«& Water Heaters | electric—oil this fa 


HARDWAI 


To get started fast, write, wire or phone us for the facts and figures you want. 
Perfection Stove Company, 7382-A Platt Avenue, Cleveland 4, Ohio. 





*Patent applied for. 


HARDWARE AGE, AUGUST 7, 19% 











ric—oil- ~ fas 
fas 
gas 


ric—oil 


IST 7, 1952 





Toney 
| This Gold Seal program 





BEST BET in the BUSINESS! 





Cut yourself in on this profit-packed program. See your Gold Seal 
representative. See all the money-making merchandise in the 
line. Plan your fall promotions around it . . . and cash in! 





is backed by 240,682,579 


READER IMPRESSIONS 
this fall 


alone! 








CONGOLEUM-NAIRN INC. oxcomy, ns. 


MAKERS OF GOLD SEAL GUARANTEED FLOOR AND WALL COVERINGS 
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ELECTRIC CLOCKS 
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IN EXTRA SALES 


THRU 


eects 10,000.00 contest 


... with this contest assortment 












Dealer Retail 

Name Model Price* Price** 
LULLABY 7H207 $3.12 $4.95 
LULLABY (L) 7H207-L 3.57 5.95 











TELEGRAIN 7H201 4.77 7.95 









ENHANCER 7H203 5.37 8.95 
LULLABY (New) LULLABY-Luminous (New) ; 
TELEGRAIN (New) ADVISOR (Red) 2H27 Red 3.57 5.95 











ADVISOR (Blue)  2H27 Blue 3.57 5.95 


Totals $23.97 %39.70 


FULL PROFIT FOR YOU $15.73 


FREE DISPLAY ties in with national advertising 
—a series of full pages, full-color in Life and 
The Saturday Evening Post featuring contest 























assortment. Consumers must come to your 


ENHANCER (New) ADVISOR (Fast Seller) ADVISOR (Fast Seller) store for entry blanks. 


WIN EXTRA CASH 


DS ay Oe = ee Oe Oe 





$500 Ist PRIZE $250 2nd PRIZE $100 3rd PRIZE 


47 additional prizes of Enhancer clocks with your initials in gold. Easy to enter. No 


display photographs! No newspaper tear sheets! Easy to win. Just complete this state- 


ment in 100 words or less: “The Telechron electric clock $15,000 contest helped me 


” 


promote sales as follows: 


ASK YOUR DISTRIBUTOR for free kit containing display card with entry blanks... 


new catalog . . . new price list . . . tie-in ads .. . plus complete details of these contests. 





*SUGGESTED UNIT WHOLESALE PRICE FOR DEALERS 
** FAIR TRADE OR SUGGESTED RETAIL PRICES. PRICES PLUS TAX prices And SPECIFICATIONS SUBJECT TO CHANGE WITHOUT NOTICE 


TELECHRON IS A TRADEMARK FOR PRODUCTS OF TELECHRON DEPT., GENERAL ELECTRIC CO., ASHLAND, MASS. 
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FIRST AGAIN! with“SHUR-GRIP” 
Corrugated Cases 


/, \utionary NEW 
xs wee aye at No Extra Cost 
yt 





















ME me 





New Improved Sanitary Closure! 
Electronically Pretested Fillers! 


New Brightly Polished Aluminum 
(non-corrosive) Shoulders! 





VACUUM goTTLe 
New “Shur-Grip” Corrugated Case 
for Extra-safe Handling! 





New, brilliant colors — two-tone 


blue and grey with aluminum cup —— 
—dubonnet and grey with match- ; of } 
ing “Roc-lite” cup. — 


as (Aluminum cups also 


Oversize “Roc-lite” Cup. p 


available) 





Ask your wholesalers today about “Cradle” Shock 
these revolutionary Universal Absorber of Springmetal 
Vacuum Bottles. New eye appeal— Assures long service! 

New sales features. Write, wire 
or phone Landers, Frary & Clark, 


New Britain, Connecticut 
a UNIVERSAL 


LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 






America’s Most Preferred Line of Vacuum Products 
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ANOTHER FIRST that’s sweeping the country! ) 








RUST-PROOF! 


WS FABULOUS 





DESERT TONES... beautiful, subtle colors of 


the desert, skillfully reproduced into masterpieces 

of plastic ... complement the decorator’s touch so 
pronounced in today’s modern mode of living. 

New and remodeled homes alike are given the perfect 
color accent with Desert Tones ... colors so 
prevalent in the newest creations from 

the country’s finest designers of 


LINOLEUM e WALLPAPER e PAINTS 





*Reg. Trade Names of Burroughs Mfg. Corp. 
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BURROUGHS irc. cone. 


ODORLESS! 


“BURRITE-WARE IN 


~ 
— 
\ 


COLORFAST! 


/ 


America’s Newest, Most Popular 


Housewares Colors... 


MOJAVE CHARTREUSE 
SIERRA CORAL 
OASIS TURQUOISE 
PALM GREY 


3 No. 1328 SNAX-TRAY ... 19 x 1012 x 1”. Individually 
Gift Boxed; 1 doz. to carton; Weight: 14 Ibs. per 
shipper. Also available in lustrous Copper Tone. 


No. 1321C COOKIE JAR... 5%” square, 7%” high. 
Individually boxed, 6 to carton; Wt.: 64 per shipper. 


No. 1323 BREAD BOX .. . “Roll-back”’ cover for easy 
access. Hinges and wearing parts eliminated. Holds 
3 loaves. 14% x 11% x 7%” overall. Individually 
boxed in 200# test shipper. Wt.: 464 per dozen. 

No. 1326C Extra Large Capacity CANISTER SET. . . 
holds 6% Flour, 5# Sugar, 24 Coffee, 14 Tea. 
Large: 6%” square, 8%” high. Small: 4%” square, 
6” high. 2 dz., indiv. packed sets to ctn. Wt.: 174. 

No. 1315A CAKE COVERED DISH . . . Diameter 13”, 
Ht: 6”. 1 dz. to ctn., 154 per shipping container. 


ALL BURRITE-WARE NOW IN DESERT TONES AT NO EXTRA COST 


BREAD BOXES « BUTTER DISH « BATTER BOWL © CANISTER SETS 
COOKIE JARS « COLANDER « SALAD BOWLS « CAKE COVERED DISH 
REFRIGERATOR SETS © BEVERAGE PITCHERS © SALT & PEPPERS 
TUMBLERS © PANTRY PIECES « UTILITY BOWLS * MEAT MINDER® 
MIXING BOWL ¢ PIE & PASTRY COVERED DISH 


am 


3831 VERDUGO RD. « LOS ANGELES 65, CALIF. 


bork 
Representative with samples 


Ff within 24 hours. be 








Boost your volume 


with this 1952 / 


at a 1939 Seen DISHPA 
4 * retail price of only “3 | a a 


. 9c ag BK a 1 it's a sink shape dishpan 
; . : me 2 it's a refrigerator pan 


Made to retail for $1.59, : : 
you can offer it for 99c. = 3 its a preserving pan 





4 it’s an open top roaster 


5 it’s a household helper 


(for dyeing, tinting, hand-washing) 


— with TITANIUM 


_ for extra strength 
extra whiteness 


extra has 





*Price slightly higher in ~~ _ - No. WR-9398 


West and South and Canada. Ce PIECES TAL 


CONTENTS: EACH* 


- + + parlay it into BIG BUSINESS with | 18 only WR14—14 Qt. Time Saver 
this profitable VOGUE Assortment Offer | Oblong Dish Pans, Special Price $ .99 






















6 onl WwRi—1 Qt. 
No. WR-9398 6 pn WRI%s—1'2 ar-|open Sauce Pan Set 1.29 
6only WR2—2 Qt. 
: 6oniy WR8O0—8 Cup Percolators 1.29 
YO U K C OST $ 49.50 6 only WRO6—6 Qt. Flavor Saver Pots* ‘1.39 
6only WR141—14 Qt. Round RR Dish Pans .99 
6 onl WR120—12 Qt. Water Pails 1.39 
SELLS FOR $72.54 YOUR PROFIT $23.04 6 ns WR32—Wash Basins (12” x 3%) 59 
6only WR26—5 Qt. Mixing Bowls 69 
3only WR70—5 Qt. Tea Ketties 1.59 
3only WR330—3 Qt. French Fryers 1.39 







Packed in full assortments only — 
Weight 150 Ibs. Standard Trade Capacities 


*Vapor Seal Covers 
*Prices slightly higher in West and South and Canada, 


- « » and FREE Display Kit 


Every piece of Federal Vogue will bear 
an ADVERTISED IN LIFE sticker! 


and thats 
OL all. —° 
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1Ster 


helper 


and-washing) 


TRAFFIC- 
STOPPER! 


Giant blow-up for wall, 
background or window 
display. 18” x 28”. 


ATTENTION- 
GETTER! 





Wall and window banners 
help focus attention. Two 
in every kit. 9”’ x 16”. 
















ADVERTISING 
HELPS! 


Selling hints and informa- 
tion on Federal Vogue 
enameled ware. Ad mats 
available on request. 


CLINCHER! 


Popular 7” x 11” T-card 
shows item and price on 
both sides. 


Your customers will see 
FEDERAL VOGUE advertised in... 


ESTED ay 
AIL HVT 
SH * 2 ee 
WL SEHOL 
> a 
? © LIFE—Oct. 13 



















» LIFE 


in your Fall Sales! 


reererQaerQQKrirererererererKer——:, 
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¢ HOUSEHOLD—Oct. 
¢ AMERICAN HOME—Nov. 


© LADIES’ HOME JOURNAL—Oct. 
¢ BETTER HOMES & GARDENS—Nov. 


Send in this coupon NOW! 


Federal Enameling & Stamping Company 
Dept. HA852, Pittsburgh 30, Pennsylvania 


[_] Send me _of Federal’s Profit Boosting Offers, 
WR-9398 at $49.50 each. 
(Price slightly higher in South and West and Canada) 


[_] Send me of Federal's FREE merchandising kits. 


Name_ 
Address 


My jobber is 











Westinghouse RETAILERS ARE ON THE 


In the Big Summerand fall 
“PICK THE WINNER’ CAMPAIGN 


LECTION 
NIGHT 


See and Hear Betty Furness 
Star Saleslady of 
Westinghouse over 
CBS TV and Radio 





















BLESSED 
EVENT 
PROMOTION 
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\ PARTY on New RANGES 
Hy History Making with full TV and Westinghouse /\\} Setiaduces 
Political ae average ay 3 Ht THE NEW 






i 
I 
i OVER 


| CBS 


4 TV and RADIO 
4 
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It really has had the trade buzzing— Westinghouse 
TV and Radio coverage of the two big political 
conventions. But that was only the beginning. 

Now come still more thrill-packed events 
Starting with a 13-week series of TV-Radio 
debates between the candidates and other na- 
tional leaders. Then as a fitting climax there’ll 
be an all-evening-long, election night party. 

Backing up these “Pick the Winner” activities 
is the biggest advertising and sales promotion 
program ever launched by Westinghouse. 

And so again, Westinghouse retailers are not 
only on the right side of the fence—but the 
sunny side of the street. C’mon over! 
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Robeson 
Guaranteed 
frozen Heat” 
Guarantees Yo 





Cutlery 


DIRECT-TO-RETAILER SELLING... 
PLUS MOST EXTENSIVE ADVERTISING 
AND PROMOTION IN INDUSTRY... 
MAKES MORE NET PER SALE 

MORE SALES PER UNIT 


FOR DEALERS EVERYWHERE! 


Extra Sales and Extra Profits: 


Now, Robeson’s exclusive new ‘‘Frozen Heat*’’ process gives 
you a hard-selling merchandise story, guaranteed to make your 
cutlery sales and profits soar! 


No other cutlery is made this way .. . Robeson’s special 

high-carbon stainless steel is first exposed to unusually intense heat. 
Then the blades are placed in refrigerated compartments at 100 
degrees below zero. 


This revolutionary hardening process, makes Robeson blades sharper, 
stronger, many times more resistant to dulling. 


Your customers will be pre-sold on Robeson ‘‘Frozen Heat*’’ cutlery by 
a full schedule of national magazine advertising, commencing in 

October. Hard-hitting ads will appear in Time, Good Housekeeping, and 
Better Homes and Gardens, with a combined circulation of 8,225,170. 


Now, more than ever, is the time to feature the complete line 

of Robeson ‘‘Frozen Heat*’’ cutlery in your store. The ‘‘Frozen Heat*”’ 
process .. . plus the biggest advertising schedule in Robeson’s 
history, will bring you more repeat sales...more satisfied customers! 


Loge 


“Frozen Heat*” 
Cutlery 








Robeson 


*GUARANTEE: We unconditionally guarantee every product we make. 

Should any customer, FOR ANY REASON, be dissatisfied with the performance 
of any Robeson knife, it will be replaced or reconditioned without charge. 

"Reg. U.S. Pat. Off, 
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More repeat sales... because once your customers own a 
Robeson knife, they'll want one of the many complete sets... 
thanks to ‘‘Frozen Heat*’’! 


More satisfied customers... because Robeson cutlery is 
guaranteed to stay sharper, longer, give better service... thanks 
to ‘‘Frozen Yeat*’’! 


Densified Wood-handled Gift Cutlery Sets... from $5.00 to $75.00 
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Here’s a 5-foot showcase that's 






a whole warehouse in itself. 

All the items your customers will 
want with eye-appeal that 

helps sell knives every minute 


of every day! Other floor 
and counter displays to fit every 


retailing need. 


Robeson Cutlery Co., Perry, New York 

| want to know how | can handle the Robeson line in my community 
on a direct-from-factory basis. 

Please send me details about 

Displays 

Dealer Mats and Helps 


Complete line 
—____Gift Sets only 











Name 
Street 
City State 
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Gillette Again Airs World Series 
To MakeYou A Pile Of Dough! 
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a lh HERE’S THE POWERHOUSE SS 
THAT’S PACKED WITH PROFITS! 


Gillette 2 Razor 


And Blue Blade Dispenser With Safety 
Compartment For Used Blades 
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THERE’S 
MILLIONS OF 
’ DOLLARS WORTH OF 
BUSINESS FOR RETAILERS 
WHEN GILLETTE AIRS 
WORLD SERIES! 


Get Your 
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Your Cost—12 sets mounted in 
\ 2 Mighty Midget Display Racks 


. $@00 
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Ask ’Em: “How’re Ya Fixed 
For Blades?” And Watch Men Go 
For Gillette Blue Blade Dispensers! 
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Display The Full Gillette Line And Score In Every Inning! 


@ In all advertising, no promotion even comes close to 
the smashing power of Gillette’s broadcasts and telecasts 
of the World Series! Geared to the action-packed drama 
of America’s greatest sports classic and using the greatest 
radio and TV networks, Gillette’s hard-selling commercials 
prime millions of men to buy Gillette razors, blades and 
shaving creams. It’s a cinch to get your share of this profit- 
loaded business. Stock the complete Gillette line . . . dress 
up your windows and counters. Just a little extra effort and 
the sky’s your limit. Let’s get going! 

GILLETTE SAFETY RAZOR COMPANY « BOSTON 6, MASS. 










In 
Dispensers, 4 
20 for 98¢ 4 
















KEEP THESE OTHER FAST-MOVING GILLETTE 
PRODUCTS UP FRONT, TOO! 


? : Retail (Reg. Size)....... 35c¢ 
Retail (Giant Size)...... 50c 
Your Cost Per Dozen —Lather 


NE stir 39's ere $2.70 
Giant Size .......... 4.00 





Your cost per carton, 10’s or 5’s 
(100 blades) veseesese $3.68 

Your cost per carton, 20’s 

(200 blades) ............. .$7.36 


















Brushless 
CN ERs csc xc os eal $2.36 GILLETTE 
Giant Size .......... 3.51 BLADES i 
Retail 4 for 10c; YJ 
10 for 25¢ 
Gillette Tech Razor Set Retail... 49 Your Cost (200) 
Your cost per carton of 10... $3.68 $3.68 
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It pays and pays 





to please ’em all! 


You know how women are. They a// want the 
product that makes a tough job easier—the way Bruce 
Floor Cleaner does. But many want extra-heavy 

wax protection for their floors too. 

That’s why so many stores are finding an extra 
margin of profit in carrying both Bruce Floor Cleaner 
and new Bruce Cleaning Wax. Bruce Cleaning Wax 
offers the same easy “clean-as-you-wax’”’ floor 

care with lots more wax for added protection and gloss 
on wood floors. Bruce Floor Cleaner is just right 

for linoleum or wherever a lighter coat of wax 

is desired. Both offer unusually good markups. 


You need both to cash in on the big Fall advertising 
campaign now under way in magazines, newspapers, 
radio and television coast to coast. So ask your 
Bruce man for the whole story today—before you 
miss another penny of extra profit! 


floor 


B RUCE products 


guaranteed by the world’s largest maker of hardwood floors 
E. L. BRUCE CO., MEMPHIS, TENN. 
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Get set “E XTR A sales... 


i 

= 
Yes—a powerful PYREX promotion hits coast-to-coast 
this fall, with big-space ads scheduled in 

your own market area newspapers! 






It’s September’s hottest news in housewares— 
promising bigger dollar-volume and higher profits 
for you on the best-known, easiest-to-sell 
ovenware in the world! 


You can put this promotion to work for you, 
make sure of multiple sales—by carrying 
complete assortments of PYREX Ware! 

Get set by checking stocks, and ordering now 
from your near-by PYREX distributor. 
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Round Cake Dish 
8l4-inch....... 59%¢ 8l4-inch....... 7% 


Oven Roaster— 


3-quart...... $ 1.39 





All these PYREX sales-headliners 





° ° ° Loaf Pan Custard Cups 
in big September ads in your own 
——s 9l4-inch....... 69¢ 5 ounces...... .5¢ 
local newspaper! 105%-inch...... 89¢ 61% ounces..... 10¢ 





CORNING GLASS WORKS 
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't-to-coast 
ofits 
Better-Baking Pie Plates 
Flavor-Saver Pie Plate .. . New I1-inch Pie Plate... 
keeps in pie juices....... 9-inch ONLY 59: EACH for extra-large pies 
™) 
ee aa 
Dish Open Baker Casserole, Deep Pie Dish 
79 ee ree 39¢ Utility Cover 914-ounce...... 15¢ 
114-quart...... 49¢ 8l4-inch....... 29¢ 1-quart........79¢ 15-ounce...... 19¢ 
ee 59¢ 9\4-inch....... 39¢ 114-quart..... .89¢ 
ee 7% 10\%-inch...... 49¢ 2-quart.... .$1.00 





5¢ Utility Dish Measures Casserole, 3-pc. Bowl Set 
‘eee 1014-inch.... ..69¢ B-ounce........ 2% a $1.39 
125%-inch. ...... 89¢ 16-ounce....... 5% l-quart......... 7% 
14-inch. ..... $1.00 32-ounce....... 79¢ 14-quart...... 89¢ 


€S | Consumer Products Division, Corning, N. Y. 


“PY REX” is a registered trade-mark in the U. 8. of Corning Glass Works, Corning, N. Y. 
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Small rope sales quickly add up to profitable volume when you feature 
Handy Coils*—American Manufacturing Company's packaged rope that 
sells from your counter. The attractive Handy Coils display-shipping con- 


u on" ° 
tainer creates “impulse’’ sales with the easy-to-handle 100-foot coils. You Rope MM those fwine 


make more profit with less sales effort. Handy Coils give you a choice of / 
“American Brand” pure Manila rope, or Sisal rope in 1/4", 5/16", 3/8" and sales, 00 ® 
1/2" diameter sizes. Each box contains approximately 15 lbs. of rope. 

Handy Coils increase your sales of larger ropes, too, by reminding cus- 

tomers of their needs. So, sell more rope the “Handy” way. Feature Handy 

Coils on your counter. Order from your supplier, or use coupon for name 

of nearest distributor. 


*The word ‘Handy Coils’ is a registered trademark of the American 
Manufacturing Company, and is recorded in the U. S$. Patent Office 
Supplemental Register, Certificate # 560,670. 


American ManufacturingCompany, Brooklyn22,N.Y. 
ROPE - TWINE - OAKUM - PACKING - CARPET AND ELECTRICAL YARNS 
Branch Factory: St. Louis Cordage Mills, St. Louis 4, Mo. 

Sales Offices: Boston - Chicago + Houston » New Orleans + Philadelphia - San Francisco 


Please send complete AMERICAN MANUFACTURING COMPANY 
| information and delivery Noble & West Sts., Brooklyn 22, N. Y. 


| schadetes shout ene Sell Handy Twines 
| 


| () Handy Coils [J] Manila Company. 


| 0 Sisal (C) Handy Jute Address 
Twines a a 
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Seven popular Jute twines in counter 
display box. 
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NRHA Congress Report 








A report of business discussions, 
addresses, social functions and other 
highlights of the 53rd Annual Congress 
of the National Retail Hardware Assn. 


While the 53rd annual Congress 
of the National Retail Hardware 
Assn., held in Washington, July 
14-17, combined business and re- 
laxation in full measure, it was 
also tinged with sadness océa- 
sioned by the retirement of its 
managing director, Rivers Peter- 
son, after his 33 years of service 
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in the retail hardware association. 

On the business side, the meet- 
ings covered the business outlook, 
the political outlook, better mer- 
chandising methods, the associa- 
tion’s advertising program, and 
methods of combatting corruption 
in public office. 

The meeting attracted a record 


breaking registration of more 
than 730 dealers, manufacturers, 
wholesalers and guests. Ladies 
were especially numerous this 
year, due probably to the sight- 
seeing possibilities of the nation’s 
capital. 

Delegates from 34 of the 37 
affiliated state and regional asso- 
ciations were on hand to enliven 
the roll call on Monday evening 
with gay parades, presentations 
of both elaborate and simple gifts 
to Rivers Peterson and the dis- 
play of a few political type plac- 
ards. New England delegates 
paraded across the front of the 
meeting hall to tell the world that 
their slogan was, “I Like Skol- 
field.” 

True to tradition, lowa delegates 
sang of the tall corn. A serious 


View of roll-call at opening session. 


35 








and graphic note was their dis- 
play of a long banner stating that, 
“Nothing happens until somebody 
sells something.” 

George M. Gray of Coshocton, 
Ohio, a charter member of the 
Ohio Hardware Association, was 
presented by members of that as- 
sociation with a plaque honoring 
his long service to the trade since 
1894. A past president of NRHA 
and later organizer and secretary 
of the Ohio Hardware Mutual In- 
surance Co., he is also the only 
living charter member of the Ohio 
Hardware Association. 


Salutes New Officers 


At the final session Luther R. 
Stein, vice president and general 
sales director of Belknap Hard- 
ware & Mfg. Co., Louisville, Ky., 
briefly extended the good wishes 
of himself and other wholesalers 
who had been at the Congress to 
President-elect Skolfield and to 
the incoming Managing Director 
Mueller. 

The resolutions committee head- 
ed by Past President Earl Dean 
of York, Neb., asked that price 
controls on general merchandise 
at retail levels be immediately 
suspended. It also urged the curb- 
ing of unnecessary federal bureaus, 
agencies and projects and advo- 
cated reduction of taxes and gov- 
ernmental spending as well as tax 
equality. It thanked manufactur- 
ers and wholesalers for their co- 
operation in promoting Hardware 
Week, contributing to the irha 
campaign fund and other assist- 
ance. Voters were urged to cast 
their ballots and to encourage 
others to do so. 

Another resolution thanked Riv- 
ers Peterson and Mrs. Peterson 
for their long activity in behalf 
of the association. 


Miami Beach in 1953 


Announcement was made that 
Miami Beach, Fla., will play host 
to the 54th annual Congress of 
NRHA, July 12-16, 1953. Head- 
quarters will be at the Casablanca 
Hotel, with several other hotels 
cooperating. 

John T. Skolfield of Gardiner, 
Me., was elected president and 
Robert H. Westbrook of Riverside, 
Calif., is the new vice president. 
J. W. Aspinwall of Hawkeye, Iowa, 
is the new member of the board 
of directors. A complete list of 
officers and directors appears else- 
where in this issue. 

Discussing government integrity 


36 


Representative Herlong warned that 
“corruption in government indeed 
extends its ultimate effect into 
almost all phases of our lives.” At 
another session Senator Mundt 
warned of the encroachments of 
communism and urged our need 
for an aroused citizenry that per- 
forms its duties. 

Pointing out that hardware 
sales have held up better than 
durable goods generally, Dr. Jules 
Backman, New York University, 
said that, “there have been some 
signs that the recession in the 
civilian economy has reached and 
probably passed its low point... 
I doubt if the recovery will take 
us back to the scare buying levels 
of early 1951 in the months ahead 
—unless a new war scare devel- 
ops.” 

An unusually diversified .pro- 
gram of entertainment was offered 
during the convention. Many deal- 
ers also availed themselves of the 
opportunity to see some big-league 
ball games. 


Honor the Carl Millers 


Following Monday evening’s 
fast moving roll call and introduc- 
tion of guests a reception was 
held in honor of President and 
Mrs. Car] A. Miller. 

Delegates enjoyed a bus trip to 


Mount Vernon on Tuesday after. 
noon and despite the uncomfor. 
table temperature the annual golf 
tournament was held. 

Twenty-two golfers played in a 
heavy rain at the Congressiona] 
Country Club, with Past President 
J. D. Reynolds of Carthage, Mo, 
in charge of festivities. C. J, 
Christopher, Minneapolis, secre- 
tary of the Minnesota association, 
won the trophy presented by Dr, 
Jules Backman, his card of 85 
being the low gross. He also won 
a golf cart for having the lowest 
score. A. W. Harris had the low- 
est net card—77—in the kicker’s 
handicap and Dr. Backman had 
the second lowest 18 hole gross 
with an 89. 


Diversified Entertainment 


That evening a Funfest at- 
tracted a heavy attendance. Fol- 
lowing square dancing exhibitions 
more modern ballroom dancing 
concluded the evening. 

While the serious Wednesday 
morning session was in progress 
the ladies of the convention were 
guests at a tour of the recently 
rebuilt White House. 

Climaxing the formal entertain- 
ment program was the annual ban- 
quet and floor show. 





Officers of the 
NATIONAL RETAIL HARDWARE ASSOCIATION 
Elected July 17, 1952, at Washington, D. C. 


President 
*John T. Skolfield, Gardiner, Me. 


. Vice President 
*Robert H. Westbrook, Riverside, Calif. 


Managing Director 
*Russell R. Mueller, Indianapolis, Ind. 


Directors 
*J. W. Aspinwall, Hawkeye, lowa 
Edgar W. Brasch, Levelland, Tex. 
Carl E. Graeff, Dayton, Chio 
A. B. Hill, Portsmouth, Va. 
Melvin Kraemer, Marysville, Kan. 
L. A. Luedtke, Fairmount, Minn. 
H. H. Meyer, Shawano, Wis. 
M. E. Ozee, Miami, Fla. 


Advisory Committee 
Carl A. Miller, Kendallville, Ind. 
J. D. Reynolds, Carthage, Mo. 
W. C. Judson, Big Rapids, Mich. 


(*Newly elected) 


—— 
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Valedictory 





to NRHA 


The September, 1919, issue of 
the National Hardware Bulletin 
carries my name for the first time 
as editor and as an employee of 
the National Retail Hardware As- 
sociation. On the first of August, 
this year, my name will disappear 
from National Retail Hardware 
Association materials. 

Thus, for 33 years, lacking one 
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NRHA Congress Report 








Rivers Peterson delivering his Valedictory. 


Pete’s farewell address—a 
summary of 33 years’ service 


by Rivers Peterson 


Retiring Managing Director 
National Retail Hardware Assn 


month, I will have been an employee 
of this organization. They have 
been eventful years both for me 
and for the association. For the 
most part, but not entirely, they 
have been happy ones for me. 

I have come now to say a formal 
good-bye to you people for whom, 
and with whom, I have worked dur- 
ing these years. I am happy that 


I can say good-bye at a time when 
your organization is at a peak in 
every respect. 

For the fiscal year which began 
on June 1, 1919, the balance sheet 
of the Association totaled $111,217. 
As of Dec! 31, 1938, the year in 
which I became managing director, 
the total was $224,030. As of June 
lst of this year that balance sheet 
was $1,064,109. 

I am proud to have‘had a part in 
this growth, and I would like, as 
my valedictory, to touch just a few 
of the highlights of these years 
that are gone. 

In the spring of 1919 P. J. 
Jacobs, Secretary of the Wisconsin 
Retail Hardware Association, by 
which I was then employed, told 
me that Mr. Sheets, the secretary 
of the national association, had se- 
cured his permission to contact me 
as a prospective editor of the as- 
sociation’s publication, National 
Hardware Bulletin. 

When I joined the staff, National 
Hardware Bulletin was printed in 
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book size, that is, about 7 inches by 
9 inches. The next June we changed 
the size to what we use now. Then 
in June, 1924, the name was 
changed to Hardware Retailer. 

One phase of my work for this 
association which I regard with a 
considerable degree of satisfac- 
tion is the representation I have 
given hardware retailers in this 
city of Washington. 

My first experience came in 1921, 
when Congress authorized what 
was known as the Joint Commis- 
sion of Agricultural Inquiry, which 


It was in this capacity that I 
first met Donald Nelson, and built 
a friendship that was to serve so 
well when he became chairman of 
the War Production Board during 
World War II. 

By the time NRA came up for 
Congressional renewal I was so 
convinced of its futility and of the 
unbearable burden it placed on 
small retailers, that I resigned my 
chairmanship, so as to oppose ex- 
tension of the act authorizing NRA. 

After NRA my Washington work 
was more or less routine until 


It happened that our charter was 
issued to a corporation under the 
name of the National Retail Hard. 
ware Dealers Association. At the 
convention in St. Paul two year 
after this charter was issued the 
word “Dealers” was dropped from 
the name. 

We straightened the matter out 
with a change in the By-Laws and 
Constitution which was made at 
the Cincinnati Convention in 1939, 
but until the statute of limitations 
had run we didn’t tell anybody 
anything about it. 








Leff— NRHA ODi- 
rector A. B. Hill 
presents Mr. Peter- 
son with a treasure 
chest in which is a 
check. 


Right — Mr. and 
Mrs. Peterson re- 
ceiving the ovation 
after his Valedic- 


tory. 








undertook, along with other studies, 
an investigation of retailers’ mar- 
gins, profits, methods of operation, 
and the like. 

I was sent to Washington to 
work with representatives of other 
types of retailers to prepare a re- 
port which the committee could 
study in preparing its final report 
for Congress. 

As a result of a series of cir- 
cumstances which I will not take 
the time to detail here, the econo- 
mist in charge of this study sent 
all the retailer representatives 
home, and had me come back alone 
to prepare the report. I did so, 
and made it brief, and was grati- 
fied when the final report was 
issued by the committee to find 
that they had used what I had pre- 
pared with scarcely any change 
at all. 


Blue Eagle Days 


It was in connection with this 
committee work that I first met 
Harold Young, who was Washing- 
ton representative of the National 
Retail Dry Goods Association. The 
acquaintance ripened into a very 
close friendship. 

Then came the Blue Eagle days 
of General Johnson, and I was 
elected chairman of the National 
Retail Code Authority. 
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World War II hostilities started. 

So far as OPA was concerned, I 
claim to have carried the largest 
crying towel of anyone in Wash- 
ington. I had but one object so far 
as that crew was concerned. It 
was to convince them that there 
was hardly a hardware man in the 
United States who did more than 
$50,000 a year or employed more 
than five people. 

After I had been with the as- 
sociation for about 12 years, it 
seemed apparent to me that Mr. 
Sheets intended that I should suc- 
ceed him if, ‘and when, he should 


retire. I naturally accepted all of 
these responsibilities and _ this 
training gratefully. For while I 


didn’t have the least desire to sup- 
plant him, I was extremely hope- 
ful that at the proper time I would 
be chosen as his successor. 

I took over after the Congress 
of 1937 was finished and carried 
on during several months that Mr. 
Sheets was away, ill. Then he came 
back to his job, far from a well 
man. At the 1938 meeting Mr. 
Sheets resigned, and I was em- 
ployed as managing director. 

During my first year as manag- 
ing director, I made the rather 
startling discoverey that there was 
no such legal entity as the National 
Retail Hardware Association. 


As I look back over these 14 years 
I have served as managing direc- 
tor, there are many accomplish- 
ments the association has realized 
of which I am proud, not because 
of any part I have played in bring- 
ing them into existence, but be- 
cause of my belief in their value to 
the retail hardware trade. 

Heading the list in that respect 
is our three-part merchandising 
program, headed by the Selling 
Guide. 

With the Guide as the founda- 
tion, and the window trims in 
Hardware Retailer which follow 
the Guide, and with our advertis- 
ing service, we give the hardware 
retailer who wants to use them 
some mighty useful tools with 
which to work. 


Merchandise Aggressively 


Competitive pricing is important 
in merchandising, but I have long 
since reached the firm conclusion 
that prices without good aggressive 
merchandising are of little value, 
and it is one of my fond hopes that 
as time goes on, the association will 
find ways to improve this mer- 
chandising assistance and that 4 
larger number of our dealers will 
use it. 

I am also proud to have had 4 
part in launching our National trhe 
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Advertising Program. I sincerely 
hope this campaign will be con- 
tinued, but I realize my successor 
will probably have a tough job on 
his hands, for dealers will never be 
able to trace very tangible results 
from this advertising—nor can 
most of the other advertisers, al- 
though experience has proven to 
them that advertising pays. 

But, there is one job for this as- 
sociation to do, which, in my 
opinion, is more important than all 
of these, or all of the other associa- 
tion services or accomplishments 
that might be mentioned. 

That job is to awaken and to 
keep hardware retailers, and 
through them other citizens, awake 
to the dangers of the socialistic 
trends which have taken place in 
this nation during the past 12 or 
15 years. 

A definite part of that effort 
should be a campaign, begun very 
shortly and carried on vigorously 
until November, to get every hard- 
ware man and his family, his em- 
ployees and their families, to ex- 
press themselves at the polls this 
year. 

I would indeed be negligent if I 
should fail to pay tribute at this 
time to the members of the Na- 
tional Association staff who have 
worked with me. 

Now I am about to say an offi- 
cial good-bye. In doing so I wish 
to thank all of you for the things 





by Carl A. Miller 


Kendallville, Ind. 
Retiring NRHA President 
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you have done that have been help- 
ful to me in my work. Many of 
the state secretaries are so close 
to me that I don’t dare try to get 
too personal in these closing 
moments for fear I wouldn’t be 
able to control my feelings. 

I just say to you all, forgive me 
for the things 1 have done whica 
you think are wrong, or with which 
you disagree, and as I go into my 
chosen retirement, send me from 
time to time the warmth of your 
kind thoughts. 

Now as I close I want to ask 
my wife, Mrs. Peterson, to join me 
on the platform. I have asked her 
to come here because I want to give 
at least a little credit where much 
is due. During the thirty-three 


NRHA Congress Report 





years I have been an employee of 
the association, the little lady who 
stands at my side has been first of 
all my severest critic, and second, 
a well-wisher for the association, 
second only to myself. 

It has been her inspiration, plus 
her prodding, which has been re- 
sponsible for the fact that I have 
done as well as I have. So, I have 
asked her to join me here, so that 
as we have worked together for 
this organization, we may now bow 
out together. 





Pete's Retirement Marked by Many Tributes 


The farewell address of Rivers 
Peterson was followed by many 
tributes from his friends and as- 
sociates. Throughout the days of 
the convention, Pete and Mrs. 
Peterson had been the guests of 
honor at various state association 
receptions and he was _ presented 
with gifts ranging from scrap 
books to an outboard motor. 

Following his Valedictory, he was 
presented with a plaque and a 
check from the NRHA, through a 
committee of all its officers. The 
plaque. commemorates the service 


‘«  . . Customers will not come to 
our stores as in the past. We 
must attract them... 


he had given to the association. 
Russ Mueller, acting on behalf 
of 37 secretaries of the state and 
regional groups, presented Pete 
with a complete radio-telephone set 
for his power boat, together with 
a check covering its instalaltions, 
and 3000 gallons of gasoline. 
Roland Jones, president of the 
American Retail Federation, paia 
tribute to Pete’s service to the as- 
sociation’s activities and presented 
Pete, on behalf of the American 
Retail Federation, with a gas-fume 
warning device for his cruiser. 


President's Report 


“Reports that I get from dealers 
are that business has been very 
satisfactory from the standpoint 
of volume, but profits are less,” 
Carl A. Miller, retiring president 
of NRHA said in his annual report. 
“Many dealers reported less vol- 
ume than a year ago, but not seri- 
ous enough to be alarming.” 

He reviewed his travels and ex- 
periences during his year in office 
and in his previous service as vice- 
president and as a director. 

“We are returning... to a buy- 
ers’ market, and normal business 
conditions,” he stated. “How suc- 
cessful we will be in business will 
depend upon us. 

“My personal opinion is that 
business will be good for many 
more months. How successful we 
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Above—NRHA board on the platform during the 
roll call and introduction of guests at the opening 
session of the Congress. 













Left—George M. Gray, center, receives a plaque 
presented by officers of the Ohio Hardware Associ- 
ation. John B. Conklin, secretary, and Elden Fruth, 
Fostoria, Ohio, president, are on either side of Mr. 


Gray. 


Below—Rivers Peterson, left, retiring managing 
director, and Russ Mueller, his successor. 








will be in business will depend 
upon us. We have operated our 
business under abnormal condi- 


tions during the past 12 years. It 
has been a sellers’ market, with the 
demand greater than the supply, 
and very little salesmanship neces- 
sary. 

“We are returning .. . to a buy- 
ers’ market, and normal business 
conditions. We are in a competi- 
tive market and have keen com- 
petition. The supply in most lines 
is greater than the demand. How- 
ever, employment is high, wages 
are high, production is high, so we 
have a favorable market ahead. 
The consumer has money to spend. 
How much of his dollar we get de- 
pends upon us, and our ability as 
a merchandiser and a salesman.” 

He declared that we are faced 
with business conditions that will 
force us to make a stronger bid 
for the consumer dollar if we ex- 
pect to maintain the same profits 
as in the past. We have higher 
operating costs, higher taxes, in 
some cases higher merchandise 
costs and lower margins of profit. 

If we expect to make the same 
earnings as in the past several 
years, we must either get a higher 
margin of profit on our merchan- 
dise or increase our volume. 

It will, he continued, be difficult 
to lower our operating costs. We 
can’t reduce our taxes. And com- 
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and government regula- 
tions will prevent us from getting 


petition 


a higher margin of profit. _The 
only thing left for us to do is to 
increase our volume. This can be 
done with some extra effort on our 
part. We must put up a harder 
fight for our share of business. 
Customers will not come to our 
stores as in the past. We must at- 
tract them to our stores. 

We have many weapons at our 
disposal in our fight for the cus- 
tomer’s dollar and a greater vol- 
ume of business. These weapons 
are sales promotion events, more 


and better advertising, better sales- 
manship, more attractive stores, 
better displayed merchandise, mer- 
chandise at more attractive prices 
«nd a store with a friendly and 
welcoming atmosphere. These 
weapons, if properly used, will get 
the desired results. 

How often do we in_ business 
speak directly to our Congressman 
as individuals? How often do we 
write to our Congressmen, he in- 
quired. 

Mr. Miller concluded his report 
with a plea for cooperation with 
the association. 
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John T. Skolfield 





Gardiner, Me., hardware dealer is 
selected to head national associa- 


A native of Maine, and a resi- 
dent of the Pine Tree state for all 
but one year of his life, John T. 
Skolfield of Gardiner, Me., was 
elected president of the National 
Retail Hardware Association at its 
recent 53rd convention in Washing- 
ton, D. C. A hardware dealer since 
1925, he has also been active in 
banking, lumber, real estate and 
farming. 

With the exception of a year 
spent in Boston, where he earned 
an insurance brokerage license, his 
chief business interest has been his 
hardware store. Born in 1900 on 
his father’s 300 acre farm in 
Harpswell—site of the Skolfield 
shipyards—he received his educa- 
tion in Maine. He studied engi- 
neering at the University of Maine 
and received a Bachelor of Science 
degree. 

While in high school and college 
he was an athlete and participated 
in numerous other school sponsored 
activities. His athletic ability won 
him baseball and football letters in 
high school and he received letters 
for his managership of the univer- 
sity’s hockey team. He is a mem- 
ber of Phi Kappa Sigma frater- 
nity, served on many class commit- 
tees and was athletic editor of his 
college year book. 

His college honors included elec- 
tion as a Sophomore Owl and mem- 
bership in the Senior Skulls, the 
latter being the university’s high- 
est athletic honor. 

He became associated with Gar- 
diner Hardware Co. in 1925, then 
operated by Sidney Decker, and be- 
came the firm’s treasurer. Three 
years later he and Philip J. Talbot 
bought the business and John Skol- 
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Above—tThe Skolfields at home. Left to right, Mrs. Skolfield, 
the new NRHA president and their daughter, Caroline. John, 
Jr. was at school when this photo was taken. 


Below—Frank Auber completes a sale in the center of Mr. 
Skolfield's store. 
S md ES 


Front of the two- 
story store of the 
new president. 


field became president with Mr. 
Talbot as treasurer. 

The partners later bought the 
Vannah Co. at 227 Water St. in 
Gardiner, and moved to that ad- 
dress, at which a hardware busi- 
ness has been operated by various 
interests for well over 100 years. 
John Skolfield is president of the 
company and Mr. Talbot is trea- 
surer. Frank Auber, senior sales- 
man, and Frank Merrill, in charge 
of deliveries, have been with ths 
company since its present opera- 
tors have owned the business. Most 
other employees have also been as- 
sociated with the firm for many 
years. 

Gardiner Hardware Co. occupies 
two store buildings, with display 
and sales rooms on the first and 
second floors. The firm’s own park- 
ing lot and storage buildings are 
adjacent to this center-of-the-city 
shopping area store. 

Active in association work since 
1928, when the first of several 
modernization programs was car- 
ried on, John Skolfield was made a 
director of the New England Hard- 
ware Dealers Association in 1933 
and became its president in 1941. 
He was the first president of that 
group to serve two terms in that 
office. 

In 1943 he was elected a director 
of NRHA and became its vice 
president at the 1951 Congress in 
Detroit. He was also named, in 
1951, as a member of the NRHA 
executive and finance committees, 
as well as chairman of the By- 
Laws Committee and chairman of 
a special committee to recommend 
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to the national board a successor 
to Rivers Peterson. 

In 1926 Miss Helen R. Oakes of 
Jamaica Plain, Mass., a graduate 
of Simmons College in Boston and 
an instructor at that college until 
her marriage, became Mrs. John 
Skolfield. Their son, John T., Jr., 
born in 1927, is a USNR Lieut. 
(jg), and has sailed on all the 
oceans as a Maritime Service sec- 
ond mate. He is now a student at 
Harvard Law School. Their daugh- 
ter Carolyn is a high school junior. 

John T. Skolfield has been a 
member of many city and commu- 
nity committees and has been ac- 
tive in state affairs as a member of 
the Republican Party. He has 
served many years as_ president 
and treasurer of the Gardiner 
Water District. He is also presi- 
dent of the Skolfield Lumber Co. 
and has served as president of the 
local Board of Trade, Gardiner 
Merchants Association, Rotary 
Club and Kennebec Lakes Associa- 
tion. Currently he is a member of 
the Advisory Committee of the 
State of Maine Publicity Bureau. 


A 32nd degree Mason and mem- 
ber of Kora Temple of the Mystic 
Shrine of Lewiston, Me., he is now 
serving as lst Ceremonial Master 
on the Divan of Kora Temple. He 
is a past Sovereign Prince of Au- 
gusta Council, Princes of Jerusa- 
lem, Scottish Rite Masonry, as well 
as a 25-year member of the Blue 
Lodge and a member of all other 
bodies of both Scottish and York 
Rite Masons. His son is also a 
32nd degree Mason and a Shriner. 

Mr. and Mrs. Skolfield are both 
members of the Eastern Star and 
with the other members of their 
family active in the Highland Ave- 
nue Methodist Church. ,The Skol- 
fields spend their summers at their 
Harpswell property. Farming has 
long been a hobby of the new 
NRHA president and his purebred 
cattle have gained national recog- 
nition for Merrucoonegan Farm 
Guernseys. 

When one of the nation’s most 
modern shoe factories was opened 
in Gardiner, last October, the local 
board of trade presented John T. 
Skolfield with a plaque expressing 








New NRHA Managing Director 








On Aug. 1, a tall, serious, ener- 
getic young man from New England 
assumed the duties of managing 
director of the National Retail 
Hardware Assn. This man is Rus- 
sell R. Mueller, who succeeds Rivers 
Peterson. 

Russ Mueller is a man of great 
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A biographical sketch of Russ 


Mueller, the new managing 
director of NRHA 


energy, aggressive in persuing a 
goal, a perfectionist in planning 
and executing and one who has 
proved a sincere interest in the 
welfare of hardware dealers. 

He comes to the nationl office 
from the secretaryship of the New 
England Hardware Dealers Asso- 
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appreciation for his services to the 
community. On the same occasion 
the Hon. Frederick G. Payne, Gov- 
ernor of the State of Maine, said 
in part, “Gardiner and the State 
of Maine indeed are fortunate to 
have as a citizen one John Skol- 
field, who has put forth so much 
effort on behalf of his community 
and his State. Would that we had 
hundreds more like him that would 
lead the way toward sound, pro- 
gressive development of the oppor- 
tunities our State offers for the 
future. You deserve to be mighty 
proud and very happy in the ac- 
complishments you have brought 
about.” 

Members of the Skolfield family 
were prominent shipbuilders for 
several generations during the clip- 
per ship era of the past century. 
From the Skolfield yards were 
launched some of the finest clipper 
ships of the day and the family 
also sailed its own fleet throughout 
the world. Many heirlooms of the 





China trade period are now cher- 


ished possessions of the family. 


ciation. During his tenure as secre- 
tary of the New England group, his 
efforts resulted in a _ substantial 
growth in both membership and in- 
fluence of the group, and an expan- 
sion of dealer services including a 
full store planning service and a 
model store. It was his accomplish- 
ments as secretary of the New En- 
gland association that influenced 
the national association to seek 
him for the job of managing direc- 
tor. 

A measure of the affection and 
respect which Russ has earned with 
the New England group is the fact 
that some 400 dealers, wholesalers 
and manufacturers attended a send- 
off party in his honor in Boston on 
June 4. He and his family were 
showered with gifts, including an 
automobile and a scrap book con- 
taining the signatures of nearly 
700 New England hardwaremen. 

Russ was born in 1912 in Chi- 
cago. He attended elementary school 
in that city. His high school educa- 
tion was received in Glen Ellyn, IIl. 
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Russell R. Mueller, new managing director 


and was supplemented with studies 
at Northwestern University in 
Chicago. 

During the summer of 1933 he 
was employed by the Lumber Man- 
ufacturers’ Association in its model 
home at the Chicagn World’s Fair. 
He also attended Northwestern 
University and served as a night 
reporter for a local weekly paper. 

The next year he again worked at 
the Chicago World’s Fair in the 
model home and then joined the 
National Retail Furniture Associa- 
tion. He became a permanent mem- 
ber of the furniture association’s 
staff and attended Northwestern 
University at night. 

In 1937 he was named executive 
secretary of the Illinois Radio & 
Electrical Dealers Association, hav- 
ing been assigned to form that 
group by the National Retail Furni- 
ture Association. Under his guid- 
ance a large membership was at- 
tracted, an appliance trade-in 
manual was issued, special training 
programs were developed and an 
analysis of the cost of doing busi- 
ness in that field was made. 

He returned to the National Re- 
tail Furniture Association in 1938 
and was appointed assistant to the 
president. He contacted furniture 
stores in 44 states, selling member- 
ship and doing field work for the 
group. In 1939 he was named New 
England director of the furniture 
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association and opened its Boston 
office, in which capacity he traveled 
for the organization far beyond 
New England’s borders. He re- 
signed from the furniture group to 





assume his duties with the Ney 
England Hardware Dealers’ Aggpo. 
ciation. 

He attended his first NRHA Con. 
gress in 1941 and has been prom. 
inent in association circles eve; 
since, particularly in the develop. 
ment and expansion of the associa- 
tion irha advertising program. 

During World War II he served 
as consulting adviser for the New 
England Hardware Industry, whole- 
sale and retail, for both OPA and 
the War Production Board. More 
recently he has devoted consider- 
able time to Washington hearings 
on price control regulations. 

He served for two years on the 
executive committee of the Boston 
Trade Association Executives and 
has addressed many industry 
gatherings. Last year he served on 
the Yale University faculty in spe- 
cial summer sessions teaching trade 
association development classes. 

In 1937 Russ was married to the 
former Miss Elaine Alm, whom he 
had known in his high school days. 
Their first daughter, Wendy E,, 
arrived in 1942. A year later Lynda 
E. graced their household. Two 
sons, Robert R., born in 1946, and 
Michael R., who arrived in 1948, 
comprise the Mueller sextette. 

His chief forms of relaxation are 
(Continued on page 49) 





A scene at the Russ Mueller send-off, held June 4 in Boston by New 
England hardwaremen. To the extreme left is Mr. Mueller, holding 
daughter Wendy. Seated, left to right are: Bobby, Mike and Mrs. 
Mueller. C. B. Coburn, president of the New England Hardware 
Association is at the right. Mrs. Coburn and Linda are in back. 
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Outlook for Hardware 








DR. JULES BACKMAN 


There has been a further moder- 
ate recession in the civilian econ- 
omy since we met last July, affect- 
ing both hard goods and soft goods. 
It has not been reflected in in- 
creased unemployment because it 
has been offset by the expansion in 
armament production and new 
plant and equipment. As a result, 
total production and employment 
have been well sustained, apart 
from the recent effects of the steel 
strike. 

In the first four months of 1952, 
hardware sales averaged 3.7 pct 
lower than in 1951. This may be 
compared with a decline of 2.4 pct 
in total retail sales. 

Hardware sales have held up bet- 
ter than durable goods expendi- 
tures generally. In the first quarter 
of 1952, durable goods spending 
fell about one-fifth. This decline 
was to be expected in light of the 
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“‘. . - Continued high disposable 
income is a favorable factor in the 
outlook for hardware sales. In 
recent years hardware sales have 
accounted for about 1.3 pct of 


disposable income .. . 


99 


by Jules Backman 


Professor of Economics 
New York University 


New York City 


sharp bulge in buying early in 
1951. 

It is important to note that the 
volume of hardware sales, while 
lower than in 1951, still averaged 
about 25 pct higher than in the 
corresponding months of 1959. Be- 
cause of the recession in civilian 
goods, retail sales have been poorer 
in the textile producing areas; they 
have held up better in the steel and 
armament producing areas. 

There have been some signs that 
the recession in the civilian econ- 
omy has reached and probably 
passed its low point. Some im- 
provement is taking place in the 
sharply depressed textile industry. 
Sales of automobiles and electri- 
cal appliances have improved mod- 
erately. Some further improvement 
is probable. After a year and a 
quarter of recession we begin to 
adjust our thinking to the new lev- 


els attained and refuse to believe 
that improvement will take place. 
But it is taking place and will con- 
tinue. 

I doubt if the recovery will take 
us back to the scare buying levels 
of early 1951 in the months ahead 
—unless a new war scare develops. 

In recent months, the combina- 
tion of little change in personal in- 
comes and higher income taxes has 
caused disposable income to level 
off. The trend in recent quarters 
has been as follows :— 


Billions at Per Capita 

1951 annual rates Money Real 

Ist quarter 216.5 1411 1419 

2nd quarter 221.8 1440 1445 

3rd quarter 224.9 1454 1457 

4th quarter 227.2 1461 1445 
1952 

lst quarter 226.3 1450 1425 


After allowing for population 
changes, higher taxes, and higher 
prices, disposable per capita in- 
come is not much different from a 
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Newly Elected Officers of NRHA Confer 
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Seated are, left to right: J. D. Reynolds, advisory committee; Rivers Peterson, retiring managing director; John 
T. Skolfield, president; Carl A. Miller, retiring president; Robert H. Westbrook, vice president, and Russell R. 
Mueller, new managing director. Standing are, left to right: W. C. Judson, advisory committee; G. W. Aspinwall, 
new director; Louis L. Hill, retiring member of advisory committee; L. A. Luedtke; Melvin Kraemer; H. H. 
Meyer; Carl E. Graeff; A. B. Hill; and M. E. Ozee. Edgar W. Brasch, a director, was not present. 


year ago—$1425 as compared with 
$1419. The outlook for the last half 
of 1952 is for a minor rise in dis- 
posable income as compared with 
1951. 

Higher wages and salaries, fur- 
ther increases in government 
spending, and high level expendi- 
tures for new plant and equipment 
will contribute to the maintenance 
of consumer income at record lev- 
els. The spread as compared with 
1951, probably will be narrower in 
the second half of 1952 than in the 
first half of the year. Continued 
high disposable income is a favor- 
able factor in the outlook for hard- 
ware sales. 

In recent years, harwdare sales 
have accounted for about 1.3 pct 
of disposable income. In the first 
quarter of 1952, the ratio was 1.34 
pet or in line with the postwar 
tendencies. 


Housing Starts Increase 


During the first five months of 
1952, the total number of non-farm 
housing starts was 454,900 as com- 
pared with 457,500 in the corres- 
ponding period of 1951. In March, 
April, and May, new housing starts 
were higher than in the corres- 
ponding months in 1951. 

The relaxation of restrictions on 
credit and more liberal supplies of 
building materials will mean a 
smaller decline in new housing in 
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1952 than was forecast by govern- 
ment officials at the beginning of 
the year. The latest estimates sug- 
gest that the total number of new 
housing starts in 1952 will be 1,- 
000,000 units or more. This would 
represent a decline of only about 8 
pet from the 1,092,500 housing 
starts in 1951. However, the pro- 
jected number of new housing 
starts would be moderately lower 
than in 1949. Thus, no important 
stimulus to hardware sales seems 
probable from this source. 


Inventories Declining 


The peak of inventories in build- 
ing material and hardware stores 
on a seasonally adjusted basis, was 
reached in July, 1951. Inventories 
have declined moderately since that 
date. 

In April, 1952, they aggregated 
$2,258 million (seasonally adjust- 
ed) as compared with the peak of 
$2,436 million in July, 1951. This 
was a decline of only 7 pct. For all 
retailing the decline has been about 
12 pet; for department stores, the 
decline has been about one-sixth. 

Inventories in building material 
and hardware stores are still about 
27 pet higher than they were be- 
fore the outbreak of the Korean 
War. 

Since sales are now only moder- 
ately higher than in the early part 
of 1950, the inventory-sales ratio, 


although considerably improved, is 
still somewhat less favorable than 
before the Korean War. While 
there has been some improvement 
in the inventory situation, further 
liquidation is desirable. The steel 
strike will contribute to tlie 
achievement of this objective. 

Expenditures for new plant and 
equipment are scheduled to reach 
a new postwar high in the third 
quarter of 1952, according to the 
estimates of the U. S. Department 
of Commerce. The expansion in 
this area has provided important 
support for business activity. How 
long will this boom continue? Two 
points must be recognized: 


Rearmament Expanding 


First, the boom has reflected to 
a large extent the expanded re- 
quirements for our rearmament 
program. The major part of the 
expansion for this purpose has un- 
doubtedly been completed. The total 
increase in plant and equipment ex- 
penditures since the end of World 
War II will have exceeded the stu- 
pendous total of $130 billion by the 
end of 1952. In the absence of the 
armament program, this boom 
would long since have subsided 
since such expenditures have been 
relatively high. 

Second, the ability to finance 4 
continuation of high level spending 
for this purpose is being impaired 
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by the reduction in corporate un- 
distributed profits. From 1947 to 
1951, undistributed corporate prof- 
its averaged from $9.5 billion <o 
$13.6 billion annually. 

Since the middle of 1951, the 
total has averaged a little less than 
§8 billion annually. The decline in 
corporate profits after taxes has 
meant a reduction in the funds 
available to finance plant expan- 
sion. In light of these two factors, 
[doubt whether we can avoid some 
reduction in these programs in 
1953. 

Most of the recent developments 
suggest a continuation of pressure 
on profits. The combination of little 
change in sales volume and higher 
costs, as a result of the new round 
of wage increases inaugurated by 
the steel wage decision, and higher 
freight rates, will mean increasing 
pressure on profit margins. 

In the absence of a successful 
effort to pare costs or a successful 
campaign to increase sales or im- 
prove the proportion of higher 
margin sales, further reductions in 
profits are probable. This empha- 
sizes the importance of a cost re- 
ducing-sales expansion program. 

The major factor sustaining 
business activity has been the ex- 
panding defense program. By the 
second quarter of this year, the 
volume of military goods deliveries 


and construction had increased to 
$8 hillion. The total is scheduled tv 
reach $10.5 billion in the early part 
of 1953. On the basis of these data 
it is clear that no new important 
stimulus to the business situation 
is probable as a result of the pres- 
ent defense program. The projected 
peak total of armament spending 
has been reduced in recent months. 

The stretch-out of the armament 
program will have several impor- 
tant effects: 


Effects of Armament 


First, it will mean less diversion 
of materials to military purposes 
and hence supplies of hardware 
and appliances will be somewhat 
more plentiful. 

Second, it will mean that the 
economy will receive less stimulus 
from this source than had been 
anticipated earlier. 

Third, it will mean that govern- 
ment spending will not increase as 
much as had been forecast. This, 
in turn, will mean smaller govern- 
ment deficits and less inflationary 
pressure. This latter factor was re- 
flected in the actual deficit of $4 
billion in the fiscal year ending 
June 30, 1952—this was less than 
half the projected total. 

Fourth, it will mean a plateau of 
spending near the peak instead of 
a higher peak followed by a cut- 





PRICE CONTROL—Asked im- 
mediate suspension of price 
controls on general mer- 
chandise at retail levels 
and pledged its efforts to 
cooperate with price offi- 
cials in any recontrol that 
may become necessary be- 
cause of future changed 
conditions. 


GOVERNMENT EXPENDI- 
TURES—Urged the curb- 
ing of unnecessary federal 
bureaus, agencies and proj- 
ects and the reduction of 
government work forces to 
the minimum necessary for 
defense and essential ac- 
tivity services as well as 
the curbing of federal as- 
sistance at local levels. 


TAX EQUALITY — Expressed 
renewed determination to 
press for equalization of 
the tax load by levying 
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Resolutions Adopted by the 53rd NRHA Congress 


against the profits of co-op- 
erative corporations ac- 
cording to the same rules 
that apply to other corpo- 
rations. 


TRADE RELATIONS— 
Thanked manufacturers 
and wholesalers for sup- 
port to irha advertising 
campaign, co-operation 
with Hardware Week and 
those advocating Fair 
Trade contracts. 


VOTING — Asked hardware 
dealers to vote this coming 
November, and to seek to 
encourage their friends, 
relatives and employees to 
also vote. 


THE PETERSONS—Extended 
their thanks to Rivers and 
Mrs. Peterson for their 
long service to the associa- 
tion and wished them years 
of health and happiness. 


back. In other words, the same vol- 
ume of spending stretched out over 
a period of time will have some- 
what less disruptive impact on the 
economy than the same sum spent 
in a shorter time period. 

The abandonment of installment 
credit has been followed by a small 
increase in installment buying. The 
elimination of this control com- 
bined with the abandonment and 
easing of other controls over busi- 
ness and housing credit will be a 
plus factor in the months ahead. 

However, I believe that these de- 
velopments have been overempha- 
sized as factors contributing to 
expansion in the overall level of 
business activity. They should help 
to stimulate buying of hard goods 
by consumers but they should have 
no stimulating impact on business 
inventories. 

The steel strike has meant the 
loss of millions of tons of steel 
production. This development will 
have several repercussions upon 
the business outlook for the months 
ahead. Prior to the strike, there 
were some signs that the record 
demand for steel was being met 
fully and that some cutback in steel 
production was probable before the 
end of the year. This development 
would have had an adverse impact 
on the economy. 


Production Declined 


Now it appears likely that steel 

output will be at capacity rates at 
least into the early part of 1953. 
The strike has meant a sharp re- 
duction of steel inventories and has 
meant some cutbacks in the produc- 
tion of other products. One effect, 
therefore, has been to speed up in- 
ventory liquidation all along the 
line. ‘ 
The longer the steel strike lasts, 
the more significant will this fac- 
tor become. Thus, the steel strike 
is acting to strengthen the forces 
of recovery which were beginning 
to be in evidence even before the 
strike. An expansion in the demand 
for hard goods combined with the 
curtailment of supply could create 
some tight situations. However, 
such shortages will be temporary. 
I would not advise the payment of 
premium prices to obtain merchan- 
dise during that period. 

I doubt whether the business 
situation between now and the end 
of the year will be greatly influ- 
enced by the election. There has 
already been some evidence that 
the administration will not be re- 
luctant to give us another shot of 
inflation to keep the citizenry in a 
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happy mood for the election. Re- 
laxation of credit controls, sale of 
government bonds to the banks, 
—a very inflationary procedure— 
instead of to individuals, emphasis 
upon agricultural support prices at 
high levels, new veterans’ benefits, 
liberalization of social security, 
and political support for exces- 
sively high wage increases have 
already taken place. However, | 
doubt if a new boomlet can be 
stimulated by these measures un- 
der today’s conditions. 

One question which provides an 
interesting source of speculation is, 
What would be the economic effects 
of a Republican victory in Novem- 
ber? A change in administration 
would provide a wonderful oppor- 
tunity to eliminate excessive gov- 
ernment spending. Throughout its 
history, the Republican party has 
been characterized by financial con- 
servatism. There is a strong prob- 
ability that the Republicans will be 
more reluctant to initiate new 
spending programs and that the 
existing programs will be curtailed. 

One would have to be naive in- 
deed to expect any group of politi- 
cians to eliminate all waste in 
public spending or to eliminate en- 
tirely the subsidies paid to such 


politically powerful groups as the 
farmers. 

Nevertheless, some reductions 
would probably take place and the 
march toward a destructive infla- 
tion would be checked. But to the 
extent this development material- 
izes, the important support given 
to the present level of business will 
be weakened. Temporarily, at least, 
we might have some deflation in- 
stead of inflation. A modest setback 
in business rather than expansion. 
But this would be healthy and 
would set the stage for a longer 
period of prosperity based on con- 
fidence in the future of this coun- 
try and not upon the quicksands of 
inflation. 


Inflation Binge Must End 


We can’t remain doped up by in- 
flation forever. The sooner this in- 
flation binge is ended, the less 
painful will it be for all of us. 

What about taxes? I doubt 
whether there would be any signifi- 
cant change in tax rates by the 
time you meet again next July. 
From $10-$14 billion must be pared 
from government spending to bring 
the federal budget into balance in 
the current fiscal year. At the best, 


the Republicans could make mog 
proposed cuts effective in the figca 
year 1953-54, at the earliest. Up. 
less spending is reduced by an evey 
larger sum than indicated above 
there could be no major reductioy 
in taxes if the federal budget is tp 
be kept in balance. This ig the 
simple arithmetic of taxes. The 
sooner we recognize it, the lesg dis- 
appointed we will be. 


The Outlook 


1. There will be some pickup in 
business activity generally in the 
months ahead. Political actions and 
activity should be only a minor in- 
fluence. 

2. No change in retail hardware 
sales in the third quarter. 

38. A moderate increase in retaij 
hardware sales during the fourth 
quarter of 1952 as compared with 
current levels. Sales in textile and 
other soft goods producing areas 
should improve. 

4. A relatively stable price level. 

5. Further reductions in inven- 
tories and some temporary short- 
ages as a result of the steel strike 

6. Higher wages and a further 
squeeze on profits—unless a vigor- 
ous program to cut costs can be 
made effective. 


irha Advertising Campaign 





by Russell R. Mueller 
Executive Secretary 

New England Hardware 
Dealers Association 


Citing the rapid decline in the 
margin on goods sold by the hard- 
ware dealer as a big reason for 
advertising, Russell R. Mueller, who 
became managing director of 
NRHA, two weeks after the Con- 
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gress, outlined the purpose of the 
irha advertising campaign. 

If the earnings on sales in 1952 
continue to drop, then advertising 
is one of the expense items over 
which you have absolute control 


NRHA Congress Report 





and which you will probably cut to 
take care of increased wages. 
These are, he said, times in which 
you must seriously consider before 
you cut any items from your ad- 
vertising expense. 

“Let me quote,” he said, “from 
one of Ray Souder’s Texas bulle- 
tins. 

“Just since 1940, only 12 years 
ago, 1314 million customers died. 
30 million customers have been 
born. 17 million customers married. 
One-third of all present families 
have been formed. Two-thirds of 
the 150 million people do not re- 
member World War I. 

“Half of the people do not re 
member a Republican administra- 
tion. Your customer’s tax bill is 
three times larger. Very desirable 
new products compete for your 
customer’s dollar.” 

He told of the irha advertising 
between Sept., 1949 and Aug., 1951 
with campaign funds of $402,945, 
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contributed by hardware dealers, 
state and regional associations, 
wholesalers and NRHA for ads in 
consumer and farm publications. 

Mr. Mueller said that the 1952 
advertising campaign fund totals 
$145,000. He also told of mats of- 
fered to tie-in with the campaign 
for dealer use and reviewed the 
tie-ins provided by two national 
consumer publications. 

The 1952 campaign, he said, can 
reach 303 million readers in a total 
of 24 ad insertions using six farm 
and consumer publications. There 
will also be offered, for use at the 
local level, 12 ads in two sizes, each 
encompassing art work being used 
in the irha campaign. Of the two 
series already issued, 7748 mats 
have been requested for local level 
advertising, he reported. 

“Why a National Advertising 
Campaign?” asked Mr. Mueller. 
“We have a National Advertising 
Campaign because you earn your 
living in the hardware business 
and expect to in the future.” 

In contrast with 1.1 pct of gross 
sales spent in advertising by hard- 
ware dealers, two national mail or- 
der chains will spend a total of $58 
million this year to reach changing 
customers and changing times, Mr. 
Mueller pointed out. 

That dealers operating hardware 
stores in larger cities are accus- 
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‘|. » We have a National Adver- 
tising Campaign because you earn 
your living in the hardware busi- 
ness and expect to in the future...” 


tomed to hearing about the “I can 
get it for you wholesale” story was 
his contention. 

Further, he said, ‘““Many custom- 
ers seem to think that it is fashion- 
able to talk over their requirements 
with the company purchasing agent 
when it is time to buy an appliance, 
a power lawn mower or any other 
large unit item. Discount cards are 
prevalent and discount by mail is 
now being stimulated. 

“We have a changing population, 
syndicate store competition, the 
wholesale racket and other retailers 
handling similar lines of merchan- 
dise. Joining all these are the rack 
jobbers. 


Offers Guaranteed Sales 


“Mr. Rack Jobber says, ‘Mr. 
Super Market, you are operating 
on a very close margin of profit on 
your food lines, but you have tre- 
mendous traffic flow in your stores. 
You can improve your overall mar- 
gin picture and your customers 
should have the opportunity to pick 
up egg beaters, aluminum sauce 
pans, waxes and polishes. Mr. 
Super Market, we will let you ex- 
periment in this business without 
any investment. You will have no 
real investment. 

“‘We will guarantee the sale of 
what we put in your store or we 


C. J. Christopher, 
right, receives the 
Backman golf trophy 
from J. D. Reynolds. 


will take it back. The only thing I 
ask of you, Mr. Super Market, is 
that you have enough traffic flow to 
assure me of $200 sales in your 
housewares department each week.’ 

“Are we in the hardware busi- 
ness going to sit back and expect 
that the Super Market,” Mr. 
Mueller asked, “if successful with 
the rack jobber will be satisfied 
with only the housewares business 
or that he will even be satisfied 
with the rack jobber?” 

Dun & Bradstreet say that the 
retail hardware business is one of 
the most stable retail businesses in 
the United States, he pointed out. 
We should be considering how our 
campaign can be competitive with 
others. 

“T believe that brand name man- 
ufacturers would welcome the op- 
portunity to tie in and help promo- 
tion of their brand name merchan- 
dise in your store .. . through a 
centralized industry wide effort,” 
said Mr. Mueller. A sale is only 
made, “when the retailer sells to 
the ultimate consumer and _ user. 
Can we not assume that manufac- 
turers and wholesalers should be 
and will be as much interested in 
the sale of their products in our 
stores as dealers are?” 

Pointing out that the old irha 
decal was difficult for the consumer 
to understand, he showed a new de- 
sign which was later approved at 
the Congress. It retains the irha 
initials and brings into prominence 
the wording “independent,” and 
“home-owned,” for quick recogni- 
tion. 

An oval around the main portion 
of the decal reads, “a nation-wide 
Association of retailers pledged to 
service, quality and value,” he em- 
phasized. 





(Continued from Page 44) 
driving his car, dancing, doing re- 
pair and fix-it jobs in his home and 
tending lawn and garden. Russ’ 
activities in both basketball and 
track during his school days were 
outstanding, for which he received 
letters and was recipient of an 
athletic scholarship. 

To his church—Plymouth Con- 
gregational, in Belmont, Mass., he 
has given considerable time as a 
trustee, chairman of the board of 
trustees and as an accomplished 
fund raiser. With his assistance a 
fund intended to be used to start 
a new church building was so over- 
subcribed that the building was 
completed and the mortgage quickly 
paid off. 
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Capsule for Successful Selling 





by Carl V. Haecker 


Manager, Display Division, 
RCA Victor Div., 


Camden, N. J. 


“+ The point of sale is the only 
place in the entire job of distribu- 
tion where the merchandise, the 
customer and the money are 
together at the same time .. .” 


There is a story making the 
rounds: “If you have a common 
cold it might be a good idea to get 
pneumonia because science has 
found a cure for pneumonia but not 
for the common cold.” 

It is quite obvious that “business 
as usual” (as we formerly knew it) 
is not necessarily plagued with any 
specific malady, but that industry 
in general is troubled with a quite 
common condition which we call, 
for lack of a better word, confusion 
(business common cold.) 

Luckily, this is a condition that 
can be cured. From observation, 
and from general reports, most pro- 
ducers and distributors have found 
the remedy (at least for temporary 
relief), but there are still some fac- 
tors that need careful attention. 

For years (at the dealer level) 
complaints have been directed 
toward the producer for having a 
formula that is too slow or that 
doesn’t cure the complaint at all. 
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For these same years (at the 
manufacturer level) complaints 
have been directed toward the dis- 
tributor and/or the dealer for not 
following the prescribed formula. 
Both levels may be partially right. 
Both may have a legitimate com- 
plaint. Certainly both want to get 
relief and results. 

There is nothing really new that 
the general business practitioner 
or the specialist doesn’t know, but 
sometimes he is apt to forget or 
overlook the real cause by careless 
direction. 


How It Works 


The prescription is quite simple. 
It is easily put together and easily 
digested. As we think of it for a 
patient, we may also apply it to 
business. Here is the way it works. 

There are two basic principles 
of distribution: 

1. Bringing the merchandise to 
the customer. 
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2. Bringing the customer to the 
merchandise. 

The First Principle has to do 
with planting, sowing, cultivating, 
reaping, milling, mining, manufac- 
turing, fabricating, assembling, 
packing, warehousing, shipping, de- 
livering, research, planning and 
selling to the distributor and to the 
dealer. 

In effect, this is the basic prin- 
ciple of placing the finished mer- 
chandise on the distributor’s or 
store owner‘s floor and_ shelves. 
Called production it is the patient. 

The Second Principle has to do 
with Sales Promotion — national 
and local advertising, radio, tele- 
vision, outdoor, car and bus cards, 
and direct mail advertising, win- 
dow display, item display, point-of- 
sale presentation, and any and all 
forms and kinds of advertising, 
display and sales promotion media. 

In effect, this is the basic prin- 
ciple of moving the merchandise 
into the consumer’s hands where it 
will be eaten, drunk, worn out, 
made obsolete, destroyed, thrown 
away, wasted or used up. It is the 
principle of moving the merchan- 
dise off the distributor’s or deal- 
er’s floor and shelves and is called 
distribution. It is the doctor. ] 

Assuming that the first principle 
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has been and is completely and effi- 
dently handled and that that part 
of distribution is a proven success- 
ful, economic factor, we will dis- 
uss the second principle. 

People buy when they have been 
intelligently informed. 

They buy when they have been 
intelligently informed. They buy 
aly after they have been told hon- 
atly about the item, the line, the 
ysortment, the quality, the price, 
how they will benefit and when 
they have been convinced that any 
yarticular product is the best value 
for the price asked. 

Sales promotion is emphasis. It 
is emphasis on an idea, a color, a 
fashion, something new, an assort- 
ment, a price—making an ordinary 
idea something extraordinary. 

There are only four ingredients, 
plus one, to bring the customer to 
the merchandise for successful 
product selling. These four in- 
gredients, plus one, are all part and 
parcel of successful product selling. 
They are: 






The Four Ingredients 


1. Aggressive sales planning (a 
merchandising program). 

2. Aggressive advertising (to 
bring people to the store). 

3. Aggressive window display 
(to bring people into the store). 

4, Aggressive point-of-sale dis- 
play (to make immediate sales). 
Any combination of any less than 
all four ingredients, plus one, is in- 
sufficient and will prove to be a di- 
luted, unsuccessful cure. 

Ingredient 1—There are seven 
points to aggressive sales planning 
to serve the customer. These are 
the cure for mental indigestion: 
The advance planning calendar 
(six months in advance). 

The merchandise preparation (90 
days before the event). 

The follow-up reminder (60 days 
in advance). 

Tools to work with (30 days in 
advance). 

Materials to use (20 days in ad- 
vance) . 

Sales stimulators (10 days in ad- 
vance) . 

Up-to-the-minute news (daily). 
These seven points are not 
enough. They are but one of the 
four ingredients. 

Ingredient 2—Aggressive adver- 
tising — comprises 18 points to 
bring people to the product. This 
ls the ingredient for peace of 
mind: Analyze the market; know 
the product; appeal—value; ex- 
Planation—information; pictures— 
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prices; radio—national—local ; tele- 
vision—story atmosphere; tie-up 
with display; inform salespeople; 
be consistent; no exaggerations; 
be sincere and honest; public rela- 
tions. 

Ingredient 2 helps to bring peace 
of mind, but it is still incomplete 
and is not enough. It is only an- 
other of the four ingredients. 


Cures Lethargy 


Ingredient 3 — Aggressive win- 
dow display — comprises 12 points 
to bring people into the store. This 
is the ingredient for inspiring 
initiative. 

A. Attract attention. Make the 
customer look. This includes sea- 
sonableness, light, color and tech- 
nique. 

B. Arouse desire. Make the cus- 
tomer say, “yes.” This includes 
grouping, arrangement, originality 
and cleanliness. 

C. Stimulate action. 
eustomer buy. 

This includes timing, informa- 
tion, price and character. It is the 
cure for lethargy—the ingredient 
that provides a new design for liv- 
ing. It still is not enough for the 
planned prescription. 

Ingredient 4—Aggressive inter- 
ior display — comprises 10 points 
to help you make immediate sales. 
This is the ingredient for stimu- 
lating mental alertness: Store ar- 
rangement; decoration — posters; 
card copy; merchandise classifica- 
tion; arrangement — presentation ; 
information; showcase and wall 
displays; flexibility; lighting; 
stockkeeping and cleanliness. 

The point of sale (the last three 
feet) is the only place in the en- 
tire job of distribution where the 
merchandise, the customer and the 
money are together at the same 
time. 


Make the 


Need Something More 


It is these last three feet where 
sales are finally made. It is these 
last three feet that really count. 

These, then, are the Four In- 
gredients in the Capsule of Success- 
ful Product Selling. It takes all 
four. Not one, not two, not three, 
but all four. 

But all of this is not quite 
enough. The diagnosis is good, the 
prescription is all right. We need 
something more to keep alive, to 
overcome complacency and to keep 
going. 

Plus 1 Ingredient — This is to 
successfully effect the cure. It is 


the difference between inertia and 
the will to do. Some of the points 
of this ingredient are: Put on a 
show; balloons for the kids; Santa 
Claus; rabbits for Easter; gift 
certificates; Cinderella shoe con- 
tests; telephone someone every 
day; congratulation cards; person- 
alized cards; lay-away and time 
payments; item of the month; door 
prizes; a hundred and one other 
ideas. 

All of the other four ingredients 
are tangible, but the sure cure is 
effected only if we have the will to 
keep alive — the determination to 
win — the firm belief that by co- 
operating with the distributor and 
the manufacturer, we will solve the 
problem, and most of all that we, 
as members of NRHA, get univer- 
sal recognition and will benefit 
mutually. 


Analyze Your Problems 


Which retail hardware dealer 
will be the recognized specialist? 

Will it be you or your competi- 
tor? My guess is that it will be 
the dealer who does the job of 
keeping the selling story diagnosed 
—fluid—moving—changing—alive. 

Never allow your plans to be- 
come static. 

It will be the dealer with the 
new analysis of his specific prob- 
lem — the new prescription — the 
new cure. He will be the one who 
gets the extra sales. 

Success is the difference between 
an old fashioned “Grandpa did it 
that way (coal oil and sugar— 
vinegar and horehound) formula, 
and the new, modern preventatives 
and cures. 

It is the difference between me- 
diocrity or guess work and leader- 
ship or know-how. It is the differ- 
ence between just ordinary selling 
and successful product selling. 

To summarize the capsule—Four 
Ingredients Plus 1—there are 12 
points. These are: 

. Analyze the market. 

Know your products. 

Plan the approach. 

Advertise aggressively. 
Study radio and television im- 
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a 
P Display merchandise sensibly. 
. Inform the salespeople. 

8. Watch the trends. 

9. Be competitive. 

10. Stay fluid. 

11. Put on a show. 


a2 0° 


12. Demonstrate — illustrate — 
show — tell. 
And sell, sell, sell. Selling is 
everybody’s business. 
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Government Integrity 





by A. S. Herlong 
United States Representatve 


Leesburg, Fla. 


“*’.- Beyond its impact in political 


life, corruption in government 
indeed extends in its ultimate 
effect into almost all phases of 


our lives...’’ 


I know that you must find your- 
selves here with mixed feelings 
and perhaps some misgivings. 
Here you are in one of the most 
beautiful cities in the world. Yet 
the things that you have heard 
about Washington, what goes on 
in the inside, are not very pretty. 
You have heard and read about 
freezers, about mink coats, about 
selling jobs, peddling of influence, 
and so many things like that I am 
sure you must be wondering just 
what has been going on here. Pos- 
sibly many of you have asked 
yourselves: Is this really going on, 
or is this just a prelude to another 
national election? 

I do not suggest that the Gov- 
ernment looks any worse from the 
inside than it does from where 
you see it, but I do suggest that 
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one of the greatest domestic prob- 
lems facing ls today is the deteri- 
oration of private and public mor- 
ality. Is it substantially true, as 
George Washington claimed in his 
farewell address, that virtue or 
morality is a necessary spring of 
popular government? 


Morality Is Necessary 


Does it matter to you and to 
me when government by influence 
peddlers replaces government by 
the people? Does it matter to 
you and to me when dollars rather 
than free votes control elections 
in a democracy? Beyond its im- 
pact in its sphere of political life, 
corruption in government indeed 
extends in its ultimate effect into 
almost all phases of our lives. 







































REP. A. S. HERLONG 


You have heard the old expres- 
sion that honesty is praised but 
that it starves. If through the 
multiplication of five percenters 
and other influence peddlers the 
honest business man cannot se- 
cure fair treatment from his gov- 
ernment, then survival may well 
force the general abdication of 
honesty. And dishonesty, while 
verbally denounced on all sides, 
may become the rule of success 
rather than the exception. 

We may be dangerously close to 
such a moral state because what 
can you expect of an honest busi- 
ness man when he sees other busi- 
ness men apparently dealing im- 
properly with the government and 
apparently getting away with it? 

Gradually this moral decay 
which may attack the top of the 
social structure first, the State, 
ultimately creeps down and affects 
all of society. This creeping decay 
of morality works both directly 
and indirectly. 


We Americans nature 


are by 


HARDWARE AGE, AUGUST 7, 1952 





yero worsh 
come Y' our 
an imagine 





ow do | 
sters not to 
jjstening t¢ 
paper and r 
ing army 
iment unto — 
How does 

yacher con 
json in ci 
ome to cla 
ing food fr 
ad giving 
pficials ? 

As a first 
noral founc 
eidences 0: 
be found on 
just take th 
recognition 
know to the 
cism that ni 
sures Of cor 
have heard 
year. 

Where do 
ture? The 
vidual citize 
block in re; 
rity. As in 
fore, We m 
formed on ] 
be willing 1 
wt for wha 





























Wi 


Yes, we r 
telligently. 
must take | 
tens in poli 
say that y 
nixed up ir 
ties is dirty 
up, it might 
ness, that yc 
public, 

If politics 
good people | 
of me have | 
your inactiv 
indifference. 
ing part in» 
in your busi 
that unless 1 
ment and u 
government, 
all your bu 
soon be a th 

How are | 
taxes when 
has happen 
enue Burea 
of the King 

Perhaps t 
ample of it 





HARDWARE 











ress orshipers, but if b be- 
Report hero W p u ums be 





old expres- 
raised but 
rough the 
percenters 
ddlers the 
cannot se- 
m. his gov- 
may well 
ication of 
sty, while 
all sides, 
of success 
on. 
ly close to 
ause what 
nest busi- 
ther busi- 
2aling im- 
ament and 
with it? 
‘al decay 
op of the 
the State, 
nd affects 
ing decay 
1 directly 


yy nature 


T 7, 1952 


«me your national heroes, you 
an imagine just what might hap- 





tow do you encourage young- 
sers not to steal when right after 
jstening to you they pick up a 
paper and read about a high rank- 
ig army Officer taking govern- 
ment unto his own self and use? 
How does a high school civics 
acher convincingly put over her 
json in civics when the children 
wme to class with ideas concern- 
ing food freezers and mink coats 
ud giving bribes to government 
ficials ? 

As a first step in shoring up our 

moral foundations, let us recognize 
widences of integrity that are to 
he found on every hand if we will 
just take the time to look. Such a 
reognition is the best antidote I 
know to the despondency and cyni- 
cism that naturally followed disclo- 
sures of corruption of the type we 
have heard since the first of the 
year. 
Where do you get into the pic- 
tue? The integrity of the indi- 
vidual citizen is the basic building 
block in restoring national integ- 
tity. As individual citizens, there- 
fore, we must keep ourselves in- 
formed on public issues. We must 
te willing to stand up and speak 
ut for what we believe. 














We Must Vote 


Yes, we must vote, and vote in- 
elligently. More than that, we 
must take part as individual citi- 
wns in politics. You immediately 
aay that you don’t want to get 
nixed up in politics, because poli- 
ties is dirty, and if you get mixed 
up, it might hurt you in your busi- 
tess, that you have to deal with the 
public, 

If politics is dirty, it is because 
good people like you sitting in front 
of me have let it get dirty through 
your inactiveness and through your 
indifference. If you think that tak- 
ig part in politics would hurt you 
i your business, may I remind you 
that unless we have a clean govern- 
ment and unless we have a sound 
government, that your business and 
all your businesses we know will 
soon be a thing of the past. 

How are you encouraged to pay 
taxes when you read about what 
has happened in the Internal Rev- 
‘nue Bureau and the disclosures 
of the King subcommittee? 

Perhaps the most damaging ex- 
ample of improper conduct that 
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has come out of Washington in 
the past year and a half, to my 
mind, has been the long toleration 
by some of our highest officials 
of the wrongful acts of their sub- 
ordinates. Sometimes I think back 
to the Bible and wonder if there 
is not a great deal of present-day 
truth in Proverbs 29:2 which says: 
“When the righteous are in au- 
thority, the people rejoice: but 
when the wicked beareth rule, the 
people mourn.” 

From childhood we are taught 
the game of follow the leader, but 
if some of our leaders turn out to 
be black sheep, then whole seg- 
ments of our.society are often led 
astray. Gradually we find our tra- 
ditional standards succumbing to 
new philosophies. Thou shalt not 
steal is replaced by some such pre- 
cept as “Good is when I steal an- 
other’s wife and cattle and bad is 
when they steal mine.” 


Need Strong People 


The purpose of this government 
is to make our people strong and 
independent and not to cater to 
weaknesses or to try to encourage 
dependency. 

I do not want to leave you with 
the impression that everything in 
Washington is bad because I have 
painted a pretty bleak picture. I 
would like for a few minutes to 
talk about some of the good things 
that have happened here. 

I think our people want to have 
confidence in their Federal Gov- 
ernment. I think they are crying 
for something to restore their 
faith in national integrity and that 
something must be at least in 
part a rediscovery of the honest 
and upstanding American who 
would spit in the eye of a briber 
and who knows the meaning of a 
full day’s work. 


Courageous Action 


Within the past year or two we 
have seen a number of examples 
of courageous action on the part 
of Government employees, high 
and low. For a true picture of our 
Federal Government these must 
be taken into consideration along 
with the freezers, the mink coat- 
ers and the rest. 

The chances are you haven’t 
heard of Mrs. Helen Matheison, 
an employee of the Department of 
Commerce. When someone at- 
tempted to bribe her she got the 
goods on a New York exporter who 
was trying to obtain an export 


license from the Office of Interna- 
tional Trade and had him prose- 
cuted. She was given an award on 
July 3 last year by the Secretary 
of Commerce. She typified what is 
true of most of the people who 
are employed in the Federal Gov- 
ernment. 

Just how serious is this apathy 
on the part of our people? Former 
Governor Bradford of Massachu- 
setts in an article some time back 
said that when you talk to the aver- 
age citizen about citizenship or lack 
of citizenship he will probably look 
up from his television set and say, 
“Who, me?” 

Then he goes on to say that all 
of our trouble can be blamed more 
on the so-called good citizen who 
does not care than on the criminal 
who takes advantage of his apathy. 
The real villain he says is not the 
sleazy politician or the racketeer 
or even the cheap politician who 
has ridden into office. It is the John 
and James Citizen who have toler- 
ated all this and still tolerate it. 

He goes on to say that without 
long continued civic slothfulness 
there can be no successful alliance 
between crime and politics. 

Don’t ask for things that you 
wouldn’t want other people to ask 
for. When you do seek proper fa- 
vors, seek them in a legitimate way. 
Remember, almost any case of cor- 
ruption that has been disclosed 
since this whole thing started has 
involved a private citizen as well as 
a government official. 


Our Washington Job 


Our job in Washington today is 
two-fold. We must make ourselves 
militarily invincible and at the 
same time we must make sure that 
we remain economically stable. To- 
day the conscientious legislator 
must say no to any plan or project 
which does not contribute to that 
double-edged objective. It is as- 
tounding to me the things that 
people ask of the Government, the 
things people expect of the Govern- 
ment and the way that they think it 
operates. 

Some time back I was talking to 
a PTA group in a small town in my 
district. I was discussing Federal 
aid to education. I was talking 
against it, if you please. When I 
finished this talk one lady came up 
to me and said, “You know, when I 
came to this meeting I was for Fed- 
eral aid to education, but I never 
thought that when the school got 

(Continued on page 60) 
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3 Paths to Perdition 





by Karl E. Mundt 


U. S. Senator 
Madison, S. D. 


*. .» The Bill of Rights of our 
Constitution, the 10th amendment, 


says so clearly and so correctly 
that we politicians in the federal 
government should exercise only 
those powers . . . specifically 
delegated to us by you...” 


It takes a whale of a lot of work 
and energy to conduct an indepen- 
dent business successfully in an 
environment like this in a com- 
petitive world. That is, where you 
are more or less surrounded and 
attacked by aggressive enterprises 
of all kinds that you have heard 
described so graphically, effectively 
and truthfully by your new man- 
aging director. 

It takes a lot of energy, effort 
and cooperation to _ successfully 
maintain your enterprise in the 
global environment such as the one 
in which you operate, in a world 
in which none of us know whether 
or not we are going to be at war. 

None of us know whether or not 
we are going to be able to win this 
great global contest between a way 
of life that says that every one of 
you should be a bureaucrat work- 
ing for the Government as against 


54 


the way of life which believes you 
should be a free and independent 
retail hardware man. 

I want to think out loud witk 
you about the environment in 
in which we operate, about the 
country and the system of life 
which it provides and the opportu- 
nities which it makes available, 
because I am a great believer in 
the U.S.A. 


Our Bill of Rights 


I am thinking about things like 
private enterprise, individual own- 
ership, individual initiative, the 
right of free choice. I am thinking 
about things like home ownership, 
which is closely associated and con- 
nected with the concepts of home 
rule. That crowning arch of the 
Bill of Rights of our Constitution, 
the 10th Amendment, says so clear- 


NRHA Congress Report 








Senator Mundt and O. R. Baily, 
secretary of the South Dakota 
Retail Hardware Assn. 


ly and so correctly that we politi- 
cians in the federal government 
should exercise only those powers 
and prerogatives specifically dele- 
gated to us by you, the people, or 
by the states in which you live. 
That 10th Amendment is pretty 
closely connected to the whole con- 
cept of home ownership. 

I think there is good reason why 
this great free republic of ours for 
three centuries has been moving 
steadily, slowly, consistently toward 
higher plateaus of freedom, be- 
cause it was the desire to be free 
that brought white men to our con- 
tinent in the first instance. 

It was the desire to find a new 
definition for opportunity, a new 
meaning for the words security, 
freedom and independence that 
brought people from all the conti- 
nents across all the seas to populate 
America. The most important ex 
port America had for 800 years 
was an ideology and the most im 
portant import was people desit- 
ing to be free. 

We became the leader of a world 
concept of freedom. We exported 
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a pattern of government and a way 
of life economically, socially, and 
politically which people tried to 
make their own. It seems to me 
that some time along about the 
1930’s some things changed in 
America. Some time along about 
then, we began writing a new con- 
cept of freedom. It is that freedom 
in America should be only freedon. 
from want or freedom from op- 
pression or freedom from some- 
thing, instead of freedom to do 
and freedom to achieve. 

It seems to me we have been 
busy in the last 20 years replacing 
the great concept that the pioneers 
and the colonials had about an 
American system of security. It 
was the type of security that meant 
the right to raise your own family 
and educate it, buy an insurance 
policy, establish a bank account and 
own a home or a business. Under 
it you got ready for a rainy day 
in old age. Today’s concept of 
security seems to be that that man 
is most secure who can lean upon 
his government with the greatest 
variety and number of possible 
vicissitudes. a 


Changing a Concept 


It seems to me we are changing 
also the American concept of op- 
portunity from the idea that man 
should have the right to operate 
his own enterprise, to make his 
own mistakes, to receive his own 
rewards or to be punished because 
of his own blunders. We are com- 
ing to an era of opportunity which 
says in certain great fields of en- 
terprise that only the politicians in 
Washington should have the op- 
portunity to operate, to function, 
to direct or to control. 

In the last 20 years for the first 

time in history America has be- 
come an importer rather than an 
exporter of ideologies. 
To me the most alarming thing 
is the fact that our country is well 
on the road to becoming the dump- 
ing ground for every crackpot for- 
eign ideology that has failed in 
some other area. 

I would not be so disturbed if we 
were about to import some op- 
timum success formula that has 
succeeded somewhere else. You can- 
not analyze the importations of 
ideologies we are making. Whether 
it is the importation of commu- 
nism, fascism or naziism, or na- 
tional socialism any historian in the 
land can point his finger unerr- 
ingly at the spot, place and time 
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where that particular ideology has 
brought heartache, distress, bank- 
ruptcy and usually dictatorship to 
the people. 

It disturbs me to find ourselves 
importing schemes that have failed 
wherever they have been tried. It 
disturbs me to find so many fair- 
weather friends of freedom, so 
many good Americans with faith 
in just a little freedom who will- 
ingly accept great big portions of 
the totalitarian scheme, even in a 
period as close to normal as this is. 


Making an Acid Test 


The best test of a way of life is 
its capacity to function in adver- 
sity. The acid test of a way of life, 
be it economic or social or political, 
is, “How does that way of life func- 
tion when the storm warnings are 
out, when the weather is bad?” 

That way of life must eventually 
be proved best which can best meet 
adversity, and so I think we should 
try to use our optimum methods 
every chance we get. 

I am a little bit discouraged to 
find so many people who are appar- 
ently willing to say what we have 
to do in America is to accept con- 
siderable political control, direction 
and regulation in order to push 
free men around, in order to save 
our way of life in which men can 
be free. 

I doubt whether we are ever 
going to whip collectivism by adopt- 
ing little bits of it to use as tools, 
as a device for defeating the big 
collectivism. I doubt if we are ever 
going to stop the trend toward 
political dictatorship by adopting 
great big portions of the formula 
of political dictatorship as our 
weapon for defeating the eventual 
goal. 

I doubt whether we are ever 
going to defeat national socialism 
by moving steadily and slowly and 
constantly in the direction of na- 
tional socialism in our country. 


Defend Our Way 


It seems to me that if a way of 
life is good enough to justify war 
to save it, to justify the expendi- 
ture of well over half on an $80 
billion budget, to help other coun- 
tries defend themselves against ag- 
gression, against collectivism, if a 
way of life is good enough to make 
it the main job of all of us to pre- 
pare and to get ready to protect it, 
it must surely be good enough to 


try some time in a period of minor 
emergencies. 

I was one of 18 members of the 
United States Senate who said, 
when we had the latest form of 
OPS before us, “Let us give free- 
dom a try to see whether it will 
work before we start with the idea 
that only politicians are smart 
enough to tell a hardware man how 
much to charge for a hammer, saw 
or a pound of nails.” 

I do not know how we are ever 
going to tell whether a free way of 
life is going to work, unless we are 
willing to give it a try. If we are 
not willing to give it a try, why 
are we spending all these $60 
billion? 

If we are going to accept the con- 
cepts that only politicians are smart 
enough to run the businesses and 
the professions of America, believe 
me, we can take care of you and 
push you around without spending 
$60 billion in the process. 

I preach an old-fashioned doc- 
trine of freedom, but I want to call 
attention to these things I have 
called Three Paths to Perdition. 
Unless we begin standing firm for 
freedom, it is just as easy to lose 
it and to have your authority shift- 
ed to fellows like me in jobs like 
mine by attrition and by negligence, 
as it is by some kind of revolution- 
ary device. 


Misguided Theorists 


Let me point out some groups in 

America which are trying to carry 
us steadily if by slow degrees 
toward the concept that we politi- 
cians down in Washington should 
push all of you around all of the 
time. : 
The first group I call fuzzy 
minded theorists. They are good, 
decent Americans and call them- 
selves liberals, but they misuse the 
term. When we refer to them as 
liberals, we had better use the term 
in quotation marks because it is 
not the kind of liberaity in govern- 
ment that historians and writers on 
statescraft and essayists know to 
be that thing which is liberal. 
Liberalism in government in the 
final instance is that kind of thing 
of which Thomas Jefferson and 
Woodrow Wilson preached. It is 
the doctrine that that government 
is best which governs least. 

These fuzzy minded theorists 
preach that that government is 
best which governs most. Their 
answer to any problem is to give 

(Continued on page 64) 
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Use Mass Displays for Impulse Items}/ 






That mass open displays of im- A good promotional idea is the 
pulse merchandise will greatly in- use of different colored stock for 
crease sales and turnover has long the cards in the feature bins. This 
been known by aggressive hard- will help attract the attention of 
ware dealers. They know that this 
is especially true of electrical sup- 
plies. 

In this issue, our display con- 
sultant shows how to get more sell- 
ing space atop old fixtures for fea- 
turing impulse merchandise to in- 
terest both the home mechanic and 
the housewife. 

Visualize the unit with all bins 
loaded with electrical supplies. 
With two feature bins facing a 
main traffic aisle you will greatly 
increase sales of all of these items. 

The two feature bins should be 
set up with 6 in. metal corners, 6 
in. bin glass and with chrome fin- 
ished 7 by 11 in. metal card hold- 


ears. 
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ANOTHER SPECIAL FEATURE 
BUILT INTO 


NATIONAL LOCK 422 


Patent Applied 


IN 





























FULL 7 Solid brass bolt “throws” a full 7/16” every time. Always a 
positive strike plate engagement. Bolt has dead latch feature 
that keeps latch engaged with strike plate... prevents un- 

Zz authorized entry with knife or screwdriver. Extra security! 
= 


Engineered relationship between knob and locking mechanism 
reduces degree of “travel” — only 29° movement required. 


oo 


This important feature adds extra years to lockset life. It is 
another example of the plus value built into National Lockset. 
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SHORT TRAVEL RATIO 


AMERICA’S OUTSTANDING LOCKSET VALUE 


ONL? 
THROUGH 
JOBBERS 


It's the “difference” that makes NATIONAL LOCKset top 
money-value ...an abundance of extra, exclusive features 
that add up to time saving installation and home owner 
enthusiasm. It's the ‘difference’ that will sell you once you've 
heard the inside story. Write today for illustrated catalog. 
It contains full color reproductions and complete details. 


DISTINCTIVE HARDWARE...ALL FROM | SOURCE 


NATIONAL LOCK COMPANY 


ROCKFORD, ILLINOIS e MERCHANT SALES DIVISION 
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customers to the special items dis- 
played in them. If you use white 
price cards with black lettering, 
elsewhere in the store, use of a 
yellow card with red and black let- 
tering could help as an eye catcher. 

As indicated in the drawings 4 
in. bin glass should be used for the 
shelf and table top bins. 

Note how the base of the unit 
may be equipped with sliding doors 
or drawers as shown in Fig. 1. 

For the display of rubber, rayon 
and plastic lamp cord, usually sold 
from 250 ft. rolls, a special pipe 
rack, as seen in detail drawing 1A 
is suggested. Chrome shower pipe 
may be used to support the reels, 
with dimensions suggested in Fig. 
1A. Rolls of cord will revolve as 
needed. Any required length of 
cord can be measured with a con- 
veniently located yard stick and cut 
off for the customer. 

Note how a small plywood plat- 
form is bolted to the pipes to hold 
a sign used to identify the electri- 
cal supplies department. 

Fig. 2 shows metal upright com- 
plete with heavy duty metal brack- 
ets to hold the two 14 in. wide 2/3 
in. plywood shelving. 

If this table unit is 5 by 10 ft. 
it can be used to provide 50 sq. ft. 
of table top for selling. This space 
can be increased by adding two 14 
in. by 10 ft. shelves for an addi- 
tional space of approximately 23 
sq. ft. 

In Fig. 3 is shown how any low 
base unit can be shimmed up to the 
required 30 in. height, with the 
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AVY SUITABLE LENGTH TABLE— 


SHIM UP QIN HAND TABLE 72 30° 








step unit shown by the broken 
lines. 

An alternate method, to that 
shown in Fig. 2, is suggested in 
Fig. 4 with table equipped with ad- 
justable plywood shelving. Use %4 
in. plywood for the center panel 
and attach lengths of metal key 
hole strip to hold the brackets. 

The small detail drawing at the 
bottom of Fig. 4 shows how the 
chrome pipe unit for holding rolls 
of cord may be attached to the top 
of the center panel. 

Among the items which can be 








effectively displayed in this mass 
display of impulse items are: plug 
caps, outlets, plastic or rubber 
rayon lamp wire, double and single 
sockets, cube taps, screw base out- 
lets, friction tape, rubber tape, 
plastic tape, toggle switches and 
three-way switches. Other items 
are flashlight batteries, lamp 
guards, fuses, testers, night lights, 
light dimmers, covers, one, two and 
three gang plates, switch plate 
shields, chime transformers, bell 
buttons, pull chain extensions and 
insulated staples. 





ed 





To Improve Dis 





play Space— 
y i. ; 





Try a tilted panel on a table such as this used by the Perkins Hardware 

Co., Waukesha, Wis., for a display of electric irons. Tilting the panel 

increases their visibility and also makes them easier to handle for sales- 

people and customers. A raised strip at the bottom of the panel keeps 
them from sliding. 
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C. Hager & Sons Hinge Mfg. Co. + St. Louis, Mo. 
Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 
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Matched 
Cabinet 
Hardware 


Women exclaim! Men praise... the 
superb styling and quality of Stanley 
Matched Cabinet Hardware. This 
popular, fast-selling line — furnished 
in mirror chrome — comes in a vari- 
ety of designs with matching latches, 
cabinet pulls, drawer pulls and hinges 
... eliminates guesswork in selection. 
Order now from your wholesaler and 
cash-in on styles made popular by 
Stanley’s national advertising. 


The Stanley Works, New Britain, Conn. 


[| STANLEY ] 


Reg. U.S. Pat. Off. 


HARDWARE © TOOLS © ELECTRIC TOOLS 
STEEL STRAPPING © STEEL 
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Low Level Displays of Garden Tools 
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Displays which increased garden tool sales by 25 pct. 


Imperial Hardware, Long Beach, 
Calif., had a 25 pet increase in the 
sale of garden cutting tools, last 
year, and part of the increase was 
due in part to improved display of 
the tools. 

With $10 worth of plywood and 
a little labor, Russell Brocker made 
stand-up displays for the bottom of 
two 2 ft. bin tables, which stand 
in a main traffic aisle. 

The display idea was to show the 
full range of scythe blades, sickles, 
cutters, clippers, etc., to encourage 
pick-up sales. 

From a distance, the customer, 
in a moment can spot the tool in 


which he happens to be interested. 

Mr. Brocker used 1 by 2 in. 
scrap lumber which was nailed to 
the inside of the cases to support 
the plywood panels. The panels 
slant from 12 in. at the top to 8 in. 
at the bottom of the case. 

No nails were driven into the 
72 by 30 in. panels, which simply 
rest against the hidden strips. 

To prevent tools from slipping 
to the floor, molding was nailed 
along the bottom ledge. 

The panels were given two coats 
of light green paint and metal 
holding brackets were screwed in 
place for some of the tools. 





Government Integrity 
(Continued from page 53) 


money from the federal Govern- 
men anybody would have to pay it 
back.” 

That is just how deep the think- 
ing of a lot of people is on a lot of 
these do-good projects. They never 
think that it has to be paid back, 
that the money comes from the fed- 
eral Government. 

It is distressing and rather pa- 
thetic when you think of the atti- 
tude of the federal Government and 
how some people look to the Gov- 
ernment for security in everything. 
There has been a pathetic change 
of attitude on the part of the 
American people since our fore- 
fathers. They were courageous, ad- 


venturous people who cared little or 
nothing about security. 

Today most of our people think 
of material security. They want se- 
curity, material security, so much 
that an increasing number of our 
people are even willing to sacrifice 
their God-given blood-bought free- 
dom for that security. We seem to 
have lost our courage and our cour- 
age is the thing that made us a 
great nation. 

The question of whether Amer- 
ica has become the forgotten civili- 
zation of the 20th century is one 
which rests largely in our own 
hands and we have a fight on our 
hands. It is a fight for national 
survival. 
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AERMOTOR auccouuces 


a New Packaged Water Pump System 
with Fittings for Deep or Shallow Wells 


I's the Snaud Yew 
CONVERTIBLE JET PUMP 


= | The same pump unit, tank, and tank fittings are 
THE SHALLOW used for both shallow and deep wells. The factory- 
WELL PACKAGE ; packaged sets of parts described to the left make this 


possible. Solves your inventory and stock problem. 
While just announced publicly, these new Convert- 
ible Jet Pumps have been in actual service on many 
farms for a test period of more than 2 years. They 
embody all the finest features. 2-Piece bronze impel- 
lers for smooth contact surfaces that hold water fric- 

| tion to a minimum. 40-Gallon pressure tank regularly 


lillustrated below) 
Used where the depth to 
water does not exceed 25 feet. 
Just complete the bly of 
the pump by using the parts 
 ihownin the illustration below. 
The operation is such that a 








part of the water circulated in i, . furnished is galvanized inside and out. NEMA stand- 
the case is directed thru the ard ball bearing motor, 3450 rpm with built-in ther- 
norle (which . —— into THE DEEP WELL mal overload switch. All the quality features that in- 
the inlet flange into the sure long, useful life, and customer satisfaction. 
venturi Air increas- PACKAGE ne 
ing the suction lift and build- (illustrated above) 
ing up the tank pressure. This outfit is used when 

the depth to water exceeds 


| 25 feet. The deep well in- 
let flange, shown above, 
provides for a suction pipe 

and a smaller pipe which 
directs water under 
pressure to the nozzle and 
venturi tube in the well, 
located preferably below 


VERTICAL JET PUMP SHALLOW WELL PUMP DEEP WELL PUMP AERMOTORS 


For 2’, 3”, and 4” wells, or larger, For total suction lift of 22 feet or For pumping depths, 20 to 730 Wheels 6 ft to 20 ft in diameter. 
with motors ranging from 4 to lhp less. 4%, 4, & 4% Hp 60 cycle a-c feet. Available in 4 sizes with 4 Let the wind pump for you with- 
to raise water from a depth below 110-220 volts electric motors for to 3 hp motors. Capacities of 118 out cost for power. Capacities from 
a suction lift of 22 ft. capacities of 250, 350,and 500 gph. to 4950 gph. 105 to 3300 gph. 


ADVERTISED... So be ready to show them 


State farm papers and regional farm papers (total circulation to read. These advertisements say, “Now at dealers to see, and 
over 44 million) are running a re edule of advertisements for quick delivery.” Be sure you have pumps of each type te 
in the during the year when farmers have the most time demonstrate and deliver. 












If you are not selling Aermotor Water Systems, 
inquire about profit-making dealer franchise. 


AERMOTOR COMPANY, Dept. 8008, 2500 Roosevelt Road, Chicago 8, Illinois 
Factory branches for warehouse shipment and sales assistance 
Amarillo « Dallas - Oakland «+ KansasCity « Omaha «+ DesMoines - Minneapelis 
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There’s Profit in Art Supplies 


How study of the market and expansion of stocks 
changed a limited line into a profitable 

section. Department is good traffic builder and 
attracts much repeat business 


A limited stock of artists’ brushes 
and paints had long been offered in 
the retail division of Pierce Hard- 
ware Co., Inc., in Taunton, Mass. 
The merchandise had a very limited 
market because it was not publicized 
and was so incomplete that most 
artists went to Providence or Bos- 
ton for their needs. When the firm 
studied the market and expanded its 
stocks, volume in art supplies 
started a real upward swing. 

In response to increasing demand 
for art supplies the company de- 
cided to really go after artist sup- 
plies trade. Art instructors and 
artists were queried as to what they 
wanted Pierce’s to supply. 

Says Bion L. Pierce, president- 
treasurer of the concern, “Instruc- 
tors told us exactly what supplies 
they were using and recommending. 
They advised us as to the variety of 
supplies used by students. We add 
new products and lines upon the 
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advice of instructors, students and 
professional artists.” 

Just above the paper cabinet is 
a large wall display of mechanical 
drawing aids — T-squares, curves, 
and angles. A wall display at the 
other end of the department shows 
instruction books, each held with a 
grip-type fastener and fastened to 
an individual hook. This display 
emphasizes various books in turn 
and is used to advertise new books. 
Books are found to be very good 
impulse buying items. 


First to Meet the Eye 


The art supply department oc- 
cupies a wall and alcove location of 
approximately 28 ft., at the im- 
mediate right of the front entrance. 
It is the first thing a person sees 
as he enters the store, and the loca- 
tion alone is a good piece of adver- 
tising. When the department was 


originally created three years ago, 
it was located at the opposite side, at 
the immediate left of the entrance. 
The present location has proved the 
better because it is on the aisle 
getting the largest traffic. 

“The department produces a gooi 
volume of business, a steady type 
of business that does not need pro- 
motional effort, is highly profitable, 
brings a good turnover, and ha 
valuable consumer acceptance,” says 
Mr. Pierce. 

Aldo F. Fasolo, store manager, 
points to the fact that the market 
for art supplies is a good one be 
cause there are always new hobby- 
ists and new customers visiting the 
section which is part of the paint 
department. He says, “‘A studeni or 
beginner buying his first supplies 
will spend from $5 to $8. After the 
basic needs have been purchased, 
the average sale is about $2. Dollar 
sales volume in the art supplies 


A 


Aldo F. Fasolo, 
store manager, 
in the artists’ sup- 
plies section. 
Custom-made 
drawers at lower 
right hold large 
sized art paper. 
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WYTEFACE* Steel Tapes 


NY 
WA 
They’re Easier to SELL 
Because They’re Easier to REAL 


Favori*>,° Boss,* Handy°— 
All Featuve WYTEFACE Tape 


There’s nothing like a genuine WYTEFACE* steel tape 
—with its jet black markings on a clear white surface— 
for easy, instant reading in any light. 

This means faster measurements, fewer errors... 
for your customers. It means less sales resistance... 
for you! Remember too the Wyteface tapes are 
extremely durable, full strength and rust-proof! 

More and more people are being told, through 
K&E's consumer and trade advertising, that this 
superior tape is now. available in the BOSS, as well 
as the FAVORITE and the HANDY. 

@ 80SS WYTEFACE: Rugged, “he-man,” aluminum 
case, with non-slip finger grips. Wide-sweep winding 
handle. Foot markings in red. Priced for volume sales. 
In 50’ and 100’ lengths. 

@ FAVORITE WYTEFACE: For your customers who want 
the best. Foot marKings in red. Available in 25’, 50’, 
75’ and 100’ lengths. 

@ HANDY WYTEFACE Tape Rule is available in 6’, 8’ 


and 10° lengths. 


KEUFFEL & ESSER CO. 


EST. 1667 


NEW YORK «+ HOBOKEN, N. J. 
CHICAGO « ST.LOUIS » DETROIT « SAN FRANCISCO LOS ANGELES « MONTREAL 


*Trade Mark 
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YANKEE 
ANDYMAN 


MERCHANDISERS 


Stop Traffic 


You’ll really sell No. 233H “Yankee- 
Handyman” Spiral Ratchet Screw 
Drivers with this compact, 2-color, 
counter man on the job. Every inch 
a salesman . . . carries “how to use it” 


























message . . . sells four Screw Drivers. 
Merchandiser 
is FREE. 


Drivers are packed 
with value! Have 

a quality appeal 
that spells “SELL”. 
Transparent 
magazine handle 
contains 3 sizes 

of Drill Points, 
extra °2” Bit for 
driving screws. 

A %" Bit in chuck. 
All quickly inter- 
changeable. 

It's two tools in one Fe 
—screw driver and j 
drill! Your jobber fr 
has them. 
Order today. 
Specify 

No. 233HM. 


Small in size . . . Mighty 
in appeal. Sales-making 
Merchandiser contains 
one dozen No. 2H 
“Yankee-Handyman” 
Ratchet Screw Drivers. 
Drive or draw screws. 
Ask your jobber 
for No. 2H. 









YANKEE" TOOLS NOW PART OF 


THE TOOL 


NORTH BROS. 


BOX OF THE 


WORLD 
MFG. CO. 
Philadelphia 33, Pa. 


section has increased about 12 pct 
each year in spite of the fact that 
we had anticipated the saturation 
point would have been reached some 
time ago. 

“Art supplies do not require any 
unusual sales effort. Artists like to 
browse around; they may come in 
for one item and buy three or four; 
they welcome suggestions but know 
what they want.” 

Although all retail salespeople 
wait on art supplies customers, ef- 
forts are made to encourage cus- 
tomers to talk to one man who is 
more familiar with the line than 
the other sales personnel. Says Mr. 
Fasolo, ‘We have found that a man 
need not be an artist or hobbyist to 
sell art supplies but he must like 
art to a certain extent. 

“Our best advertising comes from 


the class and school instructors and 
from experienced artists. Twice a 
year the local vocational school holds 
a well attended public exhibit of 
students’ work. Mr. Pierce and | 
always attend to see the art work, 
meet the artists and maintain con- 
tact with instructors.” 

After each exhibit the firm de- 
votes a complete window display to 
some of the better examples. Recog- 
nition is given the artists by in- 
clusion of their names in the dis- 
play. 

Several newspaper ads feature 
art supplies in the course of a year. 
Although art supplies are given but 
one full window display each year 
individual art supply items are fre- 
quently shown in windows with 
other store lines. 





us in Washington more power and 
more of your money to spend. They 
meet their problems in that direc- 
tion. 

They have listed in their midst 
such people as some college pro- 
fessors, ministers of the gospel, 
columnists, and writers, people who 
have never had to meet a pay roll. 
They are people who have never 
operated a business. They are good, 
high principled individuals who 
have lost faith in their fellowmen 
to the point where they believe the 
only way to get people to do the 
things which are good for them is 
to have some politician tell them 
what they have to do. They are 
people who actually believe that 
you folks are smart enough to earn 
a living, but that only people in 
jobs like mine are smart enough to 
operate your businesses. 


Let Politicians Decide 


These people actually believe that 
you are mighty useful when it 
comes to toiling, to get the where- 
withal to pay taxes. But when it 
comes to getting something which 
is good for you, their best advice 
is that you let us politicians decide 
and then we procure it for you. 

They are people who honestly 
believe that you can’t be trusted 
to run your businesses wisely; that 
you are smart enough to open the 
door at the front of the shop, but 
not smart enough to find out how 








long the store can stay open in the 


3 Paths to Perdition 


(Continued from page 55) 


evening. They think that you are 
not smart enough to figure out what 
to charge for various types of mer- 
chandise, where you sell it or what 
kind of credit you extend to your 
customers. 

These theorists believe that in- 
dividual businessmen are too dumb, 
too stupid, too selfish to be trusted 
to do the things in their own 
interests. 


Fuzzy Liberalists 


Those fuzzy minded liberalists 
are up and down the highways of 
America incessantly preaching the 
doctrine that federal politicians 
should have some more power. 

There is another path to perdi- 
tion headed by a group who also 
believe in concentrating power in 
Washington, but they do it for a 
more nefarious purpose. I call 
them members of the corruption 
bund, the corruptionists who know 
that the more power you can con- 
centrate in Washington, the more 
opportunity you provide for them 
to chisel and cheat and draw up the 
public government for their own 
device. 

They do not consider public office 
a public trust, but a license to steal. 
Every chiseling tax collector in 
America, and keep well in mind the 
fact that in over 22 pct of the In- 
ternal Revenue Collection offices of 
this country now, high tax collec- 
tors have already been sent to the 
federal penitentiary or have con- 
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fessed or have been indicted by the 
grand juries for stealing money 
that you paid as taxes. 

Every chiseler in that whole 
motley crew believes in more power 
in Washington and believes in 
higher taxes, because the more 
they can collect from you, the more 
they can steal before they turn 
what is left over to Uncle Sam. 

You are coming pretty close to 
cutting the jugular vein of Uncle 
Sam when you put a crook between 
the taxpayer and the government. 
Most of these crooked people in 
public life who gravitate into the 
Internal Revenue Department, into 
the RFC, into the Commodity 
Credit Corporation wherever it 
was they decided to stake down 
their particular job and go to work 
fleecing the public, all of them be- 
lieve in concentrating more power 
in Washington. 


Corrupt City Machines 


In the main they were spewed up 
from the big city political machines 
which have always practiced sordid 
politics. When you get selfish poli- 
ticians in control of a city machine, 
they have long practiced the idea 
of corrupting the county sheriff, 
corrupting the county prosecutor. 
or the judge, helping to fix a ticket 
here and a gambling den open ove" 
there, because they can chisel, 
cheat and make money, that is an 
intolerable situation. 

Now, in this era of multi-billion 
dollar government, these crooks of 
the big towns have discovered that 
“There is gold in them thar Poto- 
mac Hills,” and they are moving in. 

You know the results as well as 
I do. I sit on the Senate Investi- 
gating Committee where we have 
to examine these people day after 
day. It is not a very happy assign- 
ment to have to interrogate your 
fellowmen to find who has chiseled 
and cheated the rest of you. 


A Code of Ethics 


We are developing a code of 
ethics and making progress, but 
the point is whoever belongs in a 
corruption bund wants to concen- 
trate power in Washington, wants 
to take it away from your local 
government, from your mayor. He 
wants to take it away from you be- 
cause if he can tell each one of you 
what you have to do, what you have 
to charge, how you have to operate, 
what kind of credit you can extend, 
he can find somebody interested in 


HARDWARE AGE, AUGUST 7, 1952 




















THE GLYNN-JOHNSON NAME 


is your assurance of 


Giynn-Johnson offers a com- 
plete line of Door Holding De- 
vices of the very highest caliber. 
Skillfully designed and sturdily 
constructed, Glynn-Johnson 
products have proved com- 
pletely dependable and highly 
practical in many thousands of 
installations. You can be sure 
that your Glynn-Johnson cus- 
tomers will be... satisfied 
customers. ~ 


SECURITY DOOR HOLDER 


DOME TYPE 
DOOR BUMPER 





TWO WAY CATCH 
DOOR HOLDER 


AND BUMPER 








ORDER FROM YOUR JOBBER 


GLYNN-JOHNSON CORPORATION 


Chicago 40, Illinois 





4422 North Ravenswood Avenue 
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TURNBUCKLES— 
“Alumaloy” bod- 
ies, steel hooks 
and eyes. 


EYE BOLTS— 
wrought nuts, 
bright zinc 
plated. 


S$ HOOKS—in o 
wide range of 
sizes. 


EIGHT HOOKS— 
in steel or brass. 


SCREEN DOOR 
BRACES — alumi- 
num or steel rods 
with sturdy 
“Alumaloy” bod- 
ies. 


UTILITY HOOKS 
—cold drawn 
work hardened 
steel. 


SCREW EYES— 
large, medium and: 
small eyes, in steel 
or brass. 


SCREW HOOKS— 
round end ceiling, 
type, in steel or 
brass. 


SCREW HOOKS— 
square bend, cur- 
tain rod hooks, 
steel or brass. 


SHOULDER 
HOOKS—brass 


7 with firm base. 
‘ GATE HOOKS 
; : AND EYES — full 





















CuP HOOKS— 
brass with firm 
se. 


EYE BOLTS—with 
lag thread, turned 
eye. 


CLOTHES LINE 
HOOKS—plate 
and screw type. 


PORCH SWING 
HOOKS—with lag 
thread. 


HAMMOCK 
HOOKS—plate 
and screw type. 


BOX 333, MICHIGAN CITY, INDIANA 
FACTORY: GRAND BEACH, MICHIGAN 


ea 





your business who will pay him 
something to get him to make you 
do something that is not good for 
you. 

Those are the Americans in my 
opinion who have lost faith in 
themselves. So they tried to chisel 
their way through life. 

A third path to perdition is that 
system of life in any country in 
which all the common people give 
up all the power to a few privileged 
politicians living in the capital of 
that nation. You can call it social- 
ism, communism, naziism, or fasc- 
ism, but once you give us fellows 
the power to push you around all 
the time and on everything, you 
are living in an era and an area 
of perdition. 


Last Path to Perdition 


The last path to perdition is an 
open one, headed by the commu- 
nists who also argue for a concen- 
tration of political power in Wash- 
ington. They want to establish a 
dictatorship. And they know the 
way to do it is to deprive you of 
your independence, of your rights, 
your authorities, of your privileges, 
to take away from the states the 
authority to regulate state mat- 
ters, to take away from your cities 
the right to regulate municipal 
matters and to take away the right 
to operate the government by legis- 
lative law. Instead we operate the 
government by executive edict. 

They do not care whether the 
rules are set by fuzzy minded the- 
orists, by corruptionists or by care- 
less citizens. All they want is to 
have some stagehands construct a 
stage in this town and put on this 
stage people who are good, bad, or 
indifferent. Once the stage has been 
set and the men have been seated 
to control the power levers for the 
country, the communists all know 
later the day will arrive when they 
can replace good men. 

We have adopted a system of 
totalitarianism here at home. Coun- 
try after country abroad, 14 coun- 
tries abroad are completely in the 
hands of communism and _ poor, 
struggling France is caught in the 
throes of socialism. 

Britain having experienced a 
Gethsemane in socialism is now try- 
ing desperately to recover the lost 
motion that was theirs. 

All over the world the horizons 
of freedom are shriveling, the 
areas of free men have grown 
smaller. The functions of free men 
are growing fewer as more people 


like you are relinquishing to peopl 
like me the right to spend their 
money; the right to make your 
decisions; the right to make your 
enterprises operate. 

We do it because we say there js 
an emergency here, a police action 
there, a war some place else. Give 
us the power, we say, so that we 
can keep politicians from establish- 
ing power in some area of the 
world. 

It seems to me that too much 
power in the hands of too few men 
may bring them to push too many 
people around too far and too long. 
That is the great challenge of the 
century which confronts us. The 
big issue of 1952 in America, as | 
see it, is the issue of whether or 
not the people of America can re- 
capture the initiative so that once 
again they start pushing politicians 
around 

The big challenge, as I see it, is 
whether or not we can start mov- 
ing in the direction of a new era 
of freedom, a new day in Amer- 
ica, a new formula of opportunity: 
whether or not we can stop these 
movements like communism and 
fascism and naziism and national 
socialism, bound together by the 
umbellical cord called political 
power. 


Vanishing Americans 


I hope you men and women o! 
the independent home-owned hard- 
ware stores of America—that puts 
you certainly as members of a 
group that could be called the van- 
ishing Americans. You have re- 
placed the American Indian in that 
capacity, people who are still in- 
dependent and who own their own 
enterprises at home. You are the 
victims of the collective efforts of 
most of us politicians here in town. 

The job is too big and compli- 
cated when you give us all of your 
money to spend and all of your 
authorities to exercise. There is 
too much temptation on human 
nature. We politicians are not 
omnipotent. Since I have _ been 
down here, we have had two of our 
boys from the Congress who have 
gone into the federal penitentiary 
and one of them to the White 
House. 

All I urge in parting is the way 
to avoid the trip to perdition is to 
continue to be the chauffeur of 
your own automobile and do not 
surrender freedom without giving 
it a chance to demonstrate that it 
is worth fighting for abroad and it 
is worth working for at home. 
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7/ IT’S HERE! 


Brand new “Commercial Catalog C-52”. 
Contains 88 illustrated pages. 

Made especially for dealer use. 

It's a sales necessity. 

Send coupon for your copy. 
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® THE DEMING COMPANY 
517 Broadway, Salem, Ohio 
Please send “Commercial Catalog C-52”. 
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Sell the Lawn— 


not the seed 


Merchandising the finished product— 

the lawn-—is this store’s approach to 

stepping-up volume in bulk seed sales 
and in garden supplies 


There’s good dollar volume in 
selling complete lawns, and not just 
the seed. That’s particularly tru 
for the hardware dealer in an are 
where there’s much new home con- 
struction. But it is equally true in 
older established residential areas, 
where lawns often need replanting. 

By merchandising the complete 
idea—the lawn itself, not just the 
items that go into growing it— 
Gilbert H. Geiser has demonstrated 
that he can make more bulk sales 
of seed at competitive prices. than 
by any other method. 

Mr. Geiser operates two stores, 
both in Seattle, Wash., and _ both 
in growing residential areas on the 





Gilbert H. Geiser, selling bulk seeds to a customer; city’s limits: Geiser’s Terrace 
Mr. Geiser concentrates on selling the idea of a Hardware, and Geiser’s Hardware 
complete lawn and then sells its ingredients. His complete program includes 





One of the Geiser stores is part of a shopping district. The lawn in front of the store is a growing 
demonstration of the quality of seeds the store handles. 
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pAINT OR COATING! 


Your customers and prospects know and trust 
—and look for—the Warranty shown above 
because they know it assures them of the most 
satisfactory Asphalt-Aluminum Roof Paint 
and Coating. They know this Warranty is 
their guarantee of superior, long-life, year 
around roof protection at low cost. 


This advertisement appears in the interest of the Roof Paint and C 
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For faster, easier sales and for greater profits, 
stock and recommend leading brands that 
feature this Warranty. Intensive advertising in 
the large farm and industrial markets is pre- 
selling these brands... is building volume 
sales! Reynolds Metals Company, 2511 South 
Third Street, Louisville 1, Kentucky. 


oating Industry of the United States 





We're Keeping 





Creating consumer demand and 
acceptance for Buch products are these 
regular advertisements running in 
America’s leading family magazine. 
With a circulation of more than 
4,000,000, these ads are being seen by 
many times that number of potential 
buyers. We are proud of our products 
and we want to help you sell more 
BUCHS every year. 











Buch MANUFACTURING CO 
ELIZABETHTOWN, PA. 
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Mass displays such as this are used to sell up. From a sale of seed, 
salespeople move on to fertilizer, hose, and all kinds of lawn and garden 
supplies. 


not only the seed but the services 
and equipment necessary to plant 
and maintain a lawn, and his pri- 
mary approach to home-owners is 
through direct mail. He always em- 
phasizes the use of the merchan- 
dise rather than the merchandise. 
Bulk sales of grass seed offer 
several advantages to both the firm 
and its customers. Mr. Geiser buys 
his seed by the ton, ready-mixed 
from a local seed supplier. He keeps 
two mixes on hand: one for front 
lawns, the other for back yards. 


Uses Quality Mixtures 


Both mixtures contain only the 
highest quality seeds mixed to a 
formula which is particularly well 
adapted to local soil conditions. The 
higher priced front yard seed has 
proved to be the most popular seller 
of the two. The back yard seed, 
named Geiser’s Tuff-Turf, gives a 
coarser but extremely hardy grass. 

By buying in bulk quantities, 
Mr. Geiser is able to offer his seed 
at lower prices than packaged prod- 
ucts and still get a good margin. 
He is also able to promote his seed 
as custom-mixed for local soil re- 
quirements. 

While there is some labor cost 
involved in handling and weighing 
bulk seed, this cost is reduced con- 
siderably by pre-packaging the 
seed in 5-lb packages during slack 
periods. 

The most frequent quantities 
sold are 10 lbs, the inducement of- 


fered for larger quantity purchases 
are the prices, which currently are 
$1.30 a lb for 1 to 4 lb purchases; 
$1.25 a lb for 5 to 9 Ib purchases, 
and $1.20 for 10 lb and over. 


Make Related Sales 


But the average seed purchaser 
is not allowed to rest there. Mr. 
Geiser and his staff, again to sell 
the idea of the complete lawn, move 
on to talking about and selling fer- 
tilizer and peat moss, bringing up 
the average sales to $25 to $35. 
Then the sales attack leads to gar- 
den hose and sprinklers, lawn mow- 
ers, and all the other related items 
which make up the lawn package. 

At this point the Geiser program 
also offers service to the customer 
who’s ready to start planting his 
new lawn. Rollers and spreaders 
are loaned without charge. 


35 Rental Items 


Others, who do not purchase 
their lawn supplies at the Geiser’s, 
may rent this equipment at $1.00 
per day. The store’s rental inven- 
tory includes 35 rollers and 20 
spreaders. 

To reach his customers, Mr. 
Geiser has found direct mail to be 
the most effective medium. His 
mailing pieces are usually mimeo- 
graphed and sent to a selected list 
of from 1500 to 2500 home owners, 
going out in the spring and early 
fall. 
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Gentlemen: 


In 1948 I had my home built at the address below and after living there about six 
months my cellar started to leak from several places along the seam and walls. At 
first I didn’t pay much attention but the following Spring after a rain, it leaked 
worse. I called the Research Laboratory of Rutgers University in New Brunswick 
and was informed that in order to make the cellar 100% dry proof, I would have 
to have the outside dug out and have the footing and walls retarred. 


Needless to say, it was going to be a big job and an expensive one too, because 
several contractors wanted from $350.00 to $450.00 to do the job. The upstart was 
I couldn’t afford it, so in August 1950 I was transferred to Korea and when I re- 
turned last year (1951) my wife told me the cellar was worse, anywhere from 40 
seed, to 60 buckets of water coming in during and after a rain—in fact, if it looked like 
arden rain, it would start coming in, almost. Then there was always the dampness and 


musty smell after or during the dry-up period. 





Several months ago my wife heard from a party about your KAY-TITE and not 


ourchases 

ently are being sure, I visited this party and he showed me his results—a dry cellar, although 

irchases; his was not leaking—only dampness. So what did I have to lose by getting several 

urchases, cans, which I did. I put two coats of KAY-TITE from the base to about 14 feet 

over. up the wall. I also discovered I had several large holes and without a word of lie, 
after reading the directions carefully, then applying KAY-TITE, I have a dry cellar. 

” Not a drop of water or dampness. As you no doubt know, we have had quite a 

urchaser lot of heavy rain these past several weeks. Now I intend to do the whole walls up 

re. Mr. to the ceiling. 

1 to sell 

m, move The reason I am writing you, Gentlemen, about KAY-TITE is I want to say I’m 

ing fer- grateful and pleased beyond words. You not only gave me a nice dry cellar but 

ging up you also saved me a lot of money and time. I wish you could send someone over 

to $85. and just see the good results of KAY-TITE, and my cellar was really bad. Try and 

oe ga send someone before I finish the rest of cellar. 

m mow- 

cb I’ve had quite a lot of people over and they all agree. At present I’m stationed in 

seni Philadelphia and a few persons tell me they can’t buy it here and last week I bought 

whee four cans for a friend of mine who lives in this area, so he could dry his cellar. 

ing his 

abe In closing, many, many thanks because for the first time my children and we can 
really enjoy our cellar now—because KAY-TITE makes it dry and cozy. 

weeen Respectfully yours, 

piser’s, . 

"$1.00 (signed) H. J. Kupper 


~~ TO KAY-TITE 


nd 20 
WEST ORANGE, NEW JERSEY 
, Mr. 
to be 
His From Msgt. Hubert J. Kupper 
1imeo- U.S.M.C. 
d list 148 Second Street. Dunellen, New Jersey 
ners, February 5, 1952 
early 
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Owner-Designed Uniform Display Units 
For Shopping Center Store 


Two styles of island fixtures were designed by 


owner prior to building of new Oaklawn, Ill. 


store. Units are interchangeable 


Careful advance planning, prior 
to actual building, has resulted in 
a pleasing appearance for the in- 
terior of the new Auburn Hard- 
ware store, at 4062 Southwest 
Highway, in the Hometown Shop- 
ping Center, located in Oak- 
lawn, IIl. 

The key element of the interior 
style of this store is the uniformity 
of appearance of the display fix- 
tures, all of which were designed 
by the owner, R. Milton Smith. 

There are 12 display tables of 
the same size, shape and color, 
which are used interchangeably. 


There are two basic styles; one 
with open shelves and the other 
with sliding doors. Four spares are 
kept in reserve for special mer- 
chandising. 

Each unit is 5 ft long and 30 in. 
wide. The material used was 4-in. 
striated plywood, stained a warm, 
dark brown color. All the wallcases 
are in a similar finish. 

A rather unique unit is a screen 
storage and cutting table that has 
space for 18 rolls of window screen- 
ing in bins beneath the 38 by 60 
in. top. An open area is provided 
at the left side to accommodate one 


roll which is placed on a dowel for 
easy turning. 

Screening is placed in this slot, 
drawn out to the desired length 
and cut evenly. The table is marked 
off in inches to make quick and 
exact measurement possible. At 
the end of the busy season on 
screening, this unit is removed and 
replaced with another that contains 
seasonal merchandise. 

The new store has an all-glass 
front and display islands are fre. 
quently moved close to the front 
of the store for displaying featured 
merchandise. 





Striated plywood, stained dark brown, gives uniform appearance to new store's display units. 
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What's the Story On 
This Old Hammer? 


The old hammer pictured has 
yople puzzled as to its origin. 

In response to a letter from S. A. 
gott of Morristown, N. J., a life- 
ing user of tools and a machinist, 
ye queried several prominent tool 
manufacturers about the hammer. 
Although the photo sent us was re- 
uched the hammer’s outline was 
not altered. 
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n all-glass {f The hammer, writes Mr. Scott, 
S are fre I “nas an upper side like a claw ham- 
the front § mer used by carpenters. The lower 
y featured F part is just a straight piece extend- 
ing outward.” 

When we asked Robert Ray- 
mond, vice-president-sales, True 
Temper Corp., Cleveland, Ohio, for 
some light he referred the picture 
to Clarence Mudd, production-plan- 
ning department of True Temper’s 
Kelly Works, Mr. Mudd gave an in- 
teresting comment. 

Mr. Mudd, a real old-timer in the 
tool business, says, “I recall seeing 
an old hammer similar to the one 
described by Mr. Scott. This was 
along time ago but I understand 
that the one I saw was made and 
used in Germany or in the Scan- 
dinavian countries. 

“The upper side of the claw had 
a groove cut in it so that it would 
slip over the head of the old-fash- 
ioned wrought iron nails. The 
hammer was laid flat and slipped 
over the head of the nail and then 
the handle was lifted to pry or pull 
the nail. 

“We do not think that this was 
manufactured in a regular tool 
Plant but that it was made at the 
direction of some mechanic who 
conveyed his ideas to a local black- 
smith,” says Mr. Mudd. 

What can our readers tell us 
about this hammer? 







IF YOU HANDLE THE 


WATERBURY 
ROPE RETAILER! 


Avoid the pitfalls, the nuisance, the dirty, dusty 
merchandise connected with selling rope from the 
cellar. The Waterbury Rope Retailer is a complete 







rope department. It occupies a space less than 4 
feet square and the stand is only 42 inches high! 







lt gets the rope upstairs where your customers 






can see it and where it's easy for you to handle. 








The Waterbury Rope Retailer carries 6 popular 
sizes. Ye"—300 feet, 3/16"— 300 feet, ¥s"— 300 
feet, Y2"— 300 feet. In the back of the stand are 
reels of: ¥¢"— 200 feet, %"— 200 feet. 


















Ask your jobber! 


WATERBURY ROPE 
SALES CORPORATION 
Quality Rope Makers Since 1816 


Sales Agent: JOHN H. GRAHAM & CO., INC., 105 DUANE STREET, NEW YORK 8, N. Y. 
ee” eR” SE 2 ER” SE? EE « & ES ASS AH 2 
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Mr: Dealer! 


HERE'S WHAT YOUR CUSTOMERS 
ARE SAYING ABOUT AMERICA’S 
TOP OSCILLATING SPRINKLER!* 


dends twic 


costs.” 1 St. 
9103-21 
Mis. a -y nt \siand, nY. 


ient 
most efficien 
the sspave evel 





Are you taking full advan- 
tage of the profits and good 
will that go with America’s 
No. 1 oscillating sprinkler? 


Melnor's 


SWINGIN’ SPRAY 


*Ranks FIRST in nation for brand 
acceptance among ‘‘all oscillating 
sprinklers’’ according to the latest 
annual Store and Market Study 
conducted by Hardware Retailer. 








Dealer Operates Free Employment Service 


In the past 18 years George Wil- 
liams has built considerable good- 
will and much traffic for his To- 
panga Hardware in California 
through operation of an informal 
and free employment service. 

Mr. Williams idea has been the 
means of constant contact with 
contractors and with those who 
want employment with contractors. 
And he sells both parties consider- 
able merchandise. 

The store is located in an off- 
coast canyon near Santa Monica. 
In the earlier days of his operation 
of the store he took many phone 
messages, because there were very 
few telephone subscribers in the 
area. Today there are still a num- 
ber of homes in that district with- 
out telephones. By relaying mes- 
sages to non-phone homes for con- 
tractors wanting men, he has fre- 
quent contact with contractors, car- 
penters, plumbers, electricians, 
handymen and others on his list. 

In the past six years it has not 
been unusual for Mr. Williams to 
make contact with six or seven men 
a day, who are being sought by 
various types of contractors. He 
takes special orders for varied 
types of materials needed by these 


contractors. His service to the peo. 
ple in the community is so well re 
ceived that “Just ask George Wil. 
liams at the hardware store,” j; 
frequently heard. People do just 
that, to Mr. Williams’ profit. 

Attesting to the success of this 
service is the remodeling projeet 
recently started. Display space js 
being increased from 24 by 45 ft. 
to 32 by 85 ft. Two new steel sash 
visual front windows are being in- 
cluded. 

Of his employment service, Mr, 
Williams says, “Every merchant in 
a community builds business by his 
reputation for reliability, not only 
in overall merchandising, but in 
the specific fields for which his 
community has a need, and for 
which he has the facilities. In this 
small, scattered community that is 
expanding, sometimes at boom rate 
and at other times at a slow pace, 
this type employment service has 
brought us together with people 
whose business we are seeking. 

“If every small town hardware 
store could find some particular 
service needed in his community, 
and connected in some way with 
his business, he would make many 
friends and attract customers.” 





HARDWARE HUMOR 
By Hardware Age 
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HARDWARE KARACTERS—the Buyer. 
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10 Tools that Sell 


ARKER LAWN SWEEPERS 


The greatest Parker lawn sweeper 
season of all time is forecast for 
the fall of 1952. Make it your best 
year by putting to use these 10 
solid sales helps. 


Here is everything from na- 
tional advertising down to window 
streamers. Here is the most com- 
plete promotion ever put together 
for lawn sweepers, all designed to 
make Parker a best seller for you. 


And here is another important 
point. Parker lawn sweepers are 
available in three models to permit 
upgrading by your salesmen. Yes, 
features ... price .. . reputation 
... Sales helps... you get every- 
thing when you handle the Parker 
line. Contact your jobber or dis- 
tributor. 
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with baling canvas 
for easy emptying. 

























LAWN SWEEPERS 


ee ee oe ee 


THE PARKER SWEEPER CO. 

60 Bechtle Avenue, Springfield, Ohio 
Please have your nearby jobber or distributor send 
me information on the Parker Sweeper line and how 
it will boost my fall sales. 


Name 





Firm. 





Street and No 





Pv ciranancscecnenenenenanus 


City. State. 
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BACK AGAIN! 








SHA RON 
STOVE BOLTS 


WITH NUTS ATTACHED 
AT NO EXTRA CHARGE! 


From Sharon, the line with the talking 
labels, comes once again one of our most 
popular packages—round or flat head 
stove boits with nuts already on... at 
no extra cost. For details, ask your Job- 
ber or write us. 


Sharon Boil aude Sctbu! Lo. 











BOSTON 10, MASS. 








sec. rue MOST WANTED 


ELECTRIC CLIPPER LINE 












Oster—the fastest-mov- 
ing electric clipper. 
Even in inexperienced 
hands, they assure 
fast, smooth haircuts. 
That’sbecause serv- | 
ice-proved OSTER 
motors are pow- 
erful and de- 
pendable. Ask 
@ your jobber to 
show you the 
complete line. 


HAND CLIPPERS 
for human and animal 
use. A full line of high 


quality models, 
You'll do better with 
JOHN OSTER MFG. CO. 
Racine, Wisconsin © 1952 
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Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 





National Events 


American Gas Association annual con- 


vention and exhibit by the Gas Ap- 
pliance Manufacturers Assn., Oct. 
27-30, at Atlantic City, N. J. Ameri- 
can Gas Association, 420 Lexington 
Ave., New York City 17. 


American Hardware Manufacturers 


Association, joint convention with 
the National Wholesale Hardware 
Association, Oct. 12-16, at Atlantic 
City, N. J. Hotel headquarters, 
Marlborough-Blenheim Hotel, Con- 
ference Booth Plan at Convention 
Hall. Arthur L. Faubel is secretary- 
treasurer of the manufacturers’ as- 
sociation with headquarters at 342 
Madison Ave., New York City 17. 


American Society of Architectural 


Hardware Consultants joint conven- 
tion with the National Contract 
Hardware Assn., and National 
Builders’ Hardware Exposition, 
sponsored by both groups, Sept. 28- 
30, Oct. 1 at the Palmer House, Chi- 
cago. A. W. Mathewson, executive 
secretary-treasurer of the Society 
and John R. Schoemer, managing 
director of the Association, both 
with administrative offices at 420 
Madison Ave., Mew York 17. 


Industrial Supply Convention, April 


12-16 at Miami Beach, Fla. Confer- 
ence Booth Program and sessions at 
Dinner Key Auditorium. Sponsored 
jointly by the American Supply & 
Machinery Manufacturers’ Associa- 
tion, 814 Clark Bldg., Pittsburg 22, 
Pa. R. Kennedy Hanson, general 
manager; the National Industrial 
Distributors’ Assn., 1900 Arch St., 
Philadelphia 3. H. H. Rinehart, ex- 
ecutive secretary, and the Southern 
Distributors’ Assn., 712 Volunteer 
Bldg., Atlanta, E. L. Pugh, secre- 
tary-treasurer. 


National Contract Hardware Assn., 


joint convention with the American 
Society of Architectural Hardware 
Consultants, and National Builders’ 
Hardware Exposition, sponsored by 
both groups, Sept. 28-30, Oct. 1 at 
the Palmer House, Chicago. John 


R. Schoemer, managing director of 
the Association, and W. A. Mathew- 
son, execuctive secretary-treasurer 
of the Society, both with adminis- 
trative offices at 420 Madison Ave., 
New York 17. 

National Hardware Show, Oct. 6-10, 
at Grand Central Palace, New York 
City. Sponsored by National Hard- 
ware Show, Inc., 331 Madison Ave., 
New York City. Frank M. Yeager, 
managing director. 

National Retail Hardware Assn. Con- 
gress, July 12-16 at Miami Beach, 
Fla. Headquarters, Casablanca Ho- 
tel. Managing Director, Russell R. 
Mueller, 964 N. Pennsylvania St., 
Indianapolis 4, Ind. 

National Sporting Goods Show and 
Convention, Jan. 25-28, 1953, at the 
Hotel New Yorker, New York City. 
Sponsored by the National Sporting 
Goods Association, 1 No. LaSalle 
St., Chicago 2. G. Marvin Shutt, 
secretary. 

National Wholesale Hardware Asso- 
ciation, joint convention with the 
American Hardware Manufactur- 
ers Association, Oct. 12-16, at At- 
lantic City, N. J. Hotel headquar- 
ters, Marlborough-Blenheim Hotel, 
Conference Booth Plan at Conven- 
tion Hall. Thomas A. Fernley, Jr., 
is executive secretary of the whole- 
sale association with headquarters 
at 1900 Arch St., Philadelphia, Pa. 


Regional Events 


Ace Stores annual convention and 
exhibit, Feb. 2-4, 1953, at the Con- 
rad Hilton Hotel. Sponsored by the 
Ace Hardware Corp., 2355 So. Blue 
Island Ave., Chicago 8. 

Cotter & Co. Fall Dealer Show, Aug. 
11-12. Spring show and annual 
stockholders meeting, Feb. 2-3, 1953. 
Both to be held at company head- 
quarters, 365 E. Illinois St., Chi- 
cago 11. 

Pritzlaff Merchandise Fair, Aug. 18- 
20 at the Sports Arena, Milwaukee, 
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DIAMOND 






Tools 


DIAMOND DIAMALLOY ADJUST- 
ABLE WRENCHES, drop forged of alloy 
| steel, light and strong—PLIERS, combina- 
tion, thin and bent nose—SIDE CUTTERS 
light and heavy duty—LINEMEN'S PLIERS, 
with or without insulated handles—LONG 
and NEEDLE NOSE PLIERS—BATTERY 
and PUMP PLIERS—light and heavy duty 
NIPPERS—STAPLE PULLERS—SNIPS— 
some of the items from the Diamond 
Quality Tool Line. All cutting tools have 
electronically hardened cutting edges, ex- 
tremely hard edges but with tough jaws 
and handles. 


jobbers 
everywhere 


Sold by 
leading 


DIAMOND CALK 
HORSESHOE CO. 


4622 Grand Ave. Duluth 7, Minn. 
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| This Myers 120 Test Kit 
helps you sell 
more water conditioners 


Grains of hardness and other objectionable 
characteristics of a domestic water supply are 
quickly and easily determined with the Myers 
120 Test Kit. When you, as a Myers dealer, 
make a complete, accurate water test, pros- 
pects have more confidence in you because you 
provide this water analysis. You are not merely 
selling a water conditioning unit, you are also 
selling yourself because you become a “water 
specialist” with this scientific equipment. 


Complete, easy-to-understand instructions with 
each kit. Included at no extra charge is a refill 
packet with enough for 200 more tests. Sold 
at factory cost to Myers dealers. The most 
complete water test kit’ever offered by any 
water conditioner manufacturer. Order through 
your distributor, Myers field representative, or 
write our factory direct. 


for complete water service 


MORE BUYERS BUY MYERS! 








Clarifying 


Filters Purifiers 


Nevtralizers 











THE F. £. MYERS & BRO. CO. 
260 Orange St., Ashland, Ohio 
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A PROTECTIVE COATING 


Neus! AT A PRICE 
® ANYONE CAN AFFORD! 


TECL 


KEEPS METALS BRIGHT 
WITHOUT POLISHING 


‘a’ —Preserves Metal 
2 Lustre for Years! 


Used on sterling, silver 
plate, chromeware, auto 
chrome, brass, copper, 

etc. There are 


4 thousands of other 
uses in Home, Gar- 
- age, and Industry. 


~ Easy to apply with 





- 


attached handy 
ot dauber. Dries in 15 


ie minutes. 
‘ 





FREE! 


Self-selling counter 
display holds one 
dozen bottles TECT 
Protective Coating. 
A fast moving year 
‘round profit maker! 
Order through your jobber 
today. Or write direct for 
further details. 


A PRODUCT OF 


TECT, INC. ENGLEwoon, N. J. 

















EVERY HOME NEEDS 
Mfarrin ® 
TUFWEB 


Makes 
indoor 
and 
outdoor 
furniture 


NEW 


MODERN 
Get this introductory 


COUNTER CABINET 


with bin for TUFWEB Metal 
Furniture Clips a 


40% 
PROFIT 
ON SELLING 
PRICE! 
FREE cabinet 12 Popular colors 
FREE Display Posters 
FREE customer Leaflets 








FREE newspaper mats 
Costs you only $72.00 
Sells for about $120.00 
Get whole story from 
Martin Fabrics Corporation, 
48 W. 38th St., New York 18, N. Y. 
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Wis. Sponsored by the John Pritz- 
laff Hardware Co., Milwaukee. 


State Events 


Alabama Retail Hardware Assn., con- 
vention and exhibit, April 19-21 at 
the Tutwiler Hotel, Birmingham. 
Secretary, Mrs. Euna G. Ramsey, 
1006-07 Frank Nelson Bldg., Birm- 
ingham 3. 

Arkansas Retail Hardware Assn., con- 
vention and exhibit, Feb. 22-23 at 
the Robinson Auditorium, Little 
Rock. Hotel headquarters, La- 
Fayette Hotel. Secretary, J. Wayne 
Tisdale, 908 Rector Bldg., Little 
Rock. 

California Retail Hardware Assn., 
convention and exhibit, Feb. 9-11 at 
the Fairmont Hotel, San Francisco. 
Secretary, Krueger B. Jacobsen, 
1355 Market St., Suite 262, San 
Francisco 8. 

Illinois Retail Hardware Assn., con- 
vention and exhibit, Feb. 24-26 at 
Chicago. Convention headquarters, 
Sheraton Hotel; exhibit, Navy Pier. 
Secretary, William F. Ewert, 1194 
Merchandise Mart Plaza, Chicago 
54, 

Indiana Retail Hardware Assn., con- 
vention and exhibit, Jan. 27-29 at 
the Murat Temple, Indianapolis. 
Secretary, G. F. Sheely, 964 No. 
Pennsylvania St., Indianapolis 4. 

Intermountain Assn., convention, Jan. 
25-27 at the Hotel Utah, Salt Lake 
City, Uah. Secretary, Leon L. 
Weeks, 211 Continental Bank Bldg., 
Boise, Idaho. 

Iowa Retail Hardware Assn., conven- 
tion and exhibit, Feb. 10-13 at Des 
Moines. Meetings, Hotel Savery. 
Exhibit, Iowa Exhibit Bldg., Fair- 
grounds, Des Moines. Secretary, 
Philip R. Jacobsen, Mason City. 

Kentucky Retail Hardware Assn., con- 
vention and exhibit, Feb. 10-12 at 
the Brown Hotel, Louisville. Secre- 
tary, D. W. Laws, 501-2 Republic 
Building, Louisville 2. 

Michigan Retai] Hardware Assn., con- 
vention, Feb. 17-19 at Detroit. 
Meetings, Hotel Statler. Exhibit, 
Masonic Temple. Secretary, Harold 
W. Schumacher, 1916 Olds Tower 
Bldg., Lansing 8. 

Minnesota Retail Hardware Assn., 
convention, Jan. 20-22 at the Curtis 
Hotel, Minneapolis. Exhibit, Audi- 
torium. Secretary, C. J. Christo- 
pher, 2110 Nicollet Ave., Minne- 
apolis 4. 

Missouri Retail Hardware Assn., con- 
vention and exhibit, March 3-5 at 
the Jefferson Hotel, St. Louis. Sec- 
retary, Harry Scherer, 1189 Arcade 
Bldg., St. Louis. 

Mountain States Hdwe. & Impl. Assn., 
convention, Jan. 27-29 at the Cos- 
mopolitan Hotel, Denver, Colo. Sec- 
retary, Francis W. Reich, 1233 
Spruce St., Boulder, Colo. 

Nebraska Retail Hardware Assn., con- 
vention, Feb. 17-19 at the Hotel 
Paxton, Omaha. Exhibit, Audi- 


torium. Secretary, C. A. McCoy, 
325 Insurance Bldg., Lincoln 8, 

New England Hardware Dealers 
Assn., convention and exhibit, Feb, 
23-25 at the Hotel Statler, Boston, 
Mass. Secretary, Russell R. Muel. 
ler, 185 Dartmouth St., Boston. 

New York State Retail Hardware 
Assn., convention, Feb. 10-12 at 
Syracuse. Exhibit, Onondaga 
County War Memorial Auditorium. 
Secretary, Nicholas H. Kiley, Hills 
Bldg., Syracuse 2. 

Ohio Hardware Assn., convention and 
exhibit, Feb. 2-5 at Cleveland. Ses. 
sions, Hotel Statler; exhibit, Pub- 
lic Auditorium. Secretary, John B, 
Conklin, 198 S. High St., Columbus, 

Oklahoma Hardware & Impl. Assn, 
convention and exhibit, Feb. 3-5, at 
Municipal Auditorium, Oklahoma 
City, Okla. Secretary, Robert K. 
Thomas, 515 Midwest Bldg., Okla- 
homa City. 

Pacific Northwest Hdwe. & Impl. 
Assn., convention, Nov. 9-11, 1952 
at the Davenport Hotel, Spokane, 
Wash. Secretary, J. Malcom Smith, 
614 Empire State Bldg., Spokane, 

Pacific Southwest Hardware Assn., 
convention and exhibit, Feb. 17-19 
at Long Beach, Calif. Meetings, 
Wilton Hotel. Exhibit, Auditorium. 
Secretary, A. C. Kammeier, 416 W. 
8th St., Los Angeles 14. 

Pennsylvania & Atlantic Seaboard 
Hardware Assn., convention and ex- 
hibit, Jan. 20-22, at Convention 
Hall, Philadelphia, Pa. Secretary, 
W. Glenn Pearce, 1616 Walnut St, 
Philadelphia 3. 

South Dakota Retail Hdwe. Co., con- 
vention and exhibit, April 7-9 at the 
Sioux Falls Coliseum. Secretary, 
O. R. Baily, 1300 S. Jefferson Ave, 
Sioux Falls. 

Texas Hdwe. & Impl. Assn., conven- 
tion and exhibit, Jan. 26-28 at the 
Shamrock Hotel, Houston. Secre- 
tary, R. M. Souder, 822-23 Texas 
Bank Bldg., Dallas 2. 

Tri-State Hdwe. & Impl. Assn., con- 
vention and exhibit, Feb. 9-10, 
Herring Hotel, Amarillo, Tex. Sec., 
M. D. Shepherd, Canyon, Tex. 

Virginia Retail Hardware Assn., con- 
vention and exhibit, March 24-26, at 
Roanoke, Va. Meetings, Hotel 
Roanoke, exhibit, American Legion 
Auditorium. Secretary, G. T. Omo- 
hundro, Jr., Scottsville. 

Western Retail Impl. & Hdwe. Assn., 
convention and exhibit, Jan. 19-21 
at the Municipal Auditorium, 
Kansas City, Mo. Secretary, Wil- 
liam J. Shaw, 214 Werby Bldg., 39th 
and Main, Kansas City 2, Mo. 

West Virginia Hardware Assn., con- 
vention and exhibit, March 16-18, at 
the Daniel Boone Hotel, Charleston. 
Secretary, James C. Fielding, 1628 
McClung St., Charleston. 

Wisconsin Retail Hardware Assn, 
convention and exhibit, Feb. 3-5 at 
the Auditorium, Milwaukee. Secre- 
tary, H. A. Lewis, 200 Strongs Avey 
Stevens Point. 
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propellents. 





“*Freon”’ is Du Pont’s registered trade- 
mark for its fluorinated hydrocarbon 








DU PONT 





E. I. du Pont de Nemours & Company (Inc.) 





90% OF RETAILERS REPORT 


AEROSOL NEWS 





Here’s a chance to test your 
knowledge of the fast-growing aerosol 
field! Give yourself 20 points 
for each correct answer. 


] The number of aerosol-product users has 
@ shown an increase in the last five years of: 


(a) O% (b) 90% (c) 111% (d) 550% 


The most popular household aerosol prod- 
uct sold in hardware stores is: 

(a) room deodorants  (b) insecti- 
cides for crawling insects (c) moth- 
proofers (d) insecticides for flying 
insects 


The percentage of users who buy aerosols 
in hardware stores is: 


(a) 10% (b) 20% (c) 26% ‘d) 75% 


The percentage of users who say they will 
rebuy aerosol room deodorants is: 


(a) 40% (b) 86% (c) 95% (d) 100% 


The percentage of satisfied household aero- 
sol product customers reported by all deal- 
ers is: 


(a) 19% (b) 27% (c) 53% (d) 84% 

















“These fly swatters belong to my old-weapons 
collection since | tried an aerosol insecticide!” 
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Aerosol 


When Phillips Products Company, 
Chicago, packed their sealer, 
“Aurillium,”’ in spray-on aerosol con- 
tainers, sales immediately leaped 
ahead. Good example is the experi- 
ence of Von Lengerke & Antoine, 
Chicago, dealers in sporting goods. 
First order of one case in September 
1950 sold quickly, and three days 
later three more cases were ordered. 
This dealer now orders in 12-case 
lots, and Mr. Krause (above), in 
whose department the product issold, 


Packaging ‘‘Skyr 





pd 


ockets’” Product Sales 


recently reported: ‘“We have done a 
very good job on ‘Aurillium,’ not 
only for shining cars but also to pre- 
serve and protect guns, rods and 
reels, aluminum boats and other 
sporting equipment.”’ 

Aerosol products are becoming 
more popular every day and mer- 
chandising-minded hardware store 
managers from coast to coast find 
that it pays to give these fast-selling 
products a good display such as that 
pictured here. 


————! 





Why “Freon” Propellents Are Best For Every Aerosol Type 


Important factor in growth of the 
aerosol market has been reliability 
of ‘‘Freon” propellents used in most 
aerosol products. These safe propel- 
lents were supplied in 21 different 
varieties during 1951 for every type 
of aerosol: space spray, surface-coat- 
ing spray and foam product. ‘‘Freon” 


propellents are ideal for these aero- 
sols because they are safe . . . non- 
flammable, nonexplosive, virtually 
nontoxic, and harmless to fabrics, 
furs and finishes. 

Your customers will be interested 
in these facts. Use them in your 
selling talk. 
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“Kinetic” Chemicals Division, Wilmington 98, Delaware 
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Map above shows 40 cities throughout U. S. in which recent Du Pont Aerosol Market Survey 
was made. A total of 389 hardware store owners or managers and 2364 consumers was 
ire was 


iled to 2500 subscribers of Farm 





interviewed. In addition, the same q 





Slick Sales Builder 


The attractive metal display rack 
pictured above can easily be set on 
counter near cash register, on the 
floor or on a table where heavy store 
traffic will be sure to see it. Such 
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Journal magazine to obtain a report on rural market areas. 


displays invite examination of the 
product, “‘Quick-Foam”’ rug and up- 
holstery cleaner, manufactured by 
Plasti-Kote, Inc., Cleveland, Ohio. 
Note pocket at right of rack, con- 
taining descriptive handbills. This is 
the kind of display that builds up 
sales volume. 

Many aerosol manufacturers offer 
retailers various sales aids . . . dis- 
play stands, counter cards, window 
banners, light-pull tags and the like. 
Be sure to make good use of these 
sales helps. 


Fast Turnover Makes 
Pretty Profit Picture 


Many aerosol productsenjoy anaver- 
age turnover 4 times yearly. If profit 
averages 20%, this means return of 
80¢ on each original dollar invest- 
ment. While profit on many items 
may be higher, it’s the fast-moving 
product that pays big dividends. 


FAVORABLY ON AEROSOL SALES 


Nationwide Survey Shows 
Big Sales Gains 
Over Last Year 


‘*‘How do your aerosol product sales 
this year compare with last year?” 
When dealers thoughout the country 
were asked this question in a recent 
survey of the aerosol market con- 
ducted by the Du Pont Company, 
the answers reflected steady growth 
of consumer—and dealer—accept- 
ance of the aerosol method of dis- 
pensing. About 90% of responding 
dealers gave answers classified as fa- 
vorable . . . 27% reporting better 
sales, 17% much better and 44% 
about the same. 


This bright picture of aerosol-prod- 
uct sales is a natural result of the 
increasing consumer demand for aero- 
sols. Usage of such products has 
jumped from 27% of consumers in- 
terviewed in 1947 to 58% in 1951. 
Also helpful in expanding sales at 
the retail level has been the dealers’ 
personal preference for aerosol-dis- 
pensing methods. Dealers who re- 
ported favorably on aerosol sales reg- 
istered a 95% vote in favor of aero- 
sols and 82% considered the aerosol 
method distinctly better than alter- 
nate methods. 


Answers to Aerosol News Quiz 
(Based on Du Pont Aerosol Market Survey) 


1. kc) 111%. The number of users has more 
than doubled since 1947. 

2. (d) 91% of all hardware stores stock insecti- 
cides for flying insects. 

3. (b) 20% of urban aerosol users made their 
purchase ina hordware store. 26%ofrural + 
aerosol users did the same. 

4, (b) An average of 86% of consumers who 
have tried aerosol-type room deodorants 
say they will rebuy. 

5. (d) 84% of dealers who stock household 
deodorant aerosol products reported cus- 
tomers had voiced no objections. 
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WHAT'S WEW 








Latest Information on New Hardware Merchandise 


(Continued from page 13) 


dow carton which holds two easily- 
seen 50-ft. connected hanks. The 
joining lengths of the line extend 
above the carton to form a carry- 
ing-home handle and serves as a 
sample of the quality of the prod- 
uct. Circles at top of carton make 





pricing easy in both 50 and 100 ft. 
lengths. Puritan Cordage Mills, 
1205 E. Washington St., Louisvile, 
Ky. 


Insulated Picnic Jug 


Full fibre glass insulation 
throughout the entire steel body of 
this picnic jug, called the High- 
lander, is reinforced by a Therm- 





A-Jacket, an added insulator jacket 
fabricated of quality materials to 
give added protection to the jug. 
The jacket fits over the entire body 
and is easily removable by means 
of a zipper around the entire cir- 
cumference of the jug. The top 
and bottom areas of the jacket are 
made of light tan leatherette, the 
body of imported Wallace Plaid 
fabric on a rubberized backing. 
Handle, cap and spout are made of 
scarlet phenolic plastic. It holds 6 
qt., retails for $12.95, and is of- 
fered with a complete merchandis- 
ing program for retailers. Knapp- 
Monarch Co., Bent and Potomac 
Sts., St. Louis 16, Mo. 


Moth-Proofing Treatment 


Called Dynol, this moth-proofing 
treatment is packaged in conveni- 
ent Spra-Tainer, which releases a 
fine spray when button is pressed. 
Dynol aids in the protection of 
clothing, rugs, upholstery, drapes 
and other household items. It is 





completely invisible and kills moths, 
eggs and larvae on contact. It will 
not stain, discolor or leave any 
chemical deposit. Bostwick Labora- 
tories, Inc., 706 Bostwick Ave., 
Bridgeport, Conn. 


Metal Ironing Table 


This all-metal ironing table with 
the Aireated Top is durable and 
will not walk, creep or buckle. It 


opens and closes in one movement 
and folds flat for a 2-in. storage 
space, where it can be hung by its 
handle. A clothes basket will fit 
under the table and leave plenty of 
skirt and foot room. The table, 
colored blue, is 32 in. high, 15 ip, 
wide and 54 in. long. Howard B. 
Rich, Inc., Carrollton, Ky. 


Mouse Trap 


A new feature, a rolled bait 
pedal, has been added to the Victor 
mouse trap. The improved pedal 
eliminates the need of tying or slip- 
ping the bait onto the pedal, mak- 
ing it only necessary to press the 
bait into the hole on the pedal in 
a single, simple operation. This se- 




















cures the bait firmly within the 
pedal, increasing its effectiveness. 
The rolled bait pedal has also been 
added to the Auto-Set, Little Champ 
and Easy-Set mouse traps. Animal 
Trap Co. of America, Locust St. 
Lititz, Pa. 


Garden Spray 

Ready-to-use garden spray comes 
in pressurized container and kills 
Japanese beetles, thrips, aphids, 
leaf hoppers and other insects. 
There are 12 oz. to a container and 
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In The Fire Pot... 


Preway’s exclusive Air-activated 
Burner demonstrates the brand 
of ECONOMY your customers 
want to hear about. It guaran- 
tees low fuel cost because it is 
designed to burn — and burn ef- 
ficiently — the cheapest grade 


of fuel oil on the market. 


san R84 


In The Combustion Chamber 


Preway provides the Heat 
Miser — a specially designed 
heat booster. You can show 
your customers how it ex- 
tends the line of travel of the 
hot flaming gases over more 
heat-absorbing metal sur- 
faces to make every B, T. U. 
work harder. 





profitable 







oil-burning circulators 
are bigger in power, 
performance and economy 


A beauty of a heater is Preway. From appearance to per- 
formance, as you can see, this well-balanced line is power- 
packed with sales appeal. Just study the Preway features 
highlighted here ... each one an engineering-merchan- 
dising first that beats the best that others offer... and 
you'll know why Preway is already one of the country’s 
Big Three in space heater production. You, too, can cash in 
on this line of opportunity that puts you out in front of 
competition and out ahead in sales and profits. Act now, 
before it is too late, to be the Preway dealer in your com- 
munity. Phone, wire or write today for full information. 


PRENTISS WABERS PRODUCTS CO. 
2652 SECOND STREET, NORTH, WISCONSIN RAPIDS, WIS. 
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In The Circulating Action... 






Preway offers, as optional 
equipment, a powerful blow- 
er attachment that carries 
heat on to distant areas, main- 
tains a more uniform temper- 
ature throughout the house. In 
the summer it acts as a room 
cooler, a feature everyone ap- 
preciates. 























In The Price Tag... 


t 
Preway gives you @ psig = 
every customer responds to 


ctivel 
(= =) initial cost . . - the most attra y 


















marked ticket in the industry. 






























WHAT'S NEW 








it can be applied indoors or out- 
doors on most of the decorative 
plants. Called Krylon Garden 
Spray, it contains 3 pct dichloro- 
diphenyltrichloroethane, .756 pct 
Rotenone and 1.244 pct of other 
cube resins. Retail price is $1.89. 
Krylon, Inc., 2601 N. Broad St., 
Philadelphia, Pa. 


Rifle Recoil Pad 


Neoprene rubber recoil pad slips 
on stock of rifle or shotgun and pro- 
tects against bruising recoils. The 
cushioning pad is made of sponge 
rubber. Bright red in color, the pad 








boo a 
wii” er ‘Soa 


comes in three sizes to fit stocks 
from 410 to 10 ga. Retail price is 
$1.00. Dewey & Almy Chemical 
Co., 62 Wittemore Ave., Cambridge 
10, Mass. 


Power Bit 


This Russell Jennings power bit, 
the 100ED model, has a 50-50 brad- 
screw point designed for fully con- 
trolled power drilling in any three- 
jawed chuck. It can be started or 





stopped at any time and any depth 
without jamming or binding. A 
single shortened spur helps balance 
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the cutting action, requires less 
power and end pressure. Made of 
high carbon steel, tempered for 
lasting edges, it has hand-filed ex- 
tension lips and spurs. Available 
in open stock and in roll kits of five 
and eight different bit sizes. Stanley 
Tools, New Britain, Conn. 


Steam Ironing Attachment 


Model GM 4B, lightweight steam 
ironing attachment, is designed to 
be used with the Tru-Heat iron. It 





features a permamold tank, auto- 
matic spring locking, improved 
water channeling and high effi- 
ciency. General Mills, Inc., 1620 
Central Ave., Minneapolis, Minn. 


Pre-Assembled Lock 


Called Reddi-Mount, this cylin- 
drical lock is pre-assembled in the 
factory and allows easier, faster 
installation. It is always in align- 
ment because of its unique single 





unit construction. The lock fea- 
tures free-wheeling, which prevents 
the freely spinning knob from 
being forced when locked. It has a 
locking push button in the knob, 


automatic unlocking, five-pin cynn. 
der, brass latch and solid brass trim 
with concealed screws. J. Chesler 
& Sons, Inc., 41 Varick Ave, 
Brooklyn 37, N. Y. 


Steel Tackle Box 


Made entirely of deep drawn steel] 
with a hammer baked enamel finish, 
this 18x814x814-in. tackle box fea- 
tures an entire cork lined body. 
Known as No. 1838-R-DSC, it has a 
removable tray with adjustable 
dividers, an electronically welded 
continuous piano hinge, two side 
bolts and center lock, and two non- 





removable cork lined trays with ad- 
justable dividers. The box is large 
enough for the salt water angler 
and his equipment. Simonsen In- 
dustries, 1414 S. Michigan Ave., 
Chicago 5, IIl. 


Compound Leverage Snip 


A right hand, left hand and 
straight cut can all be achieved 
with this compound leverage snip 
which has high carbon cutting 
blades and blued steel handles. By 





combining the return spring and 
fulcrum bolt, the leverage ratio is 
increased without increasing the 
overall size of the snips, giving 
more applied power with less effort. 
The snip, which cuts 16-gage steel, 
has a safety lock with a retainer 


HARDWARE AGE, AUGUST 7, 1952 








U.S. Se 
is unbe 
splicing 
U.S. Se 


QUAIL 


‘ 


UNI 


HARDWARE 


-pin cyln- 
brass trim 
J. Chesler 
rick Ave, 


rawn steel 
mel finish, 
e box fea- 
ned body, 
>, it hag a 
adjustable 
ly welded 

two side 
| two non- 





with ad- 
: is large 
r angler 
nsen In- 
an Ave., 


. Snip 
and and 
achieved 
age snip 
cutting 
dles. By 


i, 


ng and 
ratio is 
ng the 
giving 
3 effort. 
e steel, 
etainer 


7, 1952 





SECURITY 
FRICTION TAPE 
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perfect picture of profit 


U.S. Security Rubber Tape U.S. Security sells quickly and easily, pulls in solid profits 
is unbeatable for perfect 


splicing when used with 
U.S. Security Friction Tape. grip, has high-dielectric strength and will not ravel. Its high- 


because it has stronger selling points. Security has a strong 


tensile, straight-tearing fabric is free from dangerous pin- 





QUALITY PRODUCTS OF ' 
holes. Dealers and contractors everywhere prefer Security 


for electrical and general-purpose jobs. Have you enough 


Security in stock? 


UNITED STATES RUBBER COMPAN 


TAPE DEPARTMENT * ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
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which holds the latch out of the 
way of the work when the snip is 
in use. Midwest Tool & Cutlery Co., 
Sturgis, Mich. 


neem, 


the light on or off. Complete wit} 
a 7 watt bulb and translucent ivory 
shade, it has a pin-it-up feature 
that allows it to be placed any. 

























where on the wall. Packaged op 
individual display card, it retails 
for about $1. Monéwatt Dept. Gen. 
eral Electric Co., 66 Bissell St, 


Electric Alarm Clock 


Called Sphinx, this electric alarin 


_clock is gracefully small, being Providence 7, R. I. 
| only 4% in. high. It combines 
| modern style with beauty and utii- ( 


Coffee Filters 


Filters, designed for use with 
Sunbeam Coffeemaster models C-30 
and C-20, remove coffee dregs and 








ity. It has a mahogany finish with 
gold color feet and bezel, bell alarm, 
current interruption signal and 
felt cushioned feet. Retails for $7.95 
with plain dial; $8.95 with luminous 
dial. Westclox Div. of General Time flavor intact. Single-service and 
Corp., La Salle, Ill. disposable, a new filter should be 
| used with each pot of coffee. 

. * package of 200 filters retails at $1 
| Night Light for the C-30 size, or $1.20 for the 
| Versatile night light with a 6 C-20 size. Schwartz Mfg. Co., 1600 

ft. cord and concealed suspension 


12th St., Two Rivers, Wis. 
bracket can be placed on a wall, by 





leave coffee clear with its natural 





| 


Caulking Cartridge 
Consisting of a standard hole-in- 

cap cartridge of non-hardening, 

non-staining Caulk-O-Seal and 4 





| the medicine cabinet, under a pic- 
ture, near stairs and almost any- 
where in the home. A handy push 
| button switch makes it easy to snap 
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— You can put your confidence in- 


the | IK ) 
® 


Quality Twines and Cordages 


line 

SEINE TWINES 

SEINE CORDS 

TROT LINES 

STAGING 

VENETIAN BLIND CORD 
SASH CORDS 
CLOTHES LINES 
MASON LINES 
BUTCHER’S TWINES 
FISHING LINES 

NYLON CASTING LINES 
STARTER ROPE 

JUMP ROPE 

MOP HEADS 
WRAPPING TWINES 
KITCHEN LINES 
EXPRESS TWINES 
CHALK LINES 

KITE CORDS 

PARCEL POST TWINES 
POLISHED INDIA TWINES 
PLASTIC CLOTHES LINES 









We are introducing our new line of Polished 
Fine India Twine after perfecting what we feel 
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to be the best product of its kind on the market. 


Because of its 


Reliable UNIFORMITY 
Smooth Even POLISH 


Evttra Hig; BREAKING 














POLISHED 
INDIA TWINE 





STRENGTH 





(Made available in a variety of put-ups) 


ART. 

577 No. 24 Solid wound balls, 485 ft., 56 lbs. test 
578 No. 36 Solid wound balls, 323 ft., 85 lbs. test 
566 No. 24 Cored balls 75 ft., 56 lbs. test 
566-B No. 24 Cored balls. 150 ft., 56 lbs. test 
567 No. 36 Cored balls 100 ift., 85 lbs. test 





ORDERS OF $50.00 OR MORE, FREIGHT 


PREPAID. Orders of less than $20.00 f.0.b. 
Mill, Lawndale, N. C. or Marietta, Minnesota. 
Orders of $20.00 to $50.00, freight allowed 
to $1.00 per cwt. Freight prepaid does not 
include extra charges incurred outside car- 








(All packed 12 balls to box) 








When you display the YEG line- 


rier's regular zone of delivery. 
, it Sells! 
Cleveland Mills Company .rwyoace, nortH carouina 


ESTABLISHED IN 1873 | 





Marietta, Minnesota 
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snap-in plastic nozzle, this caulk- 
ing cartridge can be used with 
equal effectiveness in all types of 
cartridge caulking guns. The caulk- 
ing compound never touches the 
sides of the gun so there is no 
after-cleaning. The cartridges are 
available in several colors and the 
compound, which is a plastic, rub- 
ber-like caulking material, com- 
pletely seals cracks and joints of all 
kinds; it adheres to any type of 
surface. Calbar Paint & Varnish 
Co., 2612-26 N. Martha St., Phila- 
delphia 25, Pa. 


Midget Wrench Sets 


Three midget open end wrench 
sets have been added to the Proto 
line. Designated Nos. 3200B, 3200D 





and 3300A, each set has small ob- 
struction-type and_ electrical-type 
wrenches and comes in a flexible 
vinyl plastic kit. Set No. 3200B 
includes a 41% in. midget plier and 
four obstruction - type wrenches 
with eight different opening sizes 
ranging from 13/64 in. to % in. 
Set No. 3200D contains all of the 
tools in No. 3200B, plus four addi- 
tional wrenches. Set No. 3300A has 
nine electrical-type wrenches with 
opening sizes ranging from 7/32 
in. to % in. Plomb Tool Co., 2209 
Santa Fe Ave., Los Angeles, Calif. 


Paint Sprayer Outfit 


Known as Model 990, this auto- 
matic paint sprayer is portable and 
has a diaphragm-type completely 
oil-less ball bearing compressor. Its 
10-gal. welded steel air storage 
tank is equipped with an automatic 
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pressure switch which starts motor 
when pressure reaches 30 |b. and 
stops motor when pressure reaches 
45 lb. The electric motor is 1/3 hp. 
110 volt, 60 cycle A. C., and comes 
with 10 ft. cord and plug. It deliv- 
ers 3.3 cu. ft. per minute free air 
displacement. It is mounted on 
rubber-tired wheels and has a 15-ft. 
air hose and No. 121 spray gun. 
W. R. Brown Corp., 2705 N. Nor- 
mandy Ave., Chicago, IIl. e 


Improved Floor Machines 


A Swing-Around handle and a 
Safety-Grip type of operating lever 
are features of this improved line 
of 14, 16 and 19 in. Deluxe floor 
maintenance machines. Simplified 
design of the new handle employs 
fewer parts and makes the machine 
easier to operate because the handle 
can be rotated for the built-in trail- 
ing wire to be on either side, and 
the wire can be kept free from the 
operator and machine path. The 
Safety-Grip switch operating lever 
reduces hand fatigue and can be 
easily controlled. It provides posi- 
tive off-on action when gripped and 





prevents machine from starting age. 
cidentally when plugged in; it algo 
stops automatically if operator loges 
control of the machine. America 
Floor Surfacing Machine Co., 522 
S. St. Clair St., Toledo, Ohio. 


Pocket Knife Line 


Open stock line of pocket knives 
includes two three-blade premium 
stock knives, a three-blade cattle 
knife, four-blade camp knife, single 
and two-blade fisherman’s knives, 
barlow; heavy, medium and pony 
jacks; three pen knives and an elec- 
trician’s knife. All blades are made 
of high carbon steel and handles, 
tips and bolsters are of solid, un- 
breakable materials. These knives 
are offered with a small, perma- 
nent display case, 9x14 in. Made 
of wood with a glass window over 
the knives, the case holds 12 pocket 
knives and a fisherman’s knife. 
Price and number strips are under 
each knife and there is_ storage 





space for 8 doz. knives in a closed 
compartment in rear of display. 
Camillus Cutlery Co., Camillus, 
Dy Be 


New Kitchen Items 


One stroke of the handle of this 
French fry potato cutter, show) 
here, pushes the potato through the 
cutting head, making 25 uniform 
sections. The cutting head lifts out 
for easy cleaning and the whole 
unit is metalized after fabrication 
to protect it from rust. It is in- 
dividually boxed in three-color de- 
scriptive carton and will regularly 
retail for $3.95; a special introduc- 
tory offer of $2.95 is being made. 
Also available are a complete line 
of rust-proof kitchen strainers 
ranging from 19¢ to $2.49, copper 
bottom stainless steel utensils from 
$2.95 to $14.95, eight kitchen tools 
from 39¢ to $1, two silver-plated 
tea strainers retailing for $1 each, 
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I’m Goin’ Back To The Wagon, 
Boys .<-. Goin’ To Put On My 


Warm MORNING Sellin’ Shoes! 


Annie Lou 
And Danny 






















Moon . 
Mullican 6. 


the DUKE of PADUCAH 


And Star Aug.16 


GRAND OL’ OPRY 
STARTING... 


















Paw Always Told Me to let folks 
in on goud news, and I’ve really got 
some! Me and Moon Mullican, Annie 





Pick Out The NBC Station In Your Area — 




































Lou and Danny and The Warm Morn- 
prs Beye axe of not to tell right around And Tell Your Neighbors To Listen In! 
ten million people about Warm Morn- 
ing Coal Heaters and Gas Heaters! 
Oh, man! That means there’s going to “— o sons _— . ins 
* incinnati, 10 ogan, . Va. 
n a closed be hundreds of prospects hearing us, WIRE Indianapolis, ind. WILS Beckley, W. Va. 
f disple. for every dealer in our listening area! Oh, | ‘Most Forgot — Ernest Tubb, WDAF tom = | (WEEK Sietel ee - “— 
Camila Cowboy Copas, Hank Snow, Jimmy wor: Bristol, Tenn. WHIS Bluefield, W. Va. 
' 1 Don’t Want To Sound Braggy, Dickens and a passle more are all set WAVE —_Louisville, Ky. OAM Pittsburg, Kan. 
but those folks are goin’ to high-tail ad to be guest stars! There’ll be a differ- WKPT Kingsport, Tenn. WMBG Richmond, Va. 
eT ot? ent one every week to help us sell! WSM = Nashville, Tenn. WBOW Terre Haute, Ind. 
your place and say, “Let’s see one of WSVA Harrisonbur, 

- ° @, Va. wMiT Charlotte, N. C. 
those Warm Mornings The Duke is WSLS Roanoke, Va. WSB Atlanta, Georgia 
always talking about!” Yes sir, we’re | Don’t Need To Say that you’d xso St. Louis,Mo. WBRC Birmingham, Ala. 

; going to be on NBC during your best better have a big stock of Warm Morn- WMVA Martinsville, Va. WROL Knoxville, Tenn. 

lle of this selling-months—and folks will be buy- ings ready —Shucks, you already know WGKV Charleston, W.Va. WMC Memphis, Tenn. 
sr, shown ing Warm Morning Coal Heaters and that! But it might be a right smart WwPUV Pulaski, Va. WG Evansville, Ind. 
rough the Gas Heaters from you like you never _ idea to sort of count over and make REX = Lexington, Va. — WSIS Winston-Salem, N.C. 
; . ' WRON Ronceverte, W. Va. 
. uniform did see! sure you have enough! 
d lifts out 

he whole 
abrication 

It is in- 
-color de- " . . 

regularly Get Ready for the sales-and-profits opportunity this new 

introdue- Warm Morning Show is creating for you! Stock up on Warm 
ng made. Morning Coal Heaters with the patented Firebrick Interior . 
plete line Warm Morning Gas Heaters with the exclusive “Heat Ramp”! 
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advertising. All merchandise is gt. § maintaine 








> tractively packaged and display § lift-up rel 

von Hf a A AY boards and other point-of-sale ma. § % small 
terial are available to all dealers § bUm™S — 
L. E. Mason Co., 98 Business St, § 2"-t2™™s 
Boston 36, Mass. nickel an 
handles a1 
nolic plast 
° , of clear p 
a Mary Ann baking set for $4.95, a rest; it has a heater type 7 ft. Ready-Mixed Paint ground. I 
steak set in a plastic roll for $3.50, cord, 10,000-cycles, and it weighs 3 When applied to most metal gur. § volt, A. ( 
carving sets ranging from $4.95 to lb. 10 oz. when empty. Retails for faces, this ready-mixed aluminum § 3 $22.95. 
$9.95, Double Header minute mop $18.95. Hoover Co., North Canton, paint becomes permanently bondeq § West¢”%9 








for $4.95, a sharp hollow-ground 
paring knife for 29¢, an ice cream 
paddle for 69¢, and an imported 
Sheffield buffet set gift boxed for 
$7.95. Ekco Products Co., 1949 N. 
Cicero Ave., Chicago, III. 





Ohio. 





Mansfield, 


Two-Oven Electric Range Portab! 
A divided cooking top, four fast- This ve 
heating Chromalox surface units, table and 
each having seven heat speeds, and as a table 
a Flavoramic oven with fully auto- flat surfa 
matic timed heat control are fea- is equipp 
tures of this two-oven model elec- hase whi 
tric range. Surface units include a surface. 
6-in. 1600-watt high power unit ' ter assem 
and others ranging from 1250 to = "Otttne sneer eaon coro” for either 
2100 watts. The concealed oven Cleveland 19. Ob Can-O-Mz 
unit is 2100 watts and the broiler severed ¢ 
unit 3000 watts; both units are re- white or - 


movable for easy cleaning. The 
economy oven-broiler has a therme- 
static heat control and 3000 and 





to it after painted area is heated to 
from 500 to 1600 deg. F. Called 
Super-Hot, it will add a protective 
and decorative finish to furnaces, 
pipes, boilers, ovens and _ other 
metal surfaces withstanding 1600 
deg. of heat. It will not crack, chip 
or peel, but is heat-resistant, anti- 











Electric Steam-Dry Iron corrosive and weather - resistant. 
Featuring the use of the flash cheers Bronze — Corp., bog SS 
steam principle, which eliminates Waterloo Rd., Cleveland 19, Ohio. 
danger of steam pressure, this elec- 
tric steam or dry iron automatically 
shuts off steam when placed on its Electric Toaster 
heel to rest. The satin aluminum Automatic electric pop-up toaster 
safety-set dial can be turned with- operates on a fixed time, uniform 
out removing the hand from the toasting cycle basis. All bread is matchin 
: . g 
handle when a change in the de- toasted for a minute and a half, Made of 
gree of heat is desired. The reser- but the heat input is accurately § with mas 
voir holds 7 oz. of water; the sole- 2100-watt units. Both oven doors  ©tTolled according to the kind off Mfg. Co., 
have windows for easy viewing. fieway, K 
Known as Model L404, it is a 40-in. 
range finished in white acid-resis- 
tant titanium porcelain enamel and 
has an Adjusta-Lamp which slides Rubber 
up or down. Perfection Stove Co., A com 
7609 Platt Ave., Cleveland 4, Ohio. flated ba 
Grip line 
ment a | 
Bathroom Accessories bern 
Fine cast accessories of this new cer ball 
bathroom line are moderately molded 1 
priced and come with the manufac- for use \ 
turer’s guarantee against defects and cind 
in workmanship or any defect un- water-res 
plate has grooves to give even der ordinary usage. Finished in toast selected and with automatic can be 
distribution of steam; the handle triple chrome plate, the line is to be compensation for starting with 4 water. T 
has both a right and left thumb aggressively. promoted by national cold or hot toaster. The control is ers and 
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maintained by a thermostat and a 
lift-up release permits the removal 
of small pieces of bread without 
purning fingers. The casing is 
non-tarnishing chrome finish over 
nickel and copper on steel. The 
handles and base are of brown phe- 
nolic plastic, the depressing handle 
of clear phenolic with a gold back- 
ground. Designed for use with 115 
volt, A. C.; suggested retail price 
is $22.95. Electric Appliance Div. 
Westinghouse Electric Corp., 
Mansfield, Ohio. 


Portable Can Opener 


This versatile can opener is por- 
table and can be used on the wall, 
as a table model or on any smooth, 
flat surface. Called Vac-O-Mat, it 
is equipped with a vacuum disc 
base which adheres firmly to the 
surface. It has a two-position cut- 
ter assembly which quickly adavts 
for either wall or table use and a 
Can-O-Mat magnet which holds 
severed can lids. Available in red, 
white or yellow baked enamel with 





c= 


matching knobs and chrome trim 
Made of steel, it retails for $5.98 
with magnet, $4.98 without. Rival 
Mfg. Co., 22nd St. and McGee Traf- 
ficway, Kansas City 8, Mo. 


Rubber Balls 


A complete line of rubber in- 
flated balls, known as the Sure- 
Grip line, has been added to supple- 
ment a line of leather balls. The 
new line consists of three different 
footballs, three basketballs, a soc- 
cer ball and.a volley ball. The 
molded rubber balls are designed 
for use on concrete courts, gravel 
and cinder playgrounds. They are 
water-resistant, mildew-proof and 
can be washed with soap and 
water. They have pebble grain cov- 
ers and suggested retail prices of 
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Time to Start Your 


FALL PROFITS 
with NATIONAL GUARD 
PACKAGED WEATHERSTRIP SETS 


pp COLd OUT 
Keep HEAT IN 2 | 


miei 5 






< 


~ 
Flexible, rust-proof, white 
metal and heavy wool felt. Keeps 
cold out—keeps heat mn. For win- 
dows or doors! Packaged for fast 
\\. over-the-counter sales. 


“ier 


















Priced for 
Big Volume 


DOOR WEATHERSTRIP 
SET with Zinc and Felt Door Bottom 


No. 336-SS for 3' x 7' Door 
Spring stainless steel in compact 
package for single door 

. . . complete. 












Professional Type 
DOOR WEATHERSTRI 


SET with Aluminum 1-3/8” 
Interlocking Threshold 
No. 236-SS for 3' x 7' Door 


Spring stainless steel set featuring ex- 
truded threshold plate. Complete for 
single door. Easy installation. 


SL 
nes 2 
Finest cS 


’ SS 






zg 
* 
2 





A 
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UG 
/ 
a 
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Contact Your Jobber or Write Direct 


Manufactured by NATIONAL GUARD PRODUCTS, INC. 
540 Jackson Ave. © P.O. Box 4754 © Memphis, Tenn. 
Manufacturers of Metal Mouldings—Weatherstrips 

Screen Door Grilles—Window Guards 
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$1.25, $3.95 and $9.95 for the foot- 
balls; $4.95, $7.45 and $11.25 for 
the basketballs; soccer ball $6.95, 


and volley ball $6.45. Draper-May- 
nard Co., 4861 Spring Grove Ave., 
Cincinnati 32, Ohio. 


Dinette Sets 


Plastic-topped tables and Koro- 
seal-upholstered chairs are fea- 
tured in the Gourmet and Duchess, 
metal-and-plastic dinette sets. The 
Gourmet, shown here, includes an 
ovaloid shaped table trimmed with 
a 2-in. stainless steel band; its 
tapered legs have a 6-in. enameled 
sleeve at the top and matching plas- 
tic boots at the bottom. Table 
measures 30x40 in. and can be ex- 
panded with an 8-in. leaf. Chairs 
have straight, stainless steel legs 
of %-in. tubing and angled backs. 
The Duchess, designed for dining 
room use, seats eight at its 35x50 
in. table that can be expanded with 
a 15-in. leaf. Table has double 


legs and the chairs have self-con- 
forming adjustable backs. Arvin 
Industries, Inc., Columbus, Ind. 
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Pocket Hand Warmer 


Tested to maintain constant, 
comfortable heat on the coldest 
days, the Sportsman pocket hand 
warmer operates on a thermic heat 
principle of warmth without flame. 
It is safe and easy to operate, hav- 
ing no moving parts to go out of 
order. It uses ordinary lighter 
fluid. As big as a package of ciga- 
rettes and half as thick, it is heavy 
chrome plated over brass and 
weighs 5 oz. Individually packed 
with velveteen carrying bag, filler 
cup and instruction sheet, 24 units 
to a colorful counter display. Re- 
tail price is $2.29 for plain warmer, 
$3.50 for 22-karat gold plated De- 











luxe Sportsman, gift wrapped. 
Waltco Products, 2300 W. 49th St., 
Chicago 9, IIl. 


Chain Tool 


Similar to a large size pair of 
pliers, this chain tool can break 
drive chains jammed on farm equip- 
ment in a matter of seconds. Called 
the Modern Chain Tool, it is easy 
to operate and can be used on any 
steel detachable chain from No. 35 
and including No. 62 without ad- 
justment. By squeezing the handles 
together the pusher pin pressing 
against the chain link joint sepa- 
rates the links and breaks the 
chain. Handles and tool heads are 
made of steel; the tool head is a 
steel casting. The pusher pin is 
made of heat treated tool steel and 
a fine spring is used for the handle 
recoil. Modern Stamping Co., Shel- 
byville, Ind. 


Deep Fryer 

Added to the Universal clectrie 
housewares line is this deep fryg 
which is automatically controlled 
for good cooking. It provides q 
simple, quick way to prepare large 
varieties of meals and can be 
drained easily and stored when not 
in use. An easy-to-read dial sets 
temperatures to exact pre-tested de 


gree for best deep frying and 
thermostatic control prevents burn- 
ing or scorching of compounds, It 
holds 3 lbs. or 3 pints of frying 
compound and has a drain spigot 
for emptying. A 6 ft. fabric cord 
is attached. The temperature range 
is 250°-450°. Current 1350 watts; 
110-120 volts; A. C. only. Retaiis 
for $29.95. Landers, Frary & Clark, 
New Britain, Conn. 


Cellar Drainer 


Called Figure 3631, this close- 
coupled-type horizontal cellar 
drainer provides positive protec- 
tion from flooded cellars and is 
never subject to binding or clog- 
ging due to an accumulation in the 
sump, because the pump itself is 
not in the pit. Sump and strainer 


of unit are easily cleaned; the mo- 
tor is not subject to vapor, mois- 
ture or fumes from the sump, and 
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CENTRAL STATES 
“WINTER WINNERS” 


* TRANSPARENT 


Pro-Tex-Mor PLASTIC 


STORM WINDOWS 
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PRO-TEX-MOR STORM WINDOWS are the biggest pro- 
motional item for fall! Listed by Retailing Daily as one of 
the 40 “best sellers” for 1951 throughout the country. 
Available in the new, colorful display box, or in sturdy 
mailing tubes. 


Average retail sale... 6 Storm Windows 
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PRO-TEX-MOR* STORM WINDOW 


Just 5 minutes with a hammer and 
scissors, and any average window 
is turned into a STORM WINDOW. 
Resists wind and cold, saves fuel, 
keeps home warm entire winter . . . 
for a small fraction of the cost of 
storm sash. Contains 36” x 72” 
sheet of strong shatterproof plas- 
tic, framing strips, nails. 


PRO-TEX-MOR* STORM DOOR 


This sturdy Screen Door Cover 
turns any screen door into a 
STORM DOOR that resists cold, 
rain, wind... keeps home warm. 
Package contains creped, water- 
proof, golden-colored Screen Door 
Cover with transparent, eye-level 
window, framing strips and tacks. 
Easy to put up in only 5 minutes 
with just a hammer. 


5221 NATURAL BRIDGE - ST. LOUIS 15, MO. 


Every box is its own display card! . prclapageil tet: 
: (Also still available in mailing tebes) a a ay 











WHAT’S NEW 








the unit may be set away from the 
sump. The centrifugal pump is 
self-priming and the impeller and 
guide vane are of non-rusting 
bronze. Goulds Pumps, Inc., Seneca 
Falls, N. Y. 


Door Holder-Door Stop 


Metal or wooden doors can be 
firmly anchored with this door 
holder and door stop, No. DS4. 





OMSIWATION “Adit” \ 


DOOR HOLDER 





By. 


DOOR 4STOP 
Y \ 








Easy to install, it is made of heavy 
gage steel with rust-resisting plat- 
ing. It has a piano wire spring. The 
unit comes individually mounted 
on colorful display card with four 
screws. Retail price is 40¢. Stanley 
J. Pask Associates, Inc., 76 Laight 
St., New York 13, N. Y. 


Shaker Set 


Holder of salt and pepper set is 
apple shaped and comes in a variety 
of novel plaids. It can be hung on 





the wall and has a hook for pot hold- 
ers. The shakers are marked salt 
and pepper and are made of soft 


94 


. 


pliable plastic. The base of the unit 
is plywood. Retail price is $1.49. R. 
Spiegel, 677 KH. Third St., Brooklyn, 
IN. ¥: 


Home Type Snow Plow 


Snow is collected through a 
screw-action rotor and_ propelled 
up and out of a directional chute 
with this home type snow plow, 
making it impossible for snow to 
be compacted in front of the plow 
and reduces to a minimum the 
tendency of the mechanism to 
freeze in very cold temperatures. 
It also makes possible the disposal 
of slush. The plow, named Snow- 
hound, has a heating device which 
prevents the carburetor or governor 
from freezing, a 17-in. plowing 


swath, and is powered by a 2% 
Briggs & Stratton 4-cycle engine. 
easily 


It is pushed and throws 





snow 10 to 15 ft. Toro Mfg. Corp., 
3042 Snelling Ave., Minneapolis, 
Minn. 


Plastic Storm Window 


Designed to protect against wind, 
rain, snow, cold and to prevent 
steamed windows, the See-Safe 
plastic storm window can be used 
on any standard window or on a 
screen door to convert it to a 
storm door. Made of heavy dura- 
ble, transparent plastic, it is sold 
in kit form, packed in a tube com- 
plete with six framing strips and 
a packet of nails. A colorful free- 
standing carton-display unit, ad 
mats, window streamers and dis- 


play pieces are available. Sydney. 
Thomas Corp., & its Div., The 
Mehl Mfg. Co., Dept. 21-A, 2057 
Reading Rd., Cincinnati 2, Ohio, 


Iron Holder 


A hot iron can be safely put 
away in this iron holder which is 
easily mounted on wall or door, 
Called Safe-Stor, it holds any size 
iron and can also be used as an 
iron rest while ironing, eliminating 
scorched iron-board covers. It is 
made of rust-resistant tin coated 
metal with a fireproof asbestos base 





and has a metal loop at top for 
convenient hanging. Metalmasters, 
Inc., 49 Walton St., Brooklyn 6, 
A. %. 


Garlic Press 


This improved model, No. 703, 
garlic press has no moving parts 
and the stationary pressure plate 
automatically fits into the garlic 
holder. By pressing the handle 
whole garlic cloves are converted 





into a smooth creamy paste, elimin- 
ating lumps, slices and hot areas in 
foods. Made of durable lightweight 
aluminum, it keeps hands free from 
garlic odor. Retails for $1 and 12 
are packed in a self-selling display 
box. Damar Products, Inc., 22 Treat 
Pl., Newark, N. J. 
(Resume reading on page 13) 
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CARLON is available complete with plastic fittings 
for almost any type of installation . . . CARLON is 
GUARANTEED against rot, rust and corrosion . . . 
CARLON can be connected to previously installed 
metallic systems. ° 


ONLY CARLON ... the first real pipe that is plastic 
. is the most modern development of the century in 

the field of fluid transmission. 

CARLON is flexible . . . CARLON is furnished in long 

lengths ... CARLON requires fewer fittings and facili- 


tates rapid installation . . . CARLON weighs only 
1/8th as much as old fashioned metallic pipe . . . and SPECIFY the PIPE WITH THE STRIPE .. . SPECIFY 


CARLON can be handled and installed by one man. CARLON.. . . TOMORROW’S PIPE TODAY! 
ALL CARLON PIPE AND FITTINGS ARE FACTORY TESTED FOR 
MORE THAN 8 HOURS AT GREATER THAN WORKING PRESSURES. ~ 


CARLON PRODUCTS CORPORATION 
PIONEERS IN PLASTIC PIPE! 


IN CANADA: MICRO PLASTICS, LTD., ACTON, ONT. 





10302 MEECH AVE. . CLEVELAND 5, OHIO 
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<4 No. 1 V6 
Victor Stop Loss 


's. For muskrat, 
skunk and mink. Jaw 


spread, 4°’. Also 
No. 14 VG—jow 
spread 4%"’. 


—for fox and 
nutria. Jaw spread, 
5%"’. Also No. 1% 
: te © 
(Double Jaw)—jaw 
spread, 4%"’. 





the PROFIT LINE 
of TRAPS... 


A No. 1 Oneida Jump 

—for muskrat, skunk and mink. Jaw 
spread, 4%"'. Other Oneida Jump 
Traps with jaw spreads from 
4° 10 7%" 


< Quick Dry Fur Frame 


—adijustable. Three sizes available. 


@ These are just a few of the 
available ty of Victor, 
Oneida and Newhouse traps. 
For a full profit, order a com- 
plete assortment from your 
wholesaler. 


ANIMAL TRAP COMPANY OF AMERICA 
Lititz, Pa. * Pascagoula, Miss. 


TO HELP YOU SELL 








New Displays and Other Dealer Sales Helps 


(Continued from page 13) 


of 2 doz. rules in a complete range 
of prices one display unit is offered 
free. Available are the 200 assort- 


ACCURATE - DURABLE - FIMEST QuaLITY 


| 








BL 1N99 198969. 02— 14 





ment of regular-reading rules, and 
the 200F assortment of inside- 
reading rules. Lufkin Rule Co., 
Saginaw, Mich. 


Store Planning Kit 


Planning a store or department 
layout in detail with no previous 
training is made simple and prac- 
ticable with this Store Planning 
Kit. Selecting proper merchandis- 
ing equipment is also covered in 
the kit, which enables a retailer to 
see what his store will look like be- 
fore he spends any money for re- 





modeling or rebuilding. The kit, 
available for $1.50, comes with a 
free copy of the new Spacemaster 


catalog. It can be used over and 
over again. Reflector - Hardware 
Corp., Western Ave. at 22nd Pl, 
Chicago 15, IIl. 


Storm Panes Display 


A self-service display fixture for 
R-V-Lite Ready-Cut storm panes is 
part of a merchandising plan for 
dealers that is tied in with a na- 
tionwide advertising and sales pro- 
motion program. Built of sturdy 
wire, the fixture holds and displays 
two cartons and permits stock of 
48 or 72 units. It is topped with 





display-advertising that has long- 
range visibility. Arvey Corp., 3462 
N. Kimball Ave., Chicago 18, III. 


Home Lighting Booklet 


Housewife can determine the 
lighting requirements in her home 
and select the kinds of electric 
light bulbs that will fill her needs 
most efficiently by reading home 
lighting booklet titled Better See- 
Ability. In 16 pages it reviews the 
newest designs in electric light 
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pulbs and details those best suited 
to several dozen kinds of fixtures, 
prackets, and table, floor and wall 
lamps. Available for three cents in 
stamps or coins. Westinghouse 
Lamp Div., Home Lighting Dept., 
P. 0. Box 430, Bloomfield, N. J. 


Freezer Booklet 


Pocket sized booklet featuring 
“Freedom ... for the whole family 








ings,’ gives facts and figures on 
how the home freezer stretches 
food budgets and discusses many 
other benefits of the appliance. The 
booklet is available free. Ben-Hur 
Mfg. Co., 634 E. Keefe Ave., Mil- 
waukee 12, Wis. 


Pump Catalog 


Compiled especially for dealers in 
water systems and miscellaneous 
pumps and accessories, Commercial 


of details of pump construction, 
views of complete pumps and water 
systems, selection tables and pipe 
friction tables. Also covered are 
tables of requirements for domes- 


¢-52 


Commercial catalog 





tie service and for public buildings, 





| 


—for better meals—for food sav- | 





Catalog No. C-52 contains 88 pages | 








wiring diagrams and related data. 
The complete line of 12 different | 
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the NEW 
CT | —_ 
with 6 choke positions ! Zoe 


/ 


6 GUNS ONE 


















PATTERN 
CHANGED 
IN SECONDS 


Compensator 
and Choke 
Permanent 
Magazine 


only *37-95 


12, 16 and 20 gauge. 


e Compensator for 45% Less 
Recoil! 
e Choke for Diversified shooting! 
e Permanent Magazine for smooth, 
fast loading! 
e Well balanced... easy handling! 
e One-piece barrel and breech! 


@ One-piece genuine Walnut Stock! 


A FEATURE FOR YOUR GUN SALES! 
Stock ‘all three of these amazingly low-priced quality 
Kessler guns in 12, 16 and 20 gauge. 


Kessler Model 28 Bolt Action 

3-shot Repeating Shotgun. $25.95 list 
New Kessler Model 50 LEVER-matic 

shotgun. “3 shots in less than 

2 seconds”... + $52.95 list 
All prices $1.00 higher west of Rocky Mountains 


KESSLER ARMS CORP. 


200 Mechanic Street Silver Creek, New York 


Dealers! Wai This Coupon “Joday/ 


MANUFACTURERS 
of the 


LEVER-matic 
SHOTGUNS 












Millions of 
sportsmen will 
soon see 
Kessler Guns 
advertised in 
their favorite 
magazine. 







Kessler Arms Corp. 
200 Mechanic Street 
Silver Creek, N.Y. 










(] Yes—RUSH me all the facts on Kessler priced-to-sell shotguns! 


Please have your nearest jobber bring me, FREE copies 
of “Shot at Random”, gun safety folder, with hilarious 


Harry Goff drawings and humorous verses. 
NAME 


See us at FIRM 


Bocth 808-809 
National Hardware 
Show 


STREET 


CITY 

















STRATAFLO 


CHECK 
VALVES 


4 flexible 
metal 


| poppet 


For cold or hot water or 
steam. 150 Ibs. pressure. 
Noiseless. Write for Bul- 
letin No. 302. 


All position. Can’t leak. \ | 


ORDER FROM YOUR JOBBER 


Messy 










STRATAFLO 


¢) x-acto 








No. 86 Hobby Chest—$12.00 
Retailing from 25¢ to $30.00 


Write today for our new iilus- 
trated Catalog of the complete 
X-acto line. 





X-acto Crescent Products Co., Inc. 
440 Fourth Avenue, New York 16, New York 





PRODUCTS, INC. 
FORT WAYNE 1, INDIANA _ 


HANDICRAFT KNIVES * BLADES * TOOLS 














TO HELP YOU SELL 








water systems is discussed in de- 
tail. Available free on request. 
Deming Co., Salem, Ohio. 


| Sandwich Spreader Display 
| 

Six sandwich spreaders can be 

| displayed on colorful card for use 

on a counter. Price and other sell- 

ing information makes the card an 








| efficient salesman. Also available is 
a display card that holds 12 paring 
knives of either pakkawood or rose- 
| wood handles. Russell Harrington 
| Cutlery Co., Southbridge, Mass. 





| Gun-Stand, Selling Aids 


Store and window merchandis- 
| ing aids feature a compact, single- 
| unit gunstand lithographed in 
| bright colors, with three inter- 

changeable background inserts 
which allow’the dealer to display 
the models of his choice. Two col- 
orful window streamers, a counter 





card on the Model 99 Hi-Power 
| Lever Action Rifle, consumer litera- 
| ture on four other models, a news- 


Ane é 
| paper advertising mat circular, and 


aoe: 


a firearms catalog and price lig 
complete the package. Available 
free. Savage Arms Corp., Fire. 
arms Div., 86 Broadway, Chicopee 
Falls, Mass. 


Stanley Booklet 


A new booklet for dealers and 
salesmen, titled “The Stanley 
Works . . . at Your Service,” ig q 
pictorial visit to that company’s 
hardware plant. Available free, the 
booklet emphasizes the check kept 
on all products, from the cold roll- 
ing process through final inspee- 
tion. The Stanley Works, New Bri- 
tain, Conn. 


Paint Roller Display 

Easy -to-assemble paint roller 
display has two wings which hold 
actual samples of the product. The 
unit is colorful and is designed to 
build sales with atrractive illustra- 





sales 


tion and _ strong message. 
Trays and other related items can 
be placed between or around the 
rollers. E-Z Paintr Corp., 4817 N. 
124th St., Butler, Wis. 


Tool Catalog 


A wide variety of tools and ac- 
cessories are described in a 28-page 
general catalog with more than 100 
illustrations. Putty knives and 
scrapers, stencil knives, — sloyd 
knives, spatulas, linoleum knives, 
wood scrapers, roofing knives, 
butcher and boning knives, and 
numerous other type knives are in- 
cluded in the catalog. The free 
literature also describes a variety 
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of painter and paperhanger tools | 
and several table displays. Hyde 
Mfg. Co., 54 Eastford Rd., South- 
pridge, Mass. 


frost Control Display 

This point -of - purchase, easel- | 
type merchandise display tells the | 
story and helps to sell Handyhot | 
frost controls. An actual model of 
the frost control fits into the center 
of the display, which has illustra- 
tions, instructions and a convincing 
sales message. The colorful unit 
takes up only 9 in. of space. A dis- 
play comes packed in a carton of | 














six individually boxed frost con- 
trols. Chicago Electric Mfg. Co., 


6833 W. 65th St., Chicago 38, I’. | 


Floor Tile Folder 


Designed as a selling aid, this at- | 
tractive four-color folder is an ef- 
fective Aristoflex color chart and 
sales story teller. The folder will 
help the customer select Aristoflex 
in any of its 13 bright, non-fading 





colors. Aristoflex is a vinyl plastic 
floor tile. Mastic Tile Corp., P. O. 
Box 1151, Newburgh, N. Y. 





You round up more sales 


with the complete line of 
oe 






GAS SPACE HEATERS 


SS ee 






















8 Fully Vented Heaters 
15,000 BTU to 85,000 BTU 
22 Unvented Heaters 
10,000 BTU to 50,000 BTU 


Leaders in Style and Quality 


All Martin Heaters 
AGA — for natural, 
liquified and manufactured gases 


Over 45 years 
Stove experience 






Write your jobber or direct 
for new free complete catalog 











(Resume reading on page 14) 
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KOHLER 
ENGINES 


















Kohler Engines provide re- 
liable power for a wide range 
of uses. Compact, quick-start- 
ing. Engineered and built to 
the high standards that have 
won world-wide. acceptance 
for Kohler Electric Plants in 
construction and other indus- 
tries. The Kohler mark has 
been identified with quality 
products for over three-quar- 
ters of a century. Write for 
information on distributor’s 
sales franchise. 





Kohler Co., Kohler, Wisconsin. Established 1873 


KOHLER or KOHLER 


PLUMBING FIXTURES @e HEATING EQUIPMENT e ELECTRIC PLANTS 
PRECISION CONTROLS 


AIR-COOLED ENGINES e 








Priority and Price Digest 





News and Interpretations of Government Orders 


OPS Budget Cuts Seen 
As Paving Way For 
Hard Goods Decontrol 


In the midst of speculation as to 
the future course of OPS opera- 
tions under a much narrowed budg- 
et, the agency has issued a new 
pricing order for manufacturers. 
This establishes ceilings for new 
products in the consumer goods 
field — major appliances, electrical 
housewares, wheel goods, house- 
wares, etc. 

However, there has been much 
talk in Washington about OPS 
plans to suspend retail ceiling 
prices on housewares, toys, appli- 
ances, radio and TV. Possibly, 
CPR-7 may be dropped entirely 
though the agency has_ recently 
issued a number of minor amend- 
ments and interpretations. 

And though OPS has steadily 
countered against suspension of re- 
tail price lids in the hard goods 
field, maintaining, in the face of 
opposition from the man who sells 
across the counter, that price ceil- 
ings are necessary, it is the drastic 
budget cuts that are forcing the 
agency’s hand. 

Much of the OPS personnel—an 
estimated 12,000 all over the coun- 
try — will go off the pay roll on 
Sept. 1. That at least seems to 
spell doom to any real enforcement 
of price regulations. 


Pricing Order For 
New Durable Goods 


OPS on July 24th issued a new 
pricing order, CPR-161 — for the 
pricing by producers of all new 
items of consumer durable goods. 
It becomes mandatorily effective 
Sept. 24 but can be used at any 
time before that date if a manufac- 
turer chooses. 

The order covers all new items 
of consumer goods made on and 
after Sept. 24, including major and 
small electrical appliances, radio 
and TV sets, glassware, house- 
wares, and wheel goods among 
other items. 

CPR-161 does not affect the ceil- 
ing prices of consumer durable 
goods sold in a producer’s base 


100 


period under CPR-22 or GCPR and 
does not affect the ceiling prices 
for new items if they were deter- 
mined before Sept. 24 under GCPR 
or CPR-22. 

Small manufacturers of con- 
sumer durable goods, who had an 
option to continue GCPR pricing 
instead of using CPR-22 pricing, 
will be brought under CPR-161 
when the order becomes mandatory 
on Sept. 24. 


OPS Amends Steel 


Warehouse Order 


OPS recently amended CPR-98 
which establishes ceiling prices for 
resellers of iron and steel products 
to permit warehouse resellers to re- 
calculate their ceilings to reflect 
immediately increases in produc- 
ers’ ceilings, which have been au- 
thorized by OPS, under certain 
conditions. 

Other new amendments exempt 
certain small warehouse resellers 
of industrial steel products from 
coverage of CPR-98. Also ex- 
empted were small quantity sales 
(under 100 lb lots) of any mer- 
chant trade wire and roofing and 
siding product, and any merchant 
trade pipe or tubular _ product. 
These exemptions were contained 
in Amendment 2 to CPR-98. 


Adjust Ceilings To 
State Minimum Prices 


Complying ‘with a recent amend- 
ment of the Defense Production 
Act, OPS has issued a new regula- 
tion providing a procedure whereby 
sellers can apply for adjustment of 
ceiling prices which are lower than 
State-fixed minimum prices. The 
regulation applies only to State 
minimum price laws which were in 
effect and enforced on June 30, 
1952, and hence is not applicable to 
prices set under resale price main- 
tenance laws, or so-called “fair 
trade” laws. 

The action was taken under Gen- 
eral Overriding Regulation 32. It 
permits the filing of applications 
for adjustment by individual sellers 
of materials subject to a minimum 
price under a State minimum price 
law. 


Mower Group Clarifies 
OPS "Relief" Action 


The recent announcement of 
OPS that as a result of an industry 
survey no “tailored” price regula- 
tion for the lawn mower industry 
will be issued was just what indus- 
try representatives expected, ac- 
cording to officials of The Lawn 
Mower Institute, Inc., Washington, 
D. C. 

Sam O. Briggs, vice-president, 
Reo Motors, Inc., and chairman of 
the board of the Institute, com- 
menting on the fact that reports of 
the situation may have been misin- 
terpreted, said: 

“It is misleading to state that 
the lawn mower industry is entitled 
to ‘no price relief’ because that in- 
fers that the industry has _ been 
seeking industry-wide price _in- 
creases. Rather, the industry rep- 
resentatives have been exploring 
with OPS the possible advantages 
that might accrue to the industry 
if a special tailored price regula- 
tion were adopted. 

“Undoubtdely, many manufac- 
turers of lawn mowers have navi 
even taken advantage of price in- 
creases permitted by the Capehart 
Amendment, and thus many mant- 
facturers are not now selling their 
mowers at the highest ceiling 
prices permitted by OPS regula- 
tions.” 


CPR-7 Sellers May 
End Free Delivery 


OPS in Amendment 21 to CPR-7, 
effective July 14, permits retailers 
to end their free delivery services of 
small parcels. This action permits 
changing of delivery practices for 
parcels which are small enough and 
of such weight that a customer can 
carry them in his hand from the 
store. 

This amendment, according to 
OPS, partially relaxes the original 
ban in Section 55 of CPR-7 on end- 
ing or cutting down a service inci- 
dental to sale of an article. This 
ban was put in originally on the 
theory that such changes amounted 
to an indirect price boost on the 
article involved unless there was 4 
reduction in the price. 
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2 MORE 
SHARON REFILLABLE 


ASSORTMENTS 


to make your fastener department 
more complete . . . more profitable 


ASSORTMENT No. HS-238 
SCREW HOOKS 


238 electro galvanized screw 

hooks . . . 7 sizes from No. 14 

to No. 2... all sizes com- 
pletely refillable. 























Yes, we now have 62 Assortments 


... AND THEY'RE ALL REFILLABLE! 








ASSORTMENT No. SE-656 


SCREW EYES 


656 electro galvanized screw eyes... 
10 sizes from No. 216 to No.0... 
every size completely refillable. 


ASK YOUR JOBBER OR WRITE TO US 


ShHavot Bout andl Sore: Lu Oo. 


Toke de). 
MASS. 








‘No. 422 


\ POWER WISE STAND. 








The leading, portable power drive 
for hand pipe tools. Range 1/8” 
to 2" pipe. With drive shaft 
2-1/2" to 8" pipe. 


YOU ‘CAN GET IT NOW 


from your Oster Distributor! 
Take advantage of the quick availability and present low price of the Oster 
POWER VISE STAND! If you don't know the names of Oster Distributors in your 
locality, or want complete information on the No. 422 machine, just fill in the form 
below, tear out, and mail to us. 











< wee ee Ee 


THE OSTER MFG. CO. 2028 East 6ist St., Cleveland 3, Ohio, U.S.A. ‘4 
([] Rush copy of catalog bulletin on No. 422 POWER VISE STAND. Hl 
(J Rush names of Oster Distributors in our area. 


NAME 








COMPANY __ 





ADDRESS 
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\/ashington 


NEWS and Views 


Reports on Events Affecting 
The Hardware Business 





(Continued from page 10) 


Earthquake Area 
Gets RFC Loans 


The California region which suf- 
fered from earthquake shocks and 


damage, largely in Kern county, 
has been declared a disaster area, 
making residents of the area 
eligible for emergency disaster 
loans. 


Little time was lost by the RFC 
in instructing its San Francisco 
field office not only to accept appli- 
cations for disaster loans but to 
open one or more temporary field 
offices in the immediate disaster 
area. 

Rules will be about the same as 
those governing the Missouri flood 
area. Virtually everyone will be 
eligible for disaster loans for pur- 
poses of rebuilding homes to re- 
placing damaged equipment and 
stocks of retail stores. 


Government Curbs On 
Tin in Hardware Eased 


A better grade solder as well as 
a number of hardware lines con- 
taining tin will shortly become 
available once more as the result 
of a better overall outlook for tin 
supplies. 

Control officials have revised up- 
ward the tin content of solder 
specifications for general use. At 
the same time, a number of goods 
such as games and toys, chimes and 
bells, hollow ware, refrigerator 
shelves, novelties, advertising spe- 
cialties, and other items have been 
put back on the list of items per- 
mitted to be made with tin content. 
Such use had been prohibited for 
more than a year. 


Take 50 Items Off 


Inventory Control 


Inventory controls have been 
lifted from more than 50 varied 
commodities including cast iron soil 
and pressure pipe and fittings. This 
is a result of trends towards supply 
meeting demand, officials said, and 
should help business to return to 
normal inventory practices. 


(Resume reading on page 11) 
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CHISELS OF HIGHEST QUALITY 


Long-lasting, fine cutting edges . . 
firmer or short socket types... green plastic or hickory handles. 


Write for free 


Reference File 





. socket butt, short socket 







Hand Tool Quick G L 





GREENLEE TOOL CO., 1813 HERBERT AVE., ROCKFORD, ILL. 














New York 22, N. Y. 


For full information send 


COBURN PRODUCTS 


rropuct OF WICKWIRE SPENCER STEEL DIVISION OF THE COLORADO FUEL & IRON CORP, 
Sales Engineering: 56 Sterling Street, Clinton, Mass. 


SLIDING DOOR HARDWARE 


When you sell Coburn Sliding Door Hardware you have the 
advantage of a complete line of hardware for straight-sliding, 
sliding-folding, around-the-corner and roundhouse doors. 


Inclosed track @ brackets © hangers @ handles © guide rolls 
guides © stops @ binders © chafe strips @ bolts © hinges 





for Catalog #200 





* Executive Office: 575 Madison Ave., 
* Sales Offices: Atlanta * Boston * Buffalo * Chicago * Denver 
Detroit * Philadelphia * Pacific Coast—The California Wire Cloth Corporation, Oakland 6, Cal. 


WRITE 
for 
CATALOG 
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YOUR PROFIT — 


The new Congress 50 A Counter 
Assortment, redesigned for maxi- 
mum Sales Appeal, assures rapid 
pulley turnover and high profits. 
Diameter from 114” to 5”. Order 
yours from your Congress jobber 
today. 


All pulleys 










$1 6°? 


See Your 
Jobber 


are hand- 


somely packaged in 3-color boxes 
with pulley and bore sizes plainly 
printed. Counter display matches 
pulley box colors and each pul- 


ley’s position 


is indicated for 


handy inventory control. 


OUTER DRIVE, 


DIAMOND 
BORED 


DETROIT 34, 


World’s Largest Manufacturer of FHP Pulleys 


CONCRESS 


DRIVES 


MICH. 











INDESTRO 
INTRODUCES 
THE NEW 








SERVATODL SALESMARER 








THE BEST WAY TO 
GET THE MOST OUT OF 
SELF-SERVICE SELLING 
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Never Before, So Many Tools, So Attractively 
Displayed, In So Little Space, So Easily Sold. Your 


customers will “serve themselves.” 


You can 


fill up this Salesmaker again and again...increase 
your volume... turnover... profits,as never before. 





Takes Up Less than 
Two Feet Square 


It’s easy finding a spot for 
this latest Indestro Tool Mer- 
chandiser. Less than 2 feet 
square needed. Only 52” high. 
Finished in 5 eye-attracting 
colors, and stocked with na- 
tionally advertised, quality- 
built tools. 


Ready for Display 
in a Jiffy 
You can set up this new Tool 
Seller in minutes. Yet it’s 
rigid; well-built; strong. Re- 
stock it over and over again. 


The Most Complete 
Tool Assortment 


Please your customers by giv- 
ing them the biggest selec- 
tion. No more “‘lost sales.” 
Indestro’s Servatool Sales- 
maker includes 64 individual 
sockets and fittings in the 
popular 34” and 19” square 
drive and 7 fastest moving 
sets . . . distinctively dis- 
played . . . popular prices 
clearly shown. 





The Tools Everybody 
Wants 


Mechanics, Auto Service 
Men, Home Owners, House- 
holders, Car Owners, 
Farmers, Hobbyists, Main- 
tenance Men, all find on the 
new Servatool Salesmaker, 
exactly the tools they want. 


Meet—and Beat 
Competition 
All tools competitively priced; 
packed with Extra Value to 


meet . . . and beat competi- 
tion. Professional, quality- 


' built tools, fully guaranteed. 


One of Many 
“‘Self-Sellers” 


This latest Servatool Sales- 
maker is only one of many 
popular Indestro Tool Mer- 
chandisers, specially designed 
to fit your needs and com- 
petitive conditions. 


Send Coupon for 
Catalog Sheet 


Gives you detailed descrip- 
tion; price and profit informa- 
tion on this and other sure- 
fire tool-sellers. 


Ask for New Free 
Indestro Catalog 


Check also on the coupon, to 
have us send you your copy 
of the new Indestro Tool 
Catalog; gives the very latest 
information on all types of 
tools, sets and complete tool 





chests. 








' 
+ Indestro Mfg. Co., N. Kildare and Schubert, Chicago 39, Ill. , 
H Please send me the following, without ; 
' cost or obligation: . 
s 
1 (0 Catalog Sheet on New SERVATOOL 8 
: SALESMAKER ; 
; (0 New Indestro Catalog : 
- Nome_ ———— — ; 
# a —— f 
' ‘ 
7 Street Address emai —— ' 
: City ___Zone___ State : 
‘eerrTrrrreieitttt ttt eee 


103 








KKkKKKKKS* 


Read it in 


HARDWARIACE 





HARDWARE AGE fo 





Plan $2,000,000 Warehouse 
For Orgill Bros. in Memphis 


Orgill Bros. & Co., Mem- 
phis, Tenn., has recently an- 
nounced the construction of 
the $2,000,000 warehouse on 
which work is to start im- 
mediately. This marks the 
fifth expansion within the 
past eight years of one of the 
South’s oldest and largest 
hardware wholesalers. The 
one-story warehouse will 
cover approximately 600,000 
sq. ft. 

Joseph Orgill, Jr., secre- 
tary-treasurer of the com- 
pany, said: “This new ware- 
house, with its modern mer- 
chandise moving methods, 
will permit us to fill orders 
in the same manner Ford 
builds an automobile. The 
building will house an elec- 
trically operated conveyor 
system 5900 ft. long operat- 
ing on a chain set in the 
concrete floor. 

It will have a capacity of 
590 trucks capable of moving 
1,475,000 pounds of merchan- 
dise at one time. This con- 
veyor will travel at a rate of 
40 to 80 ft. a minute and 
conveyor trucks can be de- 
tached at will, at any given 
point. The building will also 
house a traveling crane that 
will cover an area 100x300 
ft. and will lift from or to 
railroad cars or trucks. 


George Wade Elected 
Wade Hardware Head 

George K. Wade was elected 
president and general man- 
ager of the Wade Hardware 
Co., Greenwood, Miss., whole- 
saler, by the company’s board 
of directors. Mr. Wade suc- 
ceeds M. G. Downing who 
died on June 3. 

Mr. Wade, who’s father 
founded the company, as- 
sumed his new duties June 
10. 
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A spur of the Union Rail- 
way will be extended to join 
the Illinois Central so that 
both roads can use it, with 
the warehouse having a set 
of its own tracks both inside 
and outside the building ac- 
commodating 35 freight cars. 

With truck transportation 
gaining in importance, a 


truck loading bay has been 


A Sense of 


provided to care for 60 
trucks at one time. This can 
easily be raised to care for 
110 trucks. 

The building will be of 
tilt-up concrete construction 
and will be amply heated and 
illuminated and the mer- 
chandise will be protected by 
37 separate sprinkler sys- 
tems.” 

Mr. Orgill estimated that 
the building will be in opera- 
tion by the end of 1953. 

Edmund Orgill, president 
of the firm, praised the city 
of Memphis as a perfect lo- 

(Continued on page 113) 
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. Cespite HIS poying : 


LOCAL TAXES 
STATE TAXES 


FEDERAL TAXES 
SOCIAL SECURITY 
WITHHOLDING TAX 


EXCISE TAXES 


PAVING TAX 
AOVERTISING SCHEMES 
SOLICITORS 


TRAVELING MEN 


ABUSIVE CUSTOMERS 


BAD DEBTS 


READING REGULATION “Ww” 
READING CANCELLATION 


of REGULATION 


“Ww 


GOVERNMENT REPORTS 
O.P.S. REGULATIONS 


Ere... 


_\ WE MUST BY HLL MbANS 





14 KEEP SMILIN F 





The many everyday problems of the average hardware 
dealer was given a dash of good humor recently and 
used as part of a window display by the Boyd Hard- 
ware Co., 2619 13th St., Columbus, Neb. A smiling 
caricature of the average hardware man stands along- 
side his daily creed, and he keeps smiling dispite the 
weighty problems that cannot obliterate the smile of a 


good businessman. 


Peck, Stow & Wilcox 
List Company Officers 
Mark J. Lacey, re-elected 
president and general man- 
ager of the Peck, Stow & 





MARK J. LACEY 


Wilcox Co., Southington, 
Conn., has announced the fol- 
lowing officers: 

Vice-president Samuel C. 
Wilcox is now executive vice- 
president and treasurer; Lee 
Smith is secretary and as- 
sistant treasurer. 

Elmer J. Murray is vice- 
president and sales manager 
of the Pexto Tool Div.; 
Francis L. Ashworth is vice- 
president and sales manager 
of the Pexto Machinery Div., 
and Walter Grubermann is 
vice-president and _ superin- 
tendent. 

All the officers have been 
associated with the company 
for several years. Pexto has 
been manufacturing sheet 
metal working machinery and 
mechanics’ hand tools since 
1785. 





Dunning & Co. Building 
Additional Warehouse 

A new steel-frame build- 
ing for R. B. Dunning & Co., 
wholesale hardware and 
plumbing supply house, 
whose present address is 54 
Broad St., Bangor, Me., will 
be erected at 172 Washing- 
ton St., Bangor, and will pro- 
vide 11,200 sq. ft. of addi- 
tional storage space for the 
company. Completion is ex- 
pected this month. 
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Robertson New Sales 
Head of Gale Products 


Stephen A. Briggs, vice- 
president of Outboard, Ma- 
rine & Mfg. Co., announced 
that John B. Robertson has 
been appointed sales man- 
ager of its Gale Products di- 
vision, Galesburg, IIl. 

Mr. Robertson, formerly 
associated with Montgomery 
Ward Co. of Chicago, has had 
long experience in the out- 
board motor and allied lines. 
His new duties will include 
the promotion of Gale Pro- 
ducts’ Buccaneer outboard 
motor which will be merchan- 
dised through hardware and 
marine jobbers. 

Gale Products is also cur- 
rently manufacturing out- 
board motors under brand 
names for several national 
accounts. Outboard, Marine 





JOHN B. ROBERTSON 


& Mfg. Co., the parent com- 
pany, markets the Johnson 
and Evinrude outboard 
Motors. 


Norwalk Lock Co. Names 
Grisanti Vice-President 


Meade Johnson, president 
of the Segal Lock and Hard- 
ware Co., New York, an- 
nounced the appointment of 
Frank A. Grisanti as vice- 
President in charge of pro- 
duction of Norwalk Lock Co., 
a subsidiary. 

Mr. Grisanti has been as- 





sociated with Yale & Towne 
Mfg. Co. as a_ production 
executive. A native of Buf- 
falo, N. Y., he is a graduate 





FRANK A. GRISANTI 


in industrial engineering of 
Oklahoma A & M College 
and is now a resident of Dan- 
bury, Conn. Before joining 
Yale & Towne, he was em- 
ployed as an industrial engi- 
neer by Sperry Products, 
Inc., where he was chairman 
of the company’s planning 
committee. 


Moderate Buying at Atlantic City 
Annual Housewares Show 


Buying was no better than 
“moderate” at the annual 
mid-summer Housewares 
Show, held in the Atlantic 
City Auditorium, July 7 to 
11. Attendance was about 
4600 buyers, about 500 less 
than a year ago. 

Attendance was heaviest 
the first two days of the 
show, despite the fact that 
it opened two days after the 
long July 4 holiday. 

Even though interest 
lagged noticeably as the 
week wore on, there was 
little complaint on the part 
of the exhibitors, who num- 
bered 526. 

Many exhibitors as a mat- 
ter of policy, never attempt 
to write business at these 
shows, and others who re- 
strict their distribution to 
wholesalers, were content to 








Pritzlaff August Merchandise Fair 
To Admit Consumers for First Time 


The Pritzlaff Merchandise 
Fair, to be held in Milwau- 
kee, Wis., Aug. 18-21, will be 
open to consumers as well as 
the more than 200 manufac- 
turers expected, according to 
Herbert B. Lendved, vice- 
president and general man- 
ager of the John Pritzlaff 
Hardware Co. This will mark 
the first time in the three- 
year history of the company- 
sponsored fair that consum- 
ers will be admitted. 

The first two days of the 
affair, which will be held in 
Milwaukee Arena, will be re- 
served for dealers. The arena 
will be open to consumers at 
noon of the third day. Ad- 
mission will be granted on 
presentation of tickets that 
are being distributed through 
dealers. 
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The wholesale firm, Mr. 
Lendved explained, will run 
ads in Milwaukee daily news- 
papers to bring the fair to 
the attention of the public 
and also list the dealers from 
whom the tickets may be 
obtained. 

The company will furnish 
mats to dealers for insertion 
in their local newspapers, in- 
viting customers to the affair 
as a guest of the individual 
dealer. 

The fair was originated to 
show the company’s new lines 
to the dealer and his em- 
ployees, and to familiarize 
the dealer with methods to 
promote these lines in his 
store. This year the event will 
be held during the week of 
the Wisconsin State Fair. 


take accommodation orders 
only. 

Many exhibitors learned 
from both wholesale and re- 
tail accounts that their in- 
ventory situations were im- 
proving steadily, and stated 
that they expected their sales 
to improve after buyers re- 
turned from the show and 
had the chance to study their 
requirements. 

There was a limited num- 
ber of firms who were in the 
embarrassing position of 
making explanations that 
they would not be able to 
make deliveries within the 
foreseeable future for rea- 
sons of metal or manpower 
shortages. A considerable 
number of high demand lines 

(Continued on page 109) 





J. J. Kelleher, Jr., New 
Binzen Co. Sales Head 


James J. Kelleher, Jr., 
was recently given charge of 
sales for Binzen Hardware 
Mfg. Co., 211 E. 141st St., 
Bronx, N. Y., manufacturer 
of builders’ hardware spe- 
cialties. He is a son of James 
J. Kelleher, president of the 






antl = / id 


JAMES J. KELLEHER, JR. 


company, and a great grand- 
son of Francis Keil, founder 
of the former Francis Keil & 
Son Company 
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NEMA Elects Orr to Head Electrical 
Housewares Committee; Plan Fall Drive 


Final details of the 1952 
fall-Christmas phase of the 
electric housewares gift cam- 
paign were approved by the 
electric housewares section 
of the National Electric Man- 
ufacturers Association at a 
midyear meeting at Haddon 
Hall, Atlantic City, N. J. 

At the same time, G.W. 
Orr, general sales manager 
at Chicago Electric Mfg. Co., 
was appointed chairman of 
the section’s sales promotion 
committee. He succeeds 
James P. Mcllhenny, vice- 
president of Waring Products 
Corp. Vice-chairman is John 
J. Reidy, vice-president and 
sales manager of Casco Pro- 
ducts Corp. 

Industry members received 
the report from the commit- 
tee on the progress of the gift 
campaign during the first 
six months of 1952. The re- 
port stressed the greatly in- 
creased local level participa- 
tion on the part of dealers, 
distributors, area committees, 
electrical leagues, electric 
light and power companies 
and others concerned with the 


sale of electric housewares. 


The committee feels 
strongly that this continued 
and ever increasing accep- 
tance of the program, at all 
trade levels, indicates con- 
tinued vigorous promotion of 
the campaign as a rallying 
point for all segments of the 
trade. 


Mention was also made of 
the invaluable added impetus 
which the campaign has re- 
ceived from intensive partici- 
pation of over 825 news- 
papers throughout the coun- 
try working with the in- 
dustry-prepared sales plan 
book and mat kit. A recent 
survey of those participating 
indicates that the majority 
plan to actively tie in with 
the 1952 fall-Christmas and 
future programs. 

The dealer kit for the com- 
ing Christmas will consist of 
a comprehensive sales plan- 
ner which will contain sug- 
gestions for window displays, 
newspaper ads, traffic pullers, 
gift wrapping and gift cer- 
tificates and a check list. 








Sherwin-Williams Names: 


Campbell Regional Head 


D. William Campbell, who 
joined the Sherwin-Williams 
Co. as a clerk 21 years ago, 
has been named director of 
the north central states re- 
gion for the Cleveland firm. 
Announcement of his ap- 
pointment was made by Ar- 
thur H. Burt, who was re- 
cently appointed director of 
sales for the company. 

A native Clevelander, Mr. 





D. WILLIAM CAMPBELL 
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Campbell joined Sherwin- 
Williams in 1931. He worked 
in several of the company’s 
branches throughout the 
South and East, and served 
as Philadelphia division sales 
manager before assuming a 
similar post in Detroit. In 
January of this year he was 
transferred to the Cleveland 
headquarters of Sherwin- 
Williams. In his new ¢fa- 
pacity, Mr. Campbell will 
continue to make his head- 
quarters in Cleveland. 





Rosebraugh Sales Head 
Of Philco Division 


The appointment of Albert 
J. Rosebraugh as sales man- 
ager of refrigeration was 
announced recently by John 
M. Otter, vice-president and 
general manager of Refrig- 
eration Div., Phileo Corp., 
Philadelphia, Pa. 

Mr. Rosebraugh joined 
Philco in 1929. He has served 
successively as a salesman 
and sales manager of Philco 
Distributors, Inc., in Chi- 
cago; as a Philco district 
representative; division man- 


News of the Trade 





ager; manager of Car Manu- 
facturers in Detroit; sales 
manager of Radio in Phila- 
delphia, and manager of dis- 
tribution in Philadelphia. 





Boonton Co. Appoints 
New General Manager 


George K. Scribner, presi- 
dent of Boonton Molding Co., 
Boonton, N. J., announced 
the appointment of Roger M. 
Daugherty as general man- 
ager of operations. 

Mr. Daugherty was previ- 
ously vice-president of J. H. 
Bunnell and Co., and prior to 
that of the International De- 
trola Corp. He was also as- 
sociated with Sylvania Elec- 
tric Products, Inc., and with 
the Crosley Corp. 





H & R Arms Co. Names 
New Regional Manager 


Stuart G. Bowren, direc- 
tor of sales for Harrington & 
Richardson Arms Co., an- 
nounced the appointment of 
William J. English as north- 
eastern regional manager for 
the firm. 

Mr. English came to H&R 
in 1949 to head up the de- 
partment of advertising cir- 
culation. Shortly after he 
was promoted to sales ser- 
vice manager in charge of 
warehouses and repairs. In 





WILLIAM J. ENGLISH 


June of last year he was 
transferred to the field force 
as a territorial salesman. 
Since January 1952, he has 
been a regional salesman in 
the northeastern area. 

As of July 1, he has taken 
over as northeastern regional 
manager, directing sales- 
men’s activities in the area 
bounded by Ohio in the West 
and the District of Columbia 
in the South. 


— 


Ducey, Smith Elected 
By O-Cedar Corp. 
Bernard T. Ducey and 


Robert E. Smith were elected 
vice-presidents of the 





BERNARD T. DUCEY 


O-Cedar Corp., Chicago, 
manufacturer of Dri-Glo, 
sponge mops, polishes, dust 
and polish mops, waxes and 
cleaners. George Barnes, 
president, announced their 
promotions after they were 
elected by the O-Cedar board 
of directors. 





ROBERT E. SMITH 


Mr. Ducey joined the 
O-Cedar Corp. in July, 1946, 
and has been sales manager 
since July, 1950. Mr. Smith 
started with O-Cedar in De- 
cember, 1942, and has held 
the position of advertising 
and sales promotion manager 
since July, 1950. 





Joins Brand Names 


The Fuller Tool Co., Inc., 
New York, has joined the 
Brand Names Foundation, 4 
fact which will be used in 
all promotions for Fuller 
branded and guaranteed 
screw drivers and wood 
chisels. 

The Foundation’s Brand 
Name Seal will be carried in 
both trade and consumer ad- 
vertising. 
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THE AVERAGE SALE = INCREASED from $1.05 to $1.40 since Sirul- 


nik’s Hardware has a National Sales Register. 


“My National Self-Service Plan 


LESS TIME SPENT IN KEEPING OF RECORDS makes Mr. Sirulnik’s 
National System a profitable investment. 








increased my volume over 30% 
--saved *600 a year!” 


“A National representative showed me how unseen 
losses were cutting into my profits, and how re- 
arrangements of my store for customer self-selection 
would greatly increase my volume. He was entirely 
correct. My average sale and my volume both in- 
creased over 30%. 

“My National Sales Register also saves 6 hours a 
week on bookkeeping and other record keeping, 
which is worth to me more than $300 a year. Cus- 
tomer good will has increased markedly; the item- 
ized receipt and the absence of errors have resulted 
in better relations. Naturally, I am pleased with 
what this National System has done for my store. 

“While I cannot know exactly what my losses 
were from mistakes in addition, I believe that $1.00 
a day would be a conservative estimate. My 
National Sales Register stopped these losses entirely . 

“Thus I am convinced that my National Sales 
Register saves me at least $600.00 a year, and the 
saving is probably greater.” 


So writes Mr. I. Sirulnik, owner of Sirulnik’s 
Hardware, Mastic Beach, N. Y. Few people realize 
how unseen losses cut their profits. A National Sales 
Register will end losses due’to errors in addition, and 
provide detailed information daily that will increase 
sales volume and give money-making control over 
your store records. 

Call your National representative today. Let him 
survey your store without obligation. He will show 
how you can arrange your store to get all the advan- 
tages of self-service. You can easily have protection 
that saves money and information that makes money. 


Owltional 


CASH REGISTERS + ADDING MACHINES 
ACCOUNTING MACHINES 


THE NATIONAL CASH REGISTER COMPANY, DAYTON 9, OHIO 
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CH CHAIN 


INSWELL PROOF COIL 








INSWELL BBB COIL 


CM INSWELL CHAIN is nationally advertised . . . 
known and preferred by chain users in every type of 
business. 





LIBERTY COIL STRAIGHT LINK 


A REGULAR SELLER 





LIBERTY COIL TWIST LINK 


CM INSWELL CHAIN is available in all 


standard welded chain types and sizes. 






LIBERTY MACHINE STRAIGHT LINK 


AT A REGULAR PROFIT 





ee 
BB. 
LIBERTY MACHINE TWIST LINK 


CM INSWELL CHAIN cold shuts, repair links, 
hooks and other accessory fittings make ours a 
“one-stop” chain supply service. 


COLUMBUS McKINNON 


CHAIN CORPORATION 


GENERAL OFFICES AND FACTORIES: TONAWANDA, N. Y. 


SALES OFFICES NEW YORK « CHICAGO e CLEVELAND « SAN FRANCISCO 
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Favored with fair weather 
the recent 15th annual birth- 
day party of The Keystoners 
at the Aronomink Golf Club 
in Newtown Square, Pa., was 
attended by more than 525 
members and guests. Golf, 
softball, horseshoe pitching, 
luncheon, dinner and a floor 
show rounded out a full day 
of entertainment. In _ the 
softball game it looked, for a 
while, as though the Key- 
stoners would win. True to 
tradition the visitors finally 
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Keystoners Entertain 525 at Recent 
15th Annaal Birthday Celebration 


trounced their hosts to the 
tune of 15-8. W. A. Daven- 
port of the Simmons Abra- 
sive Co., as captain of the 
customers’ team, received an 
engraved cup. Ed Robertson 
was the champion horseshoe 
pitcher. Edward Howe, Hill- 
Chase Steel Co., was low 
gross winner in the golf 
tournament with a card of 
76. Winner of the kickers’ 
tournament was Richard P. 
Noyes, manufacturers’ agent 
and vice-president of the 
Keystoners. 





Shown here are officers, committeemen and some of the 
golfers who attended the Keystoners’ birthday party. In 
front are, left to right: Robert T. Martin, Jr., Henry Disston 
& Sons, Inc., entertainment committee; L. L. Wilson, manu- 
facturers’ agent, entertainment chairman, and Edward Howe, 


Hill-Chase Steel Co., low gross winner. Standing, left to 
right are: T. W. Hissey, The Eagle Lock Co., treasurer; David 
Moffat, who was the club’s first president; Richard P. Noyes, 
vice president; Everett J. Ramsdell, Spartan Saw Works, Inc., 
president; Ellsworth Brasch, Allen Mfg. Co., one of top golf- 
ers; Howard Pruner, American Saw & Mfg. Co., publicity 
chairman; and Edward T. McGlynn, Corbin Cabinet Lock 


Div., secretary. 








facturing of the National 
Screw & Mfg. Co. of Cali- 
fornia. 


Washabaugh Promoted 
By National Screw 


Announcement was made 
by H. P. Ladds, president of 
the National Screw & Mfg. 
Co., that S. M. Washabaugh, 
who has been in charge of its 





Thain Named Mehl Co. 
Sales Representative 


West Coast subsidiary, has 
been promoted to director of 
sales research of the entire 
company which includes the 
Hodell Chain and Chester 
Hoist Divisions. 

Mr. Washabaugh will move 
to Cleveland in his new posi- 
tion. 

Howard McBurney was 
elected vice-president and E. 
H. Jones was elected vice- 





president in charge of manu- 


The Mehl Mfg. Co., con- 
verter and packaging manu- 
facturer, announced the ap- 
pointment of Ronald J. 
Thain as sales representa- 
tive in southwestern Ohio, 
parts of West Virginia, parts 
of Virginia and parts of 
Kentucky. 

Previous to his recent ap- 
pointment Mr. Thain was 
connected with the Littleford 
Bros. Co., Cincinnati. 
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Campbell Eastern Sales 
Manager of Hager Co. 


Cc. Hager & Sons Hinge 
Mfg. Co. St. Louis, Mo., 
named Arthur H. Campbell, 





ARTHUR H. CAMPBELL 


formerly Hager architectural 
representative, to the new 
post of eastern sales mana- 
ger, with headquarters at 10 
Murray St., New York City. 
Hager’s eastern division 
comprises New York, New 
Jersey, Maine, New Hamp- 
shire, Vermont, Massachu- 
setts, Connecticut, Rhode 
Island, Virginia and West 
Virginia, the Washington, 
D. C., area, Delaware, Mary- 
land, North and South Caro- 
lina, Georgia and Florida. 
Mr. Campbell was with 
P. & F. Corbin before join- 
ing the Hager organization 
in 1947. He is a graduate of 
Trinity College, and served 
as a Naval Officer during 
World War II. 





Moderate Buying At 
Housewares Show 
(Continued from page 105) 


were on allocation. 

There was a_ surprising 
quantity of new products at 
the show. There were a num- 
ber of new items still under 
wraps and shown only to se- 
lected customers, and a num- 
ber of handmade models 
which still haven’t gone into 
production. 

Some of these new items 
were being promised for 
early fall deliveries, or at 
least in time for the Christ- 
mas selling season, but some 
of the manufacturers admit- 
ted that full production on 
their new products were con- 
tingent on settlement of the 
steel strike, or the improve- 
ment in the supply of other 
scarce metals. 

The metal situation with 
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exhibitors was variable. 
Some manufacturers admit- 
ted that they had more steel 
components for products 
than they could use up in 
months of steady production, 
while others reported they 
were at the end of the string 
and would be compelled to 
close their plants unless new 
steel was forthcoming. 

One leader in the house- 
hold utensil field said it had 
sufficient quantities of cop- 
per on hand to supply a 
heavy demand for some new 
products in which this metal 
is a major element. 

Perhaps the hottest single 
line at this show was broil- 
ers and rotisseries. These 
items, shown by a dozen or 
more manufacturers, were as 
popular at this show as deep 
fryers were at the previous 
shown in Chicago, last Jan- 
uary. 

Deep fryers were still 
much in evidence, but they 
have now become integrated 
with other similar kitchen 
appliances and weren’t given 
the same play as the table 
top broilers. 

There were a number of 
scaled down units to meet the 
strong demand of the price- 
conscious trade, but there 
were almost as many infra- 
red units with refinements 
that put them in the over $50 
retail bracket. 

A number of new auto- 
matic coffee makers made 
their appearance and new 
and improved irons were in 
evidence. 

Another line that was 
given featured treatment at 
Atlantic City was stainless 
steel flatware. New produc- 
tion techniques have been 
employed to raise the quality 
of the pieces, and to put 
stainless into a hicher price 
level than silver plated flat- 
ware. 

With the entry of some big 
name housewares companies 
in this field, stainless steel 
flatware nromises to become 
a rood traffic line for house- 
wares departments of hard- 
ware stores. 


Plas-Tex Promotes Wolfe 


The Plas-Tex Corp., Los 
Angeles, Calif., manufactur- 
er of plastic housewares, an- 
nounced the election of How- 
ard D. Wolfe as a vice-pres- 
ident. 

Mr. Wolfe is sales man- 
ager of Plas-Tex. 
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Look! It’s Really Portable— 


FY 


Koh] | 
“A400” POWER DRIVE 








Sales tip—sell them wheel 
legs and front handles to 
convert present ‘'400’s"’ to 
wheel models! 


Fast profit for you 
in this movable power 
for hand threaders, cutters, reamers! 


% Popular RI@alD “400” now gives your customers what 
they want—one man can easily wheel-barrow it close 
to the work—think of the time and muscle saving! 


% And it stands still and délivers plenty of power — 
light socket plug, universal motor, forward, reverse, 
\%"’ to 2” pipe or conduit. 


% RIAID design 3-jaw chuck, 6 adjusting pinions, one 
always handy; self-centering workholder in rear. 


% Sealed-in lubrication—no oil to spill. 


% Don’t miss your share of the ‘400’ sales boom— 
order today! 


THE RIDGE TOOL COMPANY « ELYRIA, OHIO 
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“Suture! NOT the scalpel — 
the PARKER COPING SAW!”’ 



















You can be well 
prepared for every 
Coping Saw demand, 
without half the trou- 
ble of the surgeon 
above. Keep a good 
stock of Parker and 
Trojan Coping Saws, 
right out in plain sight 
— the better the vari- 
ety of the 11 price 
ranges and styles, the 
better your turnover. 
Every saw is a leader 
in its price field. 





PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., U.S. A. 
and ACKERMANN-STEFFAN DIVISION 


Manvyfacturer of Famous Trojan Coping, Jig and Jewelers’ Saw Blades 
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Toledo Pipe Appoints 


| H. F. McClellan 


The appointment of Har- 
vey F. McClellan as repre- 
sentative for Toledo pipe 





HARVEY F. McCLELLAN 


tools in the territory includ- 
ing Delaware, Maryland, 
southern New Jersey, Penn- 
sylvania, Virginia and 
Washington, D. C., was an- 
nounced by Howard A. Mike- 
sell, vice-president and sales 
manager of the Toledo Pipe 
Threading Machine Co., To- 
ledo, Ohio. 





WILLIAM L. GAHMAN 


Mr. McClellan will make 
his headquarters in Philadel- 
phia. He has completed a 
training program at the com- 
pany’s plant in Toledo. 

William L. Gahman, for- 
merly in charge of this ter- 
ritory, will transfer to the 
New York City area where 
he will assist Clarence A. 
Popp, eastern manager of 
sales. Mr. Gahman has been 
with Toledo since 1938. 


Perfection Elects Skove 


Perfection Stove Co., Cleve- 
land, Ohio, announced the 
election of P. T. Skove as 
secretary-treasurer, effective 
July 1. Mr. Skove succeeds 
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— 


George McCuskey who has 
resigned to take a position 
with the Youngstown Sheet & 
Tube Co. 





Clark Retires From 
E. C. Atkins & Co. 


E. W. Clark, assistant to 
the general sales manager of 
E. C. Atkins & Co., retired 
on June 30 after 66 years of 
service with the Indianapolis 
saw manufacturer. 

As a route boy for the 
Indianapolis News in 1886 he 
became known to the cashier 
and was recommended to Mr. 
E. C. Atkins, the company’s 
founder and president. After 
a successful trial he was 
given a permanent position 
on Jan. 1, 1887, as a clerk in 
the financial department. 

In 1889 he was made man- 
ager of a newly opened 
branch sales office at Chatta- 
nooga, Tenn. After serving 
in this capacity for eight 
years, Mr. Clark traveled in 
some 20 Eastern and South- 
ern states as well as Mexico 
representing the mill and in- 
dustrial lines. Returning to 
the general sales office in In- 
dianapolis in 1901, he devel- 
oped a hardware distributor 
organization and promoted 
sales to machinery builders 
and the export trade. In this 
capacity he became knows 
widely and addressed many 
trade associations and manuv- 
facturing groups interested 
in exporting. 

From 1918 to 1933 Mr. 
Clark was manager of the 
New York sales office then 
located at 43 Warren St. 
Since 1934 he has been a spe- 
cial representative with 
headquarters at the New 
York office, soliciting the ex- 
port houses and machinery 
builders. 





E. W. CLARE 
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buy Schaible 


BASKET 
STRAINER, 


CHROME 
BRASS 


No. 250 





Positive finger control. No moving parts to get out of orders 
Double-thickness chrome over nickel plating. Mirror finish. 
1%" x 4” Tailpiece.* Competitively priced. 


strqimers .«-. 





STRAINER 







No. 1109 © 









Nickel-chrome plating. No special lock nuts needed. 
Will fit all sinks! 14%” x 4” Tailpiece.* 


Ist in Value 


All models: Flanged-top, 
4%” diameter. Fit all sinks 
with 34” to 4” drillings. 

*Special Tailpieces 


available on request. 


Schaible Products 
Are Stocked By All Leading 
Wholesale Plumbing Jobbers. 


The Schaible Company 
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Cincinnati 4, Ohio 





¢y GRIFFIN 


» at 





For more than 50 years Griffin 
hinges have been known for their 
fine materials and workman- 
ship. Griffin hinges are 

part of a wide variety of light 
builder's hardware .. . 

quality produced by 

’ Griffin. 







; 


Bi Svery DOOR NEEDS THREE! 


RIFFIN- 


anufacturing Company 
ERIE * PENNSYLVANIA 


THE B. S. ALDER COMPANY 
45 Warren Street 
New York 7, N.Y. ’ 

HARVEY D. RUSH & SONS WALTER S. JOHNSON & SONS E. H. FARRAR 
4638 Nichols Parkway 917 St. Charles Avenue 6637 Golf Drive 
Kansas City, Missouri Dallos 5, Texos 

WILBUR H. DAVIS CHARLES L. LEWIS 
1639 W. Fargo Avenue 1355 Market Street 

Chicago 26, Illinois San Francisco 3, Calif. 

GEORGE A. GREGG R. F. BEVERS 

17134-6 Wyoming Avenue 4524 East 60th Strees 

Detroit 21, Michigan Seattle, Washington 

AUSTIN & EDDY INC. L. G. FULLER, JR. 

115 Broad Street 644 Wellington Road 
oston, Massachusetts Jackson 6, Mississipplz 


a} 








aus 





Atlanta, Georgia 
H. C. GLOVER 
2611 Garrison Blvd. 
Boltimore 16, Maryland 
ROY L. ROGERS 
1620 Garfield Street 
Denver 6, Colorado 
W. C. MEIBAUM & CO. 
6954 Oleatha Avenue 
St. Louis 9, Missouri 
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e for Home 


Superflome  FUEL-SAVER"” 


America’s Most Complete Line of Oil and Gas Heaters 


More beauty! More comfort! Amazing fuel savings! 
Only SUPERFLAME has the super efficient ‘‘Fuel-Saver” 
that increases radiating surface 100% . 
chimney loss 40%. Saves up to Vs on fuel... nae 
more! 20 outstanding sales clinching features in all 
mean faster, easier sales! 


The GREATEST Money-Making Promotion 
ter Dealers! 





HOME HEATERS 


. decreases 
“sometimes 

















— most versatile air circulator. SUPERFAN 
fits under heater and provides forced air warmth in 
winter. Gives up to 25% more winter comfort on the 
same amount of fuel. In hot summer weather SUPER- 
FAN keeps folks cooler! It circulates, cools bedrooms, 
ventilates kitchens. It’s the modern portable blower 
with count]ess uses! 










pel GIF “FORCED-AIR” 


BLOWER 











= 


,e2== sia aa ine gate cameataaeaamaaiamaamaiaaas 

To: Queen Stove Works, Inc., Dept. HA82 
Albert Lea, Minnesota 

ze Please send complete “Early Bird’’ SALE Plan details. 


[_] How can I obtain an “Exclusive SUPERFLAME Franchise” and 
who is my distributor? 


etininnmatnanaie ica A anccainian 
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AUTOMATIC THERMOSTAT 


Gives you FOUR big sales advantages! Gives 

your customers: 1. completely automatic heat- 

ing; 2. 

in time and work; 4. savings on fuel. No 

electricity needed. ‘No wiring. No costly in- 

— Eliminates overheating and under- 
heating. 












“round-the-clock” comfort; 3. savings 









SPECIAL MESSAGE TO ALL 
OIL OR GAS HEATER DEALERS 


Complete Sales and Advertising Kit is 
furnished! Everything you need is in- 
cluded to make 1952 the biggest, most 
rofitable home heater year you’ve ever 
ad! Send coupon today for full profit 
details! 
Queen Stove Works, Inc., Albert Lea, Minn. 
Canadian Distributors: 
Great West Electric & Radio, Ltd. 
Winnipeg and Regina 
Trans-Canada Distributors, Toronto 
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Florida-Georgia Hardware Men to Hold 
Annual Retail Clinic in September 


Florida and Georgia hard- 
ware salesmen will learn how 
to “go prospecting for sales,” 
at their annual retail clinic 
to be held on the University 
of Florida campus, Sept. 9-12. 

B. C. Riley, dean of Flor- 
ida’s General Extension Divi- 
sion announced official ap- 
proval of the clinic by the 
State Board of Control, and 
disclosed that the “gold nug- 
get” of the clinic will be “the 
final sale—all wrapped up.” 

Florida’s General Exten- 
sion Division and the Geor- 
gia-Florida Retail Hardware 
associations are joining 
forces in presenting this pro- 
gram for the second year. 
Frank T. Adams, in charge 
of the Division’s extension 
education for business, out- 
lined the course at a recent 
meeting of the program com- 
mittee. 

“The very operation of a 
hardware store depends upon 
the sales that a sales force 
produces,” Mr. Adams stated. 
“When the customer stops 
buying, it means the sales- 
man has stopped selling. And 
that’s the reason salesmen 
will take time each year to 
train for competent sales- 
manship,” he pointed out. He 
added that training is not a 
costly process, but lack of it 
will produce insecurity and 
dissatisfaction. 

In describing the clinic, 
Mr. Adams revealed that a 
panel of experts have been 
lined up for the four-day 
event. Among those who will 
address the salesmen are: 

J. Frank Goodwin, Uni- 
versity of Florida professor 
of marketing; Lester Hale, 
head of the University’s 
speech and hearing clinic; 
Elmer D. Hinckley, head pro- 
fessor of psychology at the 
University; Lowell C. Yoder, 
University of Florida profes- 
sor of business organization 
and operation, and a panel 
of experts who will close the 
clinic with a discussion on 


“the right approach”’—in- 
cluding pre-approach, ap- 
proach, presentation, dem- 


onstration, and closing 
techniques. 

Enrollees will have the op- 
portunity to hear from such 
outstanding men as Marvin 
E. Allessee, the Dormeyer 
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Corp., who will discuss the 
promotion, merchandising 
and selling of _ electrical 
housewares; Elmer J. Mur- 
ray, Peck, Stowe & Wilcox, 
who will tell how to sell and 
demonstrate tools, and S. G. 
Fisher, Landers, Frary, & 
Clark, who will discuss the 
selling and demonstration of 
non-electric housewares. 

The faculty has agreed on 
one major objective—Trans- 
lating the search for the gold 
nugget into dollar signs on 
the cash register. 

Bill Howell, Waycross, 
Georgia-Florida Retail Hard- 
ware Association executive 
secretary, will accept ad- 
vance registrations for the 
course no later than Aug. 30, 
according to the Division an- 
nouncement. 





Granzin Appointed By 
Landers, Frary & Clark 


Landers, Frary & Clark, 
New Britain, Conn., has ap- 
pointed Herbert E. Granzin, 
St. Paul, Minn., as district 
manager of its electric 
housewares division in Min- 
nesota, North and South Da- 
kota and western Wisconsin. 





HERBERT E. GRANZIN 


Mr. Granzin, who replaces 
Ralph Woodward, was for- 
merly regional representa- 
tive for the Chicago Electric 
Mfg. Co. 





Plan Warehouse For 
Orgill Bros. 

(Continued from page 104) 
cation for a thriving hard- 
ware business. “The rapid 
growth of our newer electri- 
cal appliances, farm equip- 
ment, housewares, sporting 
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goods and toy departments, 
along with our regular hard- 
ware, furniture, plumbing 
and electric supply business, 
has caused us to increase our 
space not only to care for to- 
day’s business but also to 
permit us further expansion 
to keep pace with the south’s 
phenomenal industrial and 
agricultural growth,’’ he 
said. 





Four Men Advanced 
By Round Chain Cos. 

James W. Dickey, vice- 
president and treasurer of 
all Round Chain Companies, 
announced four promotions 
of key men within the or- 
ganization. 

Willis J. Keenan, who for 
several years has been gen- 
eral manager of Woodhouse 
Chain Works, Trenton, N. J., 
is now vice-president and 
general manager of this 68- 
year old company. 

Gerald T. Knott, formerly 
assistant general manager of 
Round Seattle Chain Corp., 
Seattle, Wash., and Port- 
land, Ore., has been named 
vice-president. 

Jack D. Cavan, who has 
been with the Round organi- 
zation for 15 years, has been 
named general manager of 
Round Caiifornia Chain Co., 
South San Francisco. He 
formerly held this position 


with Round Los Angeles 
Chain Corp. 
Taking his place in Los 


Angeles is Leonard D. 
Woods, Jr., who had been Mr. 
Cavan’s assistant there. 





Weed & Co. Plans Big 
Warehouse Expansion 


Weed & Co., Buffalo, N. Y., 
wholesale and retail hard- 
ware concern, will expand its 
warehousing capacity about 
50 pct. 

The company has _pur- 
chased property fronting on 
Seneca St., Buffalo, directly 
behind its general offices 
and present warehouse at 
95-101 Swan St. This prop- 
erty will be converted into 
warehouse space. 

The company now has 
about 75,000 sq. ft. of stor- 
age space of its own and has 
rented an additional 25,000 
sq. ft. in the Seneca St. prop- 
erty. The additional ware- 
housing will increase its 
storage space to about 150,- 
000 sq. ft. 


LeMaster to Represent 
National Lock in Texas 


National Lock Co., Rock- 
ford, Ill., announced the ap- 
pointment of Warren Le- 





WARREN LeMASTER 


Master as its West Texas 
representative. 

Mr. LeMaster will handle 
the complete National Lock 
line, including all industrial 
as well as merchant sales 
products. He will make his 
headquarters at 3024 Lub- 
bock St., Fort Worth, Tex. 

3efore going to Texas, Mr. 
LeMaster spent several 
years in the general offices 
and factory in Rockford. His 
work in the production and 
allocation departments, as 
well as in the sales depart- 
ments of the Screw and Bolt, 
Industrial and Jobbing Divi- 
sions, has given him a thor- 
ough knowledge of all Na- 
tional Lock products. 

Mr. LeMaster succeeds 
F. C. McKnight, who passed 
away two months ago, and 
who formerly represented 
the Merchant Sales Division 
in western Texas. 


Curtis Honored By 
Bridgeport Hardware 





Officers and department 
heads of the Bridgeport 
Hardware Mfg. Corp. re- 


cently tendered a testimonial 
dinner to Harry B. Curtis, 
president of the company, 
commemorating the 50th an- 
niversary of his association 
with the firm. 

At the affair, held last 
month, Mr. Curtis was pre- 
sented with a_ testimonial 
scroll from all the employees 
of the company. 

Mr. Curtis started work 
with Bridgeport Hardware 
in July, 1902. He was secre- 
tary and treasurer of the 
firm until 1938 at which time 
he was elected president. 
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Sheffield 


Brings You The BEST 
in OIL 
COLORS 


WITH THE COLORFUL DISPLAY 
CABINET THAT SELLS MORE OlL 
COLORS FOR YOU ON SIGHT 
COLORFUL TINTING CHART ON 
CABINET SHOWS THE DOZENS OF 
SPECIFIC TINTS RESULTING FROM 
VARIOUS COMBINATIONS OF 
OlL COLORS AND WHITE 






Here’s the greatest deal in the 
world in oil colors! The very finest 
quality oil colors . . . in a complete 
range of colors... all triple ground 
in pure linseed oil... all FULL 
STRENGTH... and at popular 
prices! Get this display cabinet... 
and watch your oil color sales 
zoom up! 


Shettield Zang. 


PAINT CORPORATION 
CLEVELAND 19, OHIO 











Beaver Caulking Guns 








immediate 


For Cartridge or 
Delivery 


Bulk Compound 
Precision made for longer life 
and better results. @ All work- 
ing parts accurately machined. 
e Extra heavy gauge barrels. © Uses all 


Sold with caulking materials—handles light oils. © Posi- 
~ tive ratchet drive. © Threaded nozlies—no 
LIFETIME bayonet joints to come loose. © Three popular 
GUARANTEE pene , 10" and 15". List prices—$6.50. 


7.50, $8.50. Write for discounts. 
WESTERN RESERVE MFG. CO. 
3718 E. 93rd St. Cleveland 5, Ohio 






















NEW Spee-Dee ‘AWiorse 
BRACKETS 
—with the Ex- Pri 
Pat. Pend. clusive FLANGED odin Riek, Guy 
ey a Takes Dressed or Common 
Easy Dis: 2x4 Lumber 
j assembling No Complicated Instruc- 
i ll tions to Follow 





Amazingly easy to use. Produces 
sturdy sawhorses that won't iall 
apart when lifted by the rail! 
Employs nails to secure the assem- 
bly. Made of heavy gauge steel, 
fabricated for rene. rust = 
sisting finish. Use for ping-pon 
train and banquet tables, display 
stands, platforms, carpenter’s 
horses, barricades, ete. Disassem- 
ble on the job for transporting and 
storing. 


DALTON MFG. CO. 


A — Flanged 
natl hole. B— 
Removing nail. 





Claw hammer 20 S. Central Ave., St. Louis 5, Mo. 
lips easily aaa 
ad er nail For Heavy-Duty Uses Recom 


Dalton Fully- Mechanical 
Sawhorse Brackets 


head. mend 





Won't Fall Apart When 
Lifted by the Rail! 
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Wooster Rubber Names 
Buckwalter Sales Head 

J. K. Buckwalter, direct 
sales manager of the Wooster 
Rubber Co. since 1948, was 





J. K. BUCKWALTER 


recently named general sales 
manager of the Ohio firm. 

Succeeding J. Robert S. 
Conybeare, who resigned re- 
cently, Mr. Buckwalter will, 
in his new position, be in 
charge of Rubbermaid house- 
ware and Rubbermaid Kar- 
Rug sales in the United 
States and Canada. 

Mr. Buckwalter entered 
the company following sales 
and industrial engineering 
experience with the U. S. 
Asbestos Div. of Raybestos- 
Manhattan, Inc., at Mann- 
heim, Pa. Since he joined 
the Rubbermaid organization, 
he has been in charge of sales 
to specialty, chain, mail order 
and export companies. 





Pearl-Wick Corp. Opens 
Wing to New York Plant 


Pearl-Wick Corp., hamper 
manufacturer, recently 
opened a new wing to its 
plant in Long Island City, 
he a 

The new wing to the plant 
provides warehouse space to 
hold a day’s production, 5,- 
000 hampers. Besides the 60,- 
000 sq. ft. of warehouse space, 
the new wing houses new, 
modernized executive offices. 





Republicans Nominate 
Purtell For Senate 


William A. Purtell, presi- 
dent of the Holo-Krome 
Screw Corp., Hartford, 
Conn., has been named Re- 
publican candidate for U. S. 
Senator in Connecticut. Nom- 
inated by acclamation at the 
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recent State Republican Con. 
vention held in Hartford, Mr, 
Purtell becomes a contender 
for the seat held by Demo- 
cratic incumbent William 
Benton. 





Hodell Chain Promotes 
Three to Key Positions 


Three key management po- 
sitions in the Hodell Chain 
Co. division, the National 
Screw & Mfg. Co., Cleveland, 
Ohio, have been filled by pro- 
motion of Hodell executives, 
it was announced by H. P. 
Ladds, president of National. 

Charles A. Carrithers, Jr., 
who has been assistant to the 
division’s president, is now 
general manager in full 
charge of all operations. He 
has been with Hodell since 
the company became a divi- 
sion of National in 1948. 

Maxwell S. Reber, pur- 
chasing agent for Hodell, is 
assistant general manager. 
He will continue to direct the 
division’s purchasing activi- 
ties, in which he has served 
Hodell for almost 30 years. 

David J. Gemmell, special 
sales assistant to the presi- 
dent of the division for the 
past year, is now director of 
sales. 





Igoe Bros. to Handle 
Nesco Galvanized Line 


Nesco, Inc., has appointed 
Igoe Bros. Hardware Tools & 
Building Materials Div., 
Brooklyn, N. Y., hardware 
wholesaler, to handle its gal- 
vanized ware. 


Igoe Bros., with ware- 
houses in Brooklyn, New 
York City, Hicksville and 


Hollis, L. I., Newark, Nep- 
tune, Hawthorne, and Wash- 
ington, N. J., and Stamford 
and Plainville, Conn., will 
represent the Nesco line with- 
in a radius of 50 miles of 
each warehouse. 





Florida Representative 
Named By Champion 


The Champion Hardware 
Co., Geneva, Ohio, has ap- 
pointed Gilbert Viola as its 
sales representative in the 
state of Florida. 

Mr. Viola, who has been ac- 
tive in the sales of builders’ 
hardware for a number of 
years, will maintain offices 
and display rooms in the 
Biscayne Building in Miami. 
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GOLDBLATT MASON TOOLS 


H QUICKER TURNOVER 
: MORE PROFITS 
REPEAT CUSTOMERS 
FINEST QUALITY 
Give Your Customers: GREATER VALUE 





Give YOU 


i] 
LONGER WEAR 





Om, 


BRICKLAYERS’ AND 
STONE MASONS’ JOINTERS 








BRICK 








BRICKLAYERS’ 
LEVEL 









Send TODAY for 
Meet us at REE 
BOOTH 222 ILLUSTRATED 
NATIONAL CATALOG 
Write for f 
HARDWARE of Goldblatt’s illustrated 
SHOW catalog describing the 
largest and most com- 
plete line of masonry 
tools and supplies. 












Goldblatt Tool Company 


1920 Walnut Street 
KANSAS CITY 8, MISSOURI 







FIRST CHOICE OF THE TRADE FOR 66 YEARS | 
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THE BOND THAT HOLDS 


PLASTI-GLAZE 





America’s Leading Glazing Compound 


THE ALL-PURPOSE 
GLAZING COMPOUND 


PLASTI-GLAZE STAYS ELASTIC — a per- 
manent bond that resists weather and 
vibration on wood, steel or aluminum 
sash. 


ALWAYS READY 
Pv To use 


PLASTI-GLAZE needs ne mixing or thin- 
ning. IT DOES NOT HARDEN OR SETTLE 
in the can. 


CLEAN, WHITE 


PLASTI-GLAZE can be covered with any 
oil-base paint at once. ideal for filling nail 
holes. Quicker to apply . ... easier to paint. 


Plasti-Glaze is available in lithographed 
cans all sizes from fast-selling 1 Ib. can 
(attractive counter display in each carton) 
to 100 Ib. drums for contractor sales. 


SEND TODAY for a Generous 
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QUALITY LINE 


of 
BRIGHT WIRE 
GOODS 


Larson Bright Wire Goods are 
packaged in extra heavy tan 
kraft boxes. Yellow labels with 
half tone illustrations are used 


C(G=>)) giving complete information. 


All Larson products are 
cond 100% sorted and inspected 


See Your Jobber or Write to 


CHAS. O. LARSON CO. 


STERLING ¢ ILLINOIS 


Larson’s Bright Wire 
Goods fit the need of 
every consumer. 











New LO wcos 


ie aa 


T Store Fixture 





J > Increases: 
e Impulse Buying 
e SELF-SERVICE 


~~ 


nd 


This sturdy FLEXO-SPACE Store Fixture for mass displays has 
adjustable shelves to feature all types of merchandise regardless 
of size or shape. It occupies only 121% square feet of floor space, 
yet you get 50 square feet of selling space. FLEXO-SPACE 
displays four times more meschandize than conventional flat type 
counter. Self-Service sales, 'mpulse-Buying and Related-Item sales 
climb sharply. You make more money immediately and you 
build for the future. FLEXO-SPACE has been tested and proved 
a profit-maker by thousands of retailers. 


ADD SALES CO. 724 COMMERCIAL ST. MANITOWOC, WIS. 
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California 

Gene Leis has been made 
manager of the appliance de- 
partment of Griffin & Sons 
hardware store, 126 W. 
Tenth St., Lancaster. 





Nelson’s Hardware, 1951 
High St., Selma, has shifted 
its interior sections to en- 
large the china and glass- 
ware departments. Sporting 
goods and toys were moved 
upstairs to the mezzanine. 





Georgia 

Couch’s Hardware Co. has 
opened for business at 926 
W. Broad St., Albany. The 
store handles electric appli- 
ances, tools, hardware and 
housewares. 
Illinois 

The Roth Hardware store, 
28 Main St., Champaign, is 
having its front and interior 
modernized. The goal of the 
project, according to co-own- 
er and manager Max Tepper, 
is a self-service hardware 
store or as close to it as is 
possible. 





The Steven’s Hardware 
store has recently moved 
from 307 E. Jefferson Ave., 
Effingham, to 311 E. Jeffer- 
son. Clifford Stevens is the 
owner. 





Willis K. Draper has as- 
sumed full managership of 
the Kuhnen Hardware & 
Seed Store in Highland. Com- 
plete modernization of the 
interior and exterior of the 
store is being planned for 
next month. 





Indiana 

Allison Hardware in the 
Keller Building, Kendallville, 
held its opening recently. It 
is a division of the Allison 
Corp. of Auburn. 





A new hardware store, 
owned by Tom Young and 
managed by Jack Keifer, 
opened in Lafayette. Located 
at 310 S. 16th St., it carries 
housewares, gifts and hard- 
ware. 
lowa 

Thomas D. Rider of Dun- 





- ADD SALES on a 
WRITE WIRE OR 1! 724 COMMERCIAL ST a 
. ' MANITOWOC. wis. (PHONE 66es) : 
USE THIS | PLEASE SEND ME FREE ILLUSTRATED 8 
| CIRCULAR ON FLEXO-SPACE store # 
COUPON FOR FIXTURES WITH PRICES. ; 
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MORE SALES | a 
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lap has purchased the Marten 


Hardware Store in Denison, 
The firm is now known ag 
Rider’s, Inc., and is managed 
by Willis Marten former co- 
owner. 





The Marshall-Wells store 
owned by Walt and Bill 
Schmidt has recently moved 
to the Clayton Building in 
Hartley. 





E. J. Bru has sold his in- 
terest in the Bru & Custer 
implement and _ hardware 
firm to his partner, Kenneth 
Custer. The firm is now 
known as Custer Implement 
& Hardware. 





Kansas 

H. R. Kugler, hardware 
dealer in Abilene for 388 
years, recently sold the build- 
ing in which he had his store 
and subsequently gave up the 
business. 





W. T. Knipp has purchased 
the Smith Cash Hardware 
in Westmoreland. The store 
was formerly owned by Les- 
lie Smith, who had it for 
about 16 years. The new 
owner took possession of *+he 
business a month ago and is 
reportedly doing well. 





Virgil G. Harris has pur- 
chased the Malnar Hardware 
store, 723 Central Ave., Kan- 
sas City, and re-named it the 
Harris Hardware Store. 





The King Bros. Hardware 
Co. has opened at 38006 
Strong Ave., Stockton. 





Kentucky 
Don Fluty has bought the 
Moore Hardware store from 


Jay B. Moore. The store, 
located at Court St. and 
Madison, Louisa, is now 


named Don’s Hardware. 





The Baisley Hardware Co., 
E. Mt. Vernon St., Somerset, 
has recently completed its 
new store front and redeco- 
rated interior. New display 





windows have also _ been 
built. 

Massachusetts 
Lamson’s, Inc., 118-122 


Main St., Marlboro, has re 
cently celebrated its 60th an- 
niversary. Albert J. Keenan, 
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proprietor, ran a sale to com- 
memorate the event. 





Raymond E. Perry of Wel- 
lesley Farms has purchased 
the Jaques Hardware Co., 
Main St., Milford. Laurence 
Jaques has been retained as 
manager of the store and the 
firm’s name has been un- 
changed. 





Richard Erickson has 
bought the F. W. Carson 
Hardware store, 5 Granite 
St, Quincy. It is now called 
the Erickson Hardware Co. 





Nebraska 

Chambers Hardware, Ash- 
land, recently celebrated its 
30th anniversary with an 
open house affair. The in- 
terior of the store has been 
completely remodeled for the 
occasion. 


New York 
Mr. and Mrs. Harry B. 


Hardware store, Naples, have 
taken possession and changed 
the name to Feeley’s Hard- 
ware. 





The B. & F. Hardware 
Store, 31 Jersey Ave., Port 
Jervis, has opened a new 
sales and display store for all 
major home appliance items 
at 59 Jersey Ave. 


Ohio 

Robert Waltz has been 
named manager of the Main 
Hardware Store, Painsville 
succeeding Dwight Black- 
welder. 








The Lion Hardware Co.’s 
newly remodeled and redeco- 
rated store, 122-24 E. Main 
St., Springfield, recently held 
a two-day opening. 


Oklahoma 

The Co-Operative associa- 
tion of Carter has purchased 
the Carter Lumber & Hard- 






















Smith & Egge 


CHAIN 


Feature the balanced assortment. 
of popular types in the handy 
space-saving display rack, where 
your customers can see and choose. 
Profitable in their own right, the 
quality of Smith & Egge chains 
makes satisfied customers, means 
extra business from the other 
merchandise in your store. 

If they are not in your stock, 
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ine et | Junghind Heads Hardware Square Club . eee 
ago and is 
well. 
MANY TYPES TO CHOOSE FROM 
is has pur- Among the more popular Smith & Egge chains 
, _— for the Hardware Trade are the following: 
amed it the SASH CHAIN BRASS SHIP'S UNIVERSAL CHAIN 
Store. REGISTER CHAIN TELEGRAPH CHAIN DOUBLE JACK 
: FURNACE CHAIN CHAIN 
. Hardware SAFETY CHAIN ° TRANSOM CHAINS 
d at 3005 NAVY LINK SaFEry SINGLEJACK CHAIN Lancing pasxer 
ston. CHAIN CABLE CHAIN CHAIN 
In addition, we also make a wide variety of such accessories 
as sash chain fixtures, cable chain fixtures; split links, 8 or S 
books. All types and sizes are illustrated and described in 
bought the our catalog. Mail the coupon for your copy, today. 
store from 
The stone THE TURNER & SEYMOUR MFG. CO. 
| & & SMITH & EGGE DIVISION 
a, is now ‘Te S 
|ware. 
wai lronaiweron| QUALITY PRODUCTS FOR OVER A CENTURY 
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j Somerset, w York City, the Hardware Square Club elected Howard THE TURNER & SEYMOUR MFG. CO. 
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MANUFACTURERS’ AGENTS 


RUBBER Spurgeon Co. Names and Iowa; Clarence Vincent, 

| Bosshard te Stat for Delaware, New Sersey + 

and eastern Pennsylvania, oin : 

RISER | John Bosshard has been The Andean Co., Boston, 

| appointed to the estaff of the Mass. for Maine, New 

CARPETREDS | N. B. Spurgeon Co., man- Hampshire, Vermont, Massa- 

| ufacturers’ representative, chusetts and Rhode Island; 

D. J. O’Keefe for Connecti- 

cut; Doyle Bros. for Alaba- 

ma; Jim Goodrich -for Indi- 
ana. 

Robinson & Webber, Win- 
nipeg, for western Canada, 
and Theo H. Davis & Co, 
New York, for Hawaii. 
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The only stair tread to provide the beauty of 
carpeting at a fraction of carpeting's cost. 
Exclusive design — contour molded to fit step | 
nosing snugly. Flexible riser provides permanently 
neat fit. Extra thick where wear is heavy. Five | 
popular colors. Two convenient sizes. Also | 
available: AKRO Landing Mats in matching 
texture and colors. 








Gries Corp. Appoints 
A. A. Hume, L. Appell 


Gries Reproducer Corp, 
New York, has named A. A, 
Hume, Minneapolis, Minn, 
; : and Louis Appel, New York, 

JOHN BOSSHARD to represent the firm in six 
, states. 
Chicago, Ill, as the firm's © ‘Mr. Hume will cover Min- 
Wisconsin and upper Michi- josota, North and South Da 
i gan district manager. kota and the western ani 
i } Mr. Bosshard, who has porthern parts of Wisconsin. 
eZ Better tomes — that vgpeiatid for Mr. Appel and his associates 
SS x and Gardeas ine S Ale ~% -. will cover the New York § ———— 
ate 2 nt eal : ri Miss 4S Metropolitan area, including 
been moved to the Missouri- 
é northern New Jersey. 
Colorful NATIONAL Kansas territory by the com- Both representatives will 
ADVERTISING pre-sells an 
AKRO Riser Carpetreds for — call on wholesale hardware 
and industrial supply distri- DAMAR’S 


you. Watch for AKRO 
advertising in GOOD Perry-Walker-Barr Co.  putors, offering the GRC 
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HOUSEKEEPING, BETTER Formed in Tennessee wing nuts, cup hooks, cap RI 
eae bear tone C. R. Perry, I. R. Walker "Uts and rivets. 
‘. pret COLORS HOMEMAKERS. These ads and L. G. Barr, Jr., have re- Now | 
= vt ae be vy rs 2A will have 70 million women | cently formed a sales com- Horn Co. to Handle ma 
wanting and looking for | pany known as the Perry- Colonial Brushes departm 
AKRO Riser Carpetreds. | Walker-Barr Co. The new The William P. Horn Co. * 
Be sure they can buy firm has its headquarters in g,, Prancisco, Calif., has sift shor 
: ! . ’ ” 
on nee Nashville, Tenn. been named to handle the 


, The three partners were paint brushes manufactured Last year b 
formerly associated with the hy the Colonial Brush Mfg. made big p 





oo y Vulcan Rivet & Bolt Corp., Co., Inc., Boston, Mass. Damar’s | 
(2 the F -off ma Birmingham, Ala., a8 Barney and Walter Af} $1.98! Th 
ay salesmen. With Vulcan they gtone will cover the territory stores are 

; covered all the southeastern from the representatives’ ger profit 

Average unit sale of AKRO Riser and southwestern states. main office in San Franciseo. Damar’s | 
Carpetreds is a high $22.87. This | The newly formed com- Gene Flynn will operate Garlic Pres 
is the kind of sale that does big | pany was appointed by Vul- from the firm’s Los Angeles to sell fast 
things for your profits and | can to handle its bolts, nuts office and Arnold J. Maizels fs i 
volume! It's the kind of profits | and rivets. will work out of the Porki]} .... ca 
and volume you enjoy when you | Th Mfa. Co. N land, Ore., office. The com] } tomers buy 
carry AKRO Riser Carpetreds! | ee nes = pany will cover the Wel Fan sight! 

Nine Representatives coast for the manufacturer. 





“Extra thick where 
wear is heavy”’ 






Thoss Mfg. Co., North 
Manchester, Ind., manufac- Parker Names Braden 


THE UXBA UM turer of painter’s Handy Lou Braden, Pittsburgh, 

Guide, has recently appoint- Pa. has been appointed by 
COM PA N Y ed nine sales representatives. the Parker Sweeper (», » 2 

The new appointments fol- Springfield, Ohio, as its div "ees 

CANTON I1,OHIO | low: Detsch & Co. San sion manager for _ westert ae 

| Francisco, for the 11 west- Pennsylvania, all of Wes DAMAI 








makers of the AKRO line of fine rubber housewares | ern states; William E. Perry, Virginia, and central ané 
for Minnesota, Wisconsin western New York. = 
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Take a tip from the kids .. . housewares can be fun! 


It's exciting to see what's new . .. to hear from other buyers 


the ideas that make successful promotions... so 


join the parade to the FOURTH WESTERN HOUSEWARES SHOW. ... sept 14th - 17th 


Talk to the top executives, the sales managers of big-name lines 


who are on hand to help you at the 


BILTMORE HOTEL * LOS ANGELES 


The Western Housewares Show is designed for 


both retailers and jobbers. 





A Los Angeles Trade Fair Show Sponsored by the Los Angeles Chomber of Commerce 








DAMAR PRODUCTS, Inc. 





EYE-CATCHING DISPLAY BOX SELLS 


mses I> GARLIC PRESS 


RIGHT FROM THE COUNTER! 


Now making money in hundreds of 
department stores, super markets, 
gift shops, hardware stores! 


Last year hundreds of stores 
made big profits selling Mrs. 
Damar’s Garlic Press at 
$1.98! This year even more 
stores are making even big- 
ger profits selling Mrs. 
Damar’s brand-new $1.00 










Garlic Press! Yes, it’s priced 
to sell fast — and it’s pack- 
aged to sell fast! Just put 
this colorful Display Box on 
your counter—and your cus- 
tomers buy the Garlic Press 
on sight! 


Mrs. Damar's Garlic Press converts 
garlic cloves into a creamy paste — 
and also crushes onions, mints, etc. 
Made of lightweight aluminum, 6" 
long. See your jobber or write us 
direct. 


JOBBER INQUIRIES INVITED 


23-9 Treat Place 
Newark 2, N J. 
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‘TOP SPOT ”’ 


in the popular price field. Easy to 
operate. Shear-type knife cuts lids out . . . 


leaves safe, smooth edge. Precision built. 


—,.” people's choice.” 
5-YEAR _— 


GUARANTEE 


EDLUND 
JUNIOR 
CAN OPENER 


THINK OF 


Ldlund 


for 


BETTER KITCHEN TOOLS 


EDLUND COMPANY BURLINGTON. VT 
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Hardware Men 
Cast Their Vote for 


Bull Dog Friction Tape 





BULL DOG'S the winner you'll want to back, 
too, because it’s a steady seller with a ready-made 
market. 

Your customers like the way BULL DOG Fric- 
tion Tape grabs fast, holds tight . . . the way it re- 
sists wrinkling ...and the way it absolutely refuses 
to ravel or fray. High on their list of praises, what’s 
more, is the way that BULL DOG always stays 
fresh in the roll and on the job — saves them 


money, protects their good work. 





Cash in on BULL DOG Splicing Compound 





BULL DOG Splicing Com- 
pound sells fast with the men 
who buy its famed “running 
mate” BULL DOG Friction 
Tape. Unexcelled for high re- 
sistance to electricity and water, 
self-vulcanizing into a solid, 
watertight joint. Packed, like the friction tape, in attrac- 
tive display containers. 











Boston Woven Hose 


& RUBBER COMPANY 


Distributors in all Principal Cities 


Warehouse Stock: 111 N. Canal St., Chicago, Illinois 
PLANT: CAMBRIDGE, MASS. 
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MANUFACTURERS’ AGENTS 
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Sheffield Clark, Ill, 


| Joins Clark & Co. 

Sheffild Clark, III, has join- 
| ed Sheffield Clark & Co., 
manufac- 


Nashville, Tenn., 
turers’ representative. 





SHEFFIELD CLARK, III 


After serving 43 months in 
the Army, Mr. Clark was re- 
leased recently and joined the 


| firm soon after. His territory 


will comprise the states of 
West Virginia, Kentucky and 
parts of Tennessee, Alabama 


| and Virginia. 





Matt Vea & Co. Adds 


| Dazey Corp. Line 


Matt Vea & Co., Pitts- 
burgh, Pa., manufacturers’ 
representative, has been 


| Nnamed to represent the Dazey 


Corp., St. Louis, Mo., Kitchen 
Help manufacturer. 

The representative wil] 
cover West Virginia and 
western Pennsylvania. 


New Organization Named 
Deveraux & Associates 


Donald J. Deveraux, who 
recently resigned as general 
manager of the stove and 
heater division of Nesco, Inc., 
has started his own business 
as a manufacturers’ agent. 

Mr. Deveraux will cover 
the southeastern states, with 
headquarters in Sarasota, 
Fla., and his company will be 
known as Don Deverauz & 
Associates. 





Murphy's Sons Co. Adds 
Three Representatives 

Three new firms have been 
added to represent the Robert 
Murphy’s Sons Co., Ayer, 
Mass., manufacturer of in- 
dustrial and domestic knives. 

Shaw Bros., Indianapolis, 
will cover Ohio, Kentucky 
and Indiana. Arle C. George 
& Associates will cover Ala- 
bama, North and South Car- 
olina, Florida, Georgia and 
Tennessee. C. H. Sudakof, 
Denver, will cover, Colorado, 
Wyoming, Utah, Idaho and 
New Mexico. 








| Housewares Club Has 
| Real Dixie Breakfast 


The still morning air of 
Atlantic City was rent with 
shrill rebel yells on July 8, 
when the Southeastern 
Housewares Club held a 
breakfast for Southerners 
and a few reconstructed Yan- 
kees, during the Atlantic 
City Housewares Show. 

Members and guests alike 
were deprived of their neck- 
ties which were replaced 
with others emblazoned with 
the Stars and Bars of the 
Confederacy. Hadacol, pure 
“mountain dew” and hominy 
grits and other products in- 


| digenous to Dixie were dis- 


pensed with true Southern 
hospitality. 

Pete DeWees, H. J. De- 
Wees Co., manufacturer rep- 
resentatives of Atlanta, was 
toastmaster and introduced 


special guests including: W. 
E. Brown, merchandise man- 
ager of Rich’s, Atlanta; H. 
G. Blakeslee, Cory Corp. 
George Chichester, Ekco 
Products, club treasurer, who 
recently moved north; John 
M. Bredfeld, sales managet 
of Consumer Products Divi- 
sion of Corning Glass Works, 
former club president who 
also moved north. and J. 
Ward Adams, housewares 
buyer for Rich’s, Atlanta, 
who obliged with a brief talk 
extolling Dixie. 

Also, Joseph A. Kaplan, 
president of the National 
Housewares Association; Lee 
Baker, Washburn Co., and C. 
M. McCreery, Revere Copper 
& Brass, Inc. 

Don Evans, Revere Copper 
& Brass Co., club president, 
announced that this will un- 
doubtedly be an annual event 
at the Housewares Show. 
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an THE CHEER / 


Maxt Mort Money- 
BUY DIRECT FROM HER” 





100 Ib. shipments (14 guns) prepaid to your 
door. Less than 14 guns, F.O.B. warehouse nearest 


—_ 


you. 
Atlanta, Ga. Chicago, lil. 
680-84 W. Peachtree St. 341 W. Superior St. 





Dallas, Texas 


San Francisco, Calif. 
1712 Laws St. 


138 Fourth St. 








Yeo! MaKe MORE MONEY! 
MORE PROFIT ON 













EVERY SALE OF THE 


“TOPPER™ «: 


LARGEST SELLING MONEY-MAKING SHOTGUN 








Why take less? There’s extra profit in 
every sale of H&R arms. No strings attached — 
straight-line selling from us to you passes usual 
middleman profits on to you. There’s more money 
in it for you on one sale or a hundred, when you 
sell H&R. 


Executive Sales Offices 





161 Park Avenue «* Worcester 2, Mass. 


Quality Arms Famous the World Over _) 


Investment Building, Washington, D.C. 
HARRINGTON & RICHARDSON ARMS CO. 
J 








to install HELLER 
STORE FIXTURES 


The lowest priced, highest quality, sectional and 


interchangeable store fixtures available. Write 


today for huge catalog No. S2AUA | 


W. C. HELLER & COMPANY 
Montpelier, Ohio 
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Sets the Pice 


QUALITY RUBBER PRODUCTS 


CORRUGATED MATTING 


Ace Corrugated Matting is a qual- 
ity all-rubber matting. It is distribu- 
ted everywhere for use in stores, of- 
fices, plants, schools and other 
places with heavy foot traffic. Re- 
duces noise and provides walking 
safety and comfort. 









ACE RUBBER PRODUCTS, INC. 


100 Beech Street Akron 8, Ohio 
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Edward R. VanDervoort 


Edward R. VanDervoort, 
51, president of the VanDer- 
voort Hardware Co., Lan- 
sing, Mich., died of a heart 
attack July 3. 

A lifelong resident of Lan- 
sing, Mr. VanDervoort suc- 
ceeded to the presidency of 
the company on the death of 
his brother, Thomas, in 1945. 
Having been a college foot- 
ball player and coach, as 
well as a high school coach, 
he was interested in sports 
and organized the sports de- 
partment for his firm and de- 
veloped it into national 
prominence. 

Last year he served as 
president of the National 
Sporting Goods Dealers’ As- 
sociation. 

He is survived by his 
widow, two daughters, a 
brother and sister, and two 
grandchildren. 





Thomas A. Igoe 


Thomas A. Igoe, 91, 
founder and former president 
of Igoe Bros., Inc., manufac- 
turer and distributor of wire 
nails, hardware and building 
materials, died July 9. 

Mr. Igoe was president of 
the firm from 1917 until his 
retirement in 1950. 

He is survived by a 
brother, Peter, who is the 
current president of the com- 
pany. 


Col. George P. Gray 


Col. George P. Gray, 63, 
Kentucky representative for 
Borg-Erickson Co., Chicago 
manufacturer of bathroom 
scales, died May 25 following 
a major surgical operation. 

As a young man Col. Gray 
joined the Simmons Co., St. 
Louis, Mo., as a_ cutlery 
salesman and also traveled 
for the Shapleigh Hardware 
Co. From there he went to 
the Remington Arms Co., 


where he was employed for 
19 years. 
From Remington he joined 





' aby. 
COL. GEORGE P. GRAY 


the Pal Blade Co., New York, 
as a district cutlery man- 
ager, covering Michigan, In- 
diana, Kentucky, Tennessee, 
Texas, Oklahoma and Ar- 
kansas. For the past few 
years he had been a manu- 
facturers’ agent. 

Famous as one of the top 
trap shooters in the country, 
he was made a Kentucky 
Colonel several years ago. 


Harold A. Carle 


Harold A. Carle, 51, sales 
representative of H. K. Por- 
ter, Inc., Somerville, Mass., 
died suddenly July 15 while 
on a business trip in Denver, 
Colo. 

Mr. Carle had been associ- 
ated with the Porter com- 
pany for 16 years, working 
out of Chicago, Il. 





Fred A. Rechlin 


Fred A. Rechlin, 72, owner 
of the Rechlin Hardware Co., 
Bay City, Mich., died June 
17 after a week of illness. 

Born in Bay City, Mr. 
Rechlin lived most of his life 
there. He started in the 
hardware business at the age 


News of the Trade 





of 14, working for his father 
in the partnership of Rech- 
lin & Frank. In 1902 Mr. 
Rechlin purchased the busi- 
ness and later formed a 
partnership with his brother, 
Walter. 

Mr. Rechlin was a past 
president of the Michigan 
Retail Hardware Associa- 


tion. 

He is survived by his 
widow, two daughters, a 
brother, three sisters and 


five grandchildren. 





Clyde H. Biggs 


Clyde H. Biggs, 58, presi- 
dent and general manager of 
the Biggs Kurtz Co., whole- 
salers of Grand Junction, 
Colo., died recently of a 
heart attack. 

Mr. Biggs and W. C. Kurtz 
co-founded the company 
which bears their names. 
From the firm’s inception 
Mr. Biggs was its general 
manager and in 1930 he was 
named to the _ presidency 
while retaining the general 
managership. 

He was also vice-president 
of the Independent Lumber 
Co.; vice-president of the 
Crissey Fowler Lumber Co.; 
president of the Indian 
Ranch Orchard Co., and vice- 
president of the California 
Lumber Co. 

He is survived by his 
widow and three daughters. 





W. Maben Griffith 


W. Maben Griffith, 57, 
commercial sales manager 
for Taylor Instrument Co., 
Rochester, N. Y., died July 5 
following intermittent ill 
health for the past five years. 

Having been associated 
with the commercial line of 
the company for more than 
30 years, Mr. Griffith was 
appointed commercial sales 
manager in 1945. He joined 
the firm’s New York sales of- 
fice in 1913 and, after serv- 
ing in the first World War as 
a Captain, he returned to the 
company in 1919 and became 
assistant commercial sales 
manager in Rochester. 


Max Keller 


Max Keller, 87, founder of 
M. Keller & Son and the 
Keller Hardware Co., New 
York, died June 29. 

Long active in the hard. 
ware field, Mr. Keller became 
a member of the Harpware 
AGE Fifty Year Club in Sep. 





MAX KELLER 


tember, 1946. He began his 
activities with a stock of tin- 
ware and housewares that he 
drove about the midwest in 
the early eighties in a two- 
horse traveling emporium. 
About 1890 he opened a 
general store in Hillsboro, 
Hill Co., Tex., which was the 
first in town to install a tele- 
phone and electric lights. In 
1905 he came to New York 
where he opened his own 
business once again. 





Clarence J. Bandemor 


Clarence J. Bandemor, 58, 
owner of a hardware store at 
2631 W. State St., Milwau- 
kee, Wis., died July 1 of 4 
cerebral hemorrhage. 

He had the State street 
store for the past seven 
years. During World War II 
he was a metallurgist for the 
Navy at the A. O. Smith 
Corp. 





M. G. Downing 


M. G. Downing, for the 
past eight years president 
and general manager of the 
Wade Hardware Co., whole- 
salers of Greenwood, Miss., 
died July 3 after an illness 
of several weeks. 











Finish Plant Expansion 
At Turnbuckles, Inc. 
Turnbuckles, Inc., Michi- 
gan City, Ind., has completed 
a series of building projects 
at its Grand Beach, Mich., 
factory, according to R. R. 
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Osborn, company president. 
The expansion program pro- 
vides five times as much 
space as was available in the 
original Grand Beach plant 
which was opened in Febru- 
ary, 1949. 


The expansion program 
has provided an additional 
12,500 sq. ft. of space for 
raw materials storage, 14,- 
000 sq. ft. of finished goods 
storage and about 3000 sq. 
ft. of office space. Mr. Os- 


born pointed out that a more 
efficient flow of materials, 
plus a new conveyor system 
for final assembly, inspection 
and packaging have been in- 
stalled which will increase 
Turnbuckles’ volume. 
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mares | (A Photo Angles 


A report in pictures of 
people and events 
in the hardware trade 


Posing for the camera at the recent 24th An- 

nual Sales Conference of the South Bend Bait 

Co., South Bend, Ind., are sales representatives, 

company officials and factory executives. In the 

front row, second from right, is Harold Stream, 
president of South Bend. 


LER 


e began his 





mporium. 

2 opened a 

J Hillsboro, ’ Charles B. Coburn is shown receiving first prize, a 
ich was the certificate for a complete power workshop, of the 
stall a tele- R. E. Jarvis Co. power tool dealer tie-in contest. 
e lights. In D. L. Satterfield is making the award as Mrs. Coburn 


New York and R. E. Jarvis, president of the company, look on. 


William J. Lawson of 
the Proctor Electric 
Ce., Philadelphia, 
Pa., shows Mrs.Selma 
Andrews of Nesco, , 
Inc., Chicago, a spe- 7, , Pictured above is a,view of a mobile exhibit 
cial ironing table tor- a f consisting of products of the Universal Mfg. 
ture machine at , : ‘ Co., Berkeley, Calif., pump manufacturer. The 
Proctor’s exhibit at unit, in a new station wagon, is touring the 
the recent Atlantic porn country. At right is Pat Bottone, Universal 
City Housewares TABLE CONE a sales manager, driver of the roving exhibit. 
Show. The machine ° 

was developed by 
Proctor’s research 
department for an 


Members of James Heddon’s Sons, Dowagiac, 
Mich., manufacturer of fishing tackle and golf 


, independent testing . rye, shafts, sales force unroll a 40-ft. scroll, showing 

president laboratory. ; eae Be the breadth of their 1952-53 advertising cam- 

ver of the aaa - paign featuring new products. Action took place 

‘o., whole- ‘ at a recent annual sales meeting held by the 
q : : company. 
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an illness 
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(Continued from Page 14) 


probably take a little while for 
price-cutting firms to get back into 
line on fair trade merchandise, but 
I am hopeful that if manufacturers 
will take a firm position on the 
policing of their fair trade prices, 
we will have this condition thor- 
oughly cleaned up in time for the 
Christmas season so that retailers 
can again realize normal profits.” 

While the new legislation again 
puts non-signers on the same basis 
with retailers who sign fair trade 
contracts with manufacturers, it 
does have one deficiency. 

This is the loophole that permits 
inter-state commerce in fair traded 
merchandise by sharp-shooting dis- 
count houses and mail order firms 
which are not restrained from ship- 
ping fair traded merchandise from 
one state into another. 

The American Fair Trade Coun- 
cil protested energetically over this 
deficiency of the McGuire bill, but 
10 days before the Senate approved 
the measure, A.F.T.C. had to con- 
cede that the only chance of get- 
ting any fair trade legislation at 
this time was to go along with the 
group backing the McGuire bill. 

John Anderson, Gary, Ind., man- 
ufacturer who has long wielded the 
cudgel in the fair trade fight, ex- 
pressed satisfactien that fair trade 
was restored to good health, but 
announced that A.F.T.C. was im- 
mediately starting a campaign to 
secure passage of a “Home Town” 
Amendment to the McGuire Bill. 
This amendment is intended to 
protect the local merchant against 
out-of-state competition by houses 
selling fair trade articles at cut 
prices. 

The new legislation does not 
stand as a complete victory for 
those who believe in fair trade, 
for each of the 45 state fair trade 
laws are in constant jeopardy 
from opposing strong elements. 

As recently as June 27, the Su- 
preme Court of the State of Mich- 
igan ruled that the non-signer 
clause of the Michigan Fair Trade 
law was unconstitutional. 

As a consequence of this action, 
Fair Trading manufacturers who 
intend to maintain their price 
structures in Michigan will have 
to secure fair trade contracts 
from every retailer handling their 
products. Even if they do this, 
there will likely be some outlets 
that will manage to procure fair 
traded merchandise through trans- 
shipments from some suppliers. 
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May Wholesale Hardware Sales Even 
With Previous Month; Stocks 2% Lower 


Hardware wholesalers’ sales in 
May were down by 6 pct from the 
same month in 1951, and their in- 
ventories were 8 pct lower for the 
same months, according to the 
monthly report of the Bureau of 
the Census, Dept. of Commerce. 

May’s sales varied from a decline 
of 19 pct in the West North Central 
states to a sales increase of 11 pct, 
reported by the wholesalers in the 
East South Central region. 

May sales were even with those 
of the previous month. For the five 
month period of this year, whole- 
sale hardware sales were 16 pct 
lower than in the like period of 


1951. End-of-month inventories, at 
cost, were 8 pct lower in May than 
they were in May, 1951, but were 
only 2 pct lower than they were in 
April. 

The 134 wholesale firms who re- 
ported to the Commerce Dept. had 
an average of 97 days’ supply of 
inventory on hand May 31 the same 
number as at the end of May, 1951. 
On April 30, 1952, these firms had 
95 days’ supply on hand. 

Wholesalers in the East South 
Central States only had a 72 days’ 
supply on hand on May 31, while 
those in the West South Central 
States had a 132-day supply. 


Consumer Price Index Reaches All-time High \ 
As Dollar's Purchasing Power Falls to New Low 


Consumers’ prices for May, 1952, 
reached an all-time high, according 
to the National Industrial Confer- 
ence Board. The rise of 0.3 pct 





Sales of Hardware 


Increased in May 


May sales of retail hardware 
stores, on an adjusted basis, 
were higher than they were on 
the comparable month of 1951, 
for the second month in a row. 

The estimated adjusted sales 
of $246 million in May were 
$2 million greater than in April, 
and $7 million higher than those 
of May, 1951. 

The cumulative total for the 
January to May period was 
$1249 million, as compared with 
$1280 million for the same 5- 
month period last year. 

The Dept. of Commerce esti- 
mates follow: 


SEASONALLY ADJUSTED. 
(add 000,000) 


1952 1951 1950 1949 1948 
Jan. $249 $277 $195 $204 $205 
2 


Feb. 259 270 197 200 
Merch 251 256 195 193 206 
April 244 238 #+198 197 2117 


May 246 239 207 200 205 


5 Mo. 1,249 1,280 992 994 1,032 


June _.. 233 220 196 210 
July .. 225 241 195 210 
Aug. .. 231 247 187 214 
Sept. ... 239 235 193 211 
Oct. .. 239 230 194 210 
Nov. _ 240 224 190 203 
Dec. |. 237 245 193 204 


. 2,924 2,634 2,342 2,494 











from April to May, topped the 
previous record high established in 
January, 1952. 

The index for all items for the 
54 cities surveyed (180.5 for May, 
1952) was the highest ever re 
corded in the series which goes 
back to 1914. Base date of the 
series is January, 1939, as 100. 

The purchasing power of the 
dollar (January, 1939, as 100 cents) 
was 55.4 cents in May, 1952, rep 
resenting a new low. This is a ¢& 
crease of 0.4 pct as against April, 
1952, and a decrease of 2.8 pct since 
May, 1951, when the dollar repre 
sented purchasing power of 87 
cents. 


Wholesalers’ Stocks 


Lower, Dealers’ Up 


The book value of business in- 
ventories, after allowance for sea- 
sonal variation, declined during 
May by nearly $200 million, the 
Office of Business Economics has 
announced. 

The decrease was due mainly to 
lowered wholesalers’ inventories. A 
small decline in manufacturers’ in- 
ventories was offset by a rise in 
stocks held by retailers. 

Retailers’ inventories at the end 
of May were valued at $18 billion, 
reflecting, on a seasonally adjusted 
basis, little change during the 
month. 

A decline of over’$100 million in 
stocks held by durable goods stores 
was more than offset by an increase 
in holdings of the nondurable goods 
groups. 
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for INTELLIGENT BUYING 


The NATIONAL HARDWARE SHOW 
is the only place in the world where 
buyers can see, feel and compare 
thousands and thousands of hard- 
_ ware and allied products on display 


} at one time and one place. 


Here over seven hundred manufac- 


» turers (America's finest) show their 


“Mf newest and latest products and their 


best merchandising plans. 


Here over 30,000 buyers annually 
come to get the facts and measure 
the Hardware Industry that they may 
intelligently plan their buying for the 


coming year. 


Here buyers meet the principals of 
America's best manufacturers and 
get first hand information on delivery, 


production and prices. 


OCTOBER 6- 7-8- 9-10 « GRAND CENTRAL PALACE, NEW YORK CITY 


out and mail the registration coupon. 


BUYERS... plan now to attend, fill 


Your admission badge, which will 
admit you without further registra- 
tion, will be mailed to you. 


HARDWARE 


~ SHOW 


331 MAD'SON AVE., NEW YORK 17, 
MURRAY HILL 2-4802 
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Save time by registering NOW. Fill in and mail this registration coupon 3} 
and your admission badge will be mailed to you. Please check below if 
you wish us to make hotel reservations for you. (Please Print). 








Type of Business___ ciieaiiadaede 


[] Wholesaler 

C] Importer-Exporter 
C] Please send us your hotel reservation blank. 

Minors under 18 yrs. of age will not be admitted under any circumstances 


Title 











_ State aoe eousniiitiianiiaaatina 





Please check below the classification of your business 
CD Retailer (] Dept. & Chain Store Buyer 
C] Mfgrs’ Agent (] Manufacturer [] Other 








Hardware Stores Did 9% More Business 
On Charge Account Basis Last Year 


Credit-granting hardware stores 
did nine pct more business on 
charge accounts in 1951 than in 
1950; four pct more for cash, and 
three pct more on instalments. 

Total sales of these  credit- 
granting hardware stores were six 
pet higher in 1951 than in 1950. 

Cash sales of credit-granting 
hardware stores in 1951 were 44 
pet of their total sales; which was 
one pet lower than in 1951. These 
stores did 49 pct of total sales on 
charge accounts, as compared with 
48 pct in 1950. The percentage of 
total sales done on instalments was 
seven pct, the same as the year 
before. 

Instalment sales at retail stores 
as a whole declined slightly in 
1951 for the first time since 1945, 
according to the ninth annual credit 
survey of credit-granting retail 
stores, conducted by the Federal 
Reserve System. Increases in cash 
and charge-account sales, however, 
were more than enough to offset 
this decline. 

Sales of the 887 credit-granting 
hardware stores that participated 
in the study were six pct higher 


hardware stores in 1951. First, as 
was the case at most other retail 
outlets, higher prices helped main- 
tain dollar sales even though physi- 
cal volume was probably below 1950 
levels. 

Second, hardware stores typical- 
ly sell a wide variety of merchan- 
dise and for this reason they were 
not so seriously affected by the de- 
cline in demand for household ap- 
pliances as the more specialized 
durable goods stores. 

Both instalment and charge ac- 
counts receivable at the end of the 
year were slightly below’ the 
amounts outstanding at the close 
of 1950. The decline in instalment 
receivables reflected a slight in- 
crease in down payments and a 
shortening of the average repay- 
ment period from 12 months in 
1950 to 11 months in 1951. 

Despite the general growth in in- 
ventories, the ratio of annual sales 
to inventories remained unchanged. 
The turnover ratio (annual sales 
divided by year-end inventories) 
of 2.7 in both years was among 
the lowest of the nine groups sur- 


Toy Supply Should 
Be Adequate This Year 


There should be no shortage of 
toys for Christmas this year, al. 
though toy sales should be about 
10 pct greater than in 196}, 
Melvin Freud, president of the Toy 
Guidance Council, Inc., announced 
on July 16, at the opening of the 
Council’s 1952 exhibit in New York. 

Mr. Freud announced that a na- 
tion-wide survey of toy producers, 
wholesalers and retail stores showed 
that prices had declined because 
competition had increased and 
year-round selling has resulted in 
savings in operating costs. 

There was heavy buying early 
last year because of expected gov- 
ernment control, and early orders 
this year were far below last year’s 
level as buyers avoided large com- 
mitments. Manufacturers in tum 
were unwilling to risk heavy inven- 
tories on the prospect of late buy- 
ing, the survey showed. 

About 65 pct of the industry's 
sales will be for Christmas gifts, 
Mr. Freud predicted. 


Price Reduced On 
G.E. Clothes Dryer 


The General Electric Co. on July 


last year than the year before, and veyed. ; 3 announced a reduction of about 
their sales experience was better A comparison of accounts re- $24 in the recommended national 
than any of the other eight retail ceivable, collections and related retail price for its clothes dryer, 


outlets covered by the survey. 
Two factors were important in 
the favorable sales experience at 


items. of hardware stores and other 
retail outlets is shown in the fol- 
lowing table: 


Model AD-7. Formerly priced at 
$274, the dryer now carries a price 
of $249.95, including excise tax. 





Retail Accounts Receivable and Related Items, by Kind of Business 


Stores Reporting in 1951 Retail Credit Survey 





| Percentage 





Average collection period 
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change in for accounts receivable ! Down payments Instalment 
accounts as percentage paper sold as cc 
Number receivable - | of instalment percentage of 
Kind of business lof stores during 1951 Charge accounts Instalment sales | instalment sales 
lreporting|_ as (in days) (in months) | 
| FS pp PR Vee eee 
Charge | Instal- | | | 
| accounts} ment 1951 1950 1951 1950 1951 1950 | 1951 | 1950 — 
eras | a | Lg Ge. leg & 1h) Green Pol Parts 
Department stores?........| 2,562| +6 | — 6 64 62 | 13 15 17 5 35 HURF 
Men’s clothing stores...... | 450} + 2 9 61 59 | 8 7 11 | (3) (3) Al 
Women’s apparel stores... .| 573 | +7 +11 | 69 67 7 7 am | 2 3 wa 
a 
Furniture stores........... esi =F 1-3 64 69 13 is | 19 | 18 | 7 A Con 
Household appliance stores. | 2,079 | — 4 —14 56 | 56 14 16 | 21 20 35 35 Brings 
Jewelry stores............. 455 — 2 + 3 eS |, 1... 13 | 13 | it 3 | (3) allies 
Hardware stores........... 822 | — 3 —4 52 55 | 11 eis oe so is — 
Automobile dealers. ....... 3,308 -+- 3 — 8 50 47 (4) |) £. bo me 47 47 olf 
Automobile tire and acces- | dhe P 
ae ae 2,120 | —19 —13 37 49 13 15 16 12 Ty 2 ens 
- ne Soe eee, Vee owners 
1 Estimated in part from reported data. Seuneien 
1 Includes mail-order houses. ou'll 
3 Less than one-half of 1 per cent. : wes Se 
4 Not computed because the small proportion of instalment paper retained by automobile dealers gives a collection period not typical NATIC 
of their entire instalment business. Dept. H.- 
7 2 
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IT’S not too late to catch this season’s demand for Kingsford 
Charcoal Briquets, the long burning, smokeless, easy-to-light 
fuel that’s made from selected hardwoods. It’s an easy item 
to sell—the only logical fuel for backyard barbecue fires—the 
fuel that picnickers and campers want the minute they see it. 
Kingsford helps you show them with summer advertising in 

| large com. ome capone ane. «TNT eee ene Sectors, , 

ers in tum BACKYARD BARBECUE CHEFS One taste-tantalizing steak cooked over Kingsford Charcoal 
heavy inven- PICNICKERS AND CAMPERS Briquets and your customer is back for more. WRITE _~ 
of late buy- FOR BOOKLET and name of distributor ia Z 


KINGSFORD CHEMICAL COMPANY .« Iron Mountain, Mich. | i 
IN 10 LB. FAMILY SIZE BAGS /| / 
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stmas gifts, 


CHARCOAL BRIQUETS—Ly /— 
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Iment sales ORDER FROM YOUR JOBBER e@ DRY WEED-KILLER 
SPECIALTY IMPORTERS, INC., 242 4TH AVE., N. Y. _ a 4 aa StEDER- FEEDER wezaey 
te. ’ Ls ing 
| 1980 eee a eee mena ee ee . sets duet me 
A | Parts for 
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35 HURRICANE Power Mowers 








e 
3 Always Available on wenn zee 
7 A Complete “Parts” Stock 
35 Brings Steady Sales! | 
3 : 
| ®) Hurricane Rotary Power | di THRIFTY 
8 Mowers never become obso- fo. < SEEDER 
47 lete! Each new, improved VY ” * FEEDER. } 
part is made to fit any Hur- ' 4 WEEDERA 
= ricane ever built! Because of | business. Money-wise dealers wei ‘ tite tly 
: normal wear and breakage, all over the country are bring- Soe, Mae 
——_ — owners will need replace- ing in additional income from : 
ment parts. By offering parts and service business. Seever-Feener-Weever Representatives 
Hurricane parts and service, You can too! Write us for wanted. Some choice territories available 
you'll monopolize this repeat details. ORDER FROM YOUR JOBBER TODAY, OR WRITE: » 
ypical reh : 
— NATIONAL METAL PRODUCTS COMPANY, INC. R. KRASBERG & SONS MFG. CO. 20.1. HOMER 51 
Dept. H-A 2722 Cherry St. Kansas City 8, Mo. | 
rc 7, 1952 127 
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423U jj Upholstered 


Attractive Duran upholstered 
seat and form-fit back rest with 
chrome plated legs, step sides 
and back braces. 422U (not 
shown) same as 423U without 
back rest. Available in red, 
yellow, black, blue or gray. 
with chrome or painted legs, 
Other models, unupholstered, 
with chrome or painted legs, 
step sides and back braces 
available in red, yellow, black 
and blue. 


Sturdy two-shelf utility table 
of all-steel construction for a 
variety of household uses. 
Large, heavy duty casters for 
ease in moving. In red, white, 
yellow and blue. 


Yee METALOID 7. 


5815 KINSMAN RD. © CLEVELAND 4, OHIO 
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Consumers May Buy Power Mowers On 
instalments Under New Toro Time Plan 


Toro - Whirlwind power lawn 
mowers will be sold by hardware 
stores on instalments under a 
financing plan being launched by 


Toro Manufacturing Corp., Min- 


neapolis. 

Known as Toro Time, the plan 
was tested with a few Toro distrib- 
utors during the spring, and will 
be started this fall with all Toro- 
Whirlwind dealers and distributors 
participating. 

“Toro Time is based on simple 
forms and procedures that will pro- 
duce more sales and quicker cash 
for the dealer,” says Bryant Lar- 
son, Toro credit manager. “Just as 
tailor-made financing plans have be- 
come an integral part of the auto- 
motive and major appliance fields, 


we believe the power lawn mower 
industry now has a similar need, 

“For the first time, dealers now 
can compete with the large chain 
and department stores by offering 
the time-payment plan,” reports 
Mr. Larson. “We are convinced it 
will open up new markets, by giy- 
ing the small home owner an op- 
portunity to buy his power mower 
with a small down payment and 
small monthly payments.” 


Personal Income Rose 
6% in First 5 Months 


In the first five months of 1952, 
personal income was at an annual 
rate of $263 billion, $15 billion or 
6 pet greater than in the same 
period of last year. 


Greater Number of Retailers Discounted Bills 
In May, Latest Credit Survey Indicates 


Accounts receivable generally 
were in better condition at the 
close of business on May 31 than 
at the end of February, 1952, and 
were in most cases returning to 
the status reported at the end of 
November, 1951, according to a 
survey made by the Credit Research 
Foundation of the National Asso- 
ciation of Credit Men. 

The number of retail accounts on 
a discount basis increased, the sur- 
vey covering the month of May 
indicates. 

The survey was conducted 
through a questionnaire addressed 
to the members of the affiliated 
Credit Associations in 24 major 
markets throughout the country. 

Retailers, regardless of industry, 





showed the following credit infor- 
mation for the three months: 


May Feb. Nov. 

1952 1952 1961 

Discounting . 35.7% 32.4% 374% 
Paying when 

ar 48.5% 50.5% 47.2% 

Past due ... 15.8% 17.1% 154% 


Minneapolis and Newark showed 
the greatest percentage of retail 
firms discounting their bills in 
May. Contrariwise, Newark had 
the largest percentage of past due 
retail accounts. 

The records in some of the lead- 
ing cities as developed in the May, 
1952, survey as compared with the 
February and November surveys 
are shown in the following table: 


Per Cent of Per Cent 

Accounts Discounting Past Due 
May Feb. Nov. May Feb. Nov. 
1952 1952 1951 1952 1952 1951 
DNL ij o.ie.vic'dpiirce aces 9.4 12.0 14.7 20.0 31.3 73 
ee ee 38.3 29.7 29.7 9.8 13.6 12.9 
I EEE fs aig dio nar ove 32.8 29.6 38.2 Zi.k 24.1 16.6 
NE eS 5 cacy sd 6 secbi ees 35.9 22.1 35.4 7.8 15.1 16.5 
NE eee ee 26.4 27.0 57.4 15.0 20.9 9.6 
0 39.7 25.2 75.7 11.8 16.9 12.6 
eee 39.9 35.4 33.6 19.1 15.4 16.3 
OO ee 48.6 48.3 27.3 12.9 7.5 16.3 
i 52.6 40.9 43.2 14.7 14.9 16.5 
eile ais o-oi0, 0°06 51.7 33.6 31.9 30.0 22.9 24.2 
bg 19.2 36.1 44.7 17.1 17.0 11.0 
San Francisco .......... 37.6 38.1 36.5 15.1 17.3 15.4 
gata eaten a rs 19.9 19.7 31.8 15.8 18.0 15.9 
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Proctor Cuts Prices 
And Fair Trade Lines 


Immediately following the sign- | 
ing of the McGuire Bill by Presi- | 


dent Truman, Proctor Electric Co. 
notified all its distributors by tele- 
gram that it was fair-trading all 
its products. 

Shortly thereafter the firm mailed 
out new fair trade prices, which in 
every instance is lower than the 
advertised retail ceiling price. 

The new prices take effect at the 
distributor level on Aug. 15 and at 
the consumer level on Sept. 15. So 
that uniform retail prices and 
markups may be used by all retail- 
ers under OPS pricing formulas, the 
company has applied for a new Spe- 
cial Order number under Supple- 
mentary Regulation 4 of Ceiling 
Price Regulation 7. It is expected 
that this will take approximately 
30 days. 

The former and new fair trade 
list prices were given as follows: 
#1469 toaster, from $16.95 to 





$14.95; #1483 toaster, $23.50 to | 
$21.95; Champion iron, $12.95 to | 


$10.95; Never-lift iron, $14.95 to 
$13.95; Never-lift steam iron, 
$16.95 to $14.95; #75 attachment, 
$5.95 to $5; Cordminder, $3.95, no 
change; Hi-Lo table, 
$13.95. 


Universal Will Issue. 
New F.T. Contracts 


Landers, Frary.& Clark informed 
dealers and distributors by letter 
that it plans to reinstate fair trade 
procedures in all states that have 
such laws. 

“We believe it is necessary to 
prepare new contracts to be signed 
in each of these 45 states, so that 
we are sure that we again qualify 
under the law in each state,” the 
letter stated. The company’s fair 
trade program is expected to be 
effective for the fall selling season. 


Cory Corp. Guarantees 
Prices to Year's End 


Cory Corp. announced on July 
7, that it was guaranteeing present 
prices on all Cory Fresh’nd-Aire 
and Nicro brand name merchandise 
through Dec. 31. 

J. W. Alsdorf, president, said 
distributors and dealers are pro- 
tected against any roll back on 
trade prices regardless of whether 
caused by Government regulation 
or action of the company. 
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G. N. Coughlan Co., 
W. Orange, N. J. 









































To the Heir Apparent of the President 
of a Merchandising Business 
Who Would Prefer a Career of 
His Own: 


A stable retail business offers the opportunity for 
early top management responsibility to an able mer- 
chant and business man between the ages of 35 and 45. 


Company long established, with adequate capital 
and physical facilities for substantial growth. Present 
volume in ten million dollar area. Consumable mer- 
chandise without seasonal or style factors. 


Summary of experience will be held in 
strict confidence. 


Address: A. T. Kearney & Co. 
Management Consultants 


135 South LaSalle Street 








Chicago 3, Ill. 
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McGill Brand 
mouse and rat 
TRAPS 





@ BRIGHT 2-color printing 
@ CLEAR selected wood 
@ AUTOMATIC or slot set 


McGILL METAL PRODUCTS CO. 














MARENGO, ILLINOIS 
IMMEDIATE , 


‘CHAIRS DELIVERY! 


All types, wood and 
steel in stock. 
Also Folding Tables 


State requirements! 


Write us when 
you have in- 
ee trom 
4 Et . ag > F 

sizes 
ae ee B- e3 


~ ADIRONDACK CHAIR CO. 3°, Soérw 


N.Y. 1, MY. 
@eeeeeeeeeeseseee @ 








35 top-notch salesmen econcen- 
trated in a rich sales territory 
ee — -producers work- 

. you, giving you 
ND STATES; NEW 
Metropolitan area); 








ENGLA 
YORK (Incl. 
NEW 


ELAW. 
COLUMBIA Ph y a3 and 
Arlington, Va.) 


The HARRY HANSER 

ORGANIZATION 
Manufacturers Representatives 
1841 Broadway, New York 23, N.Y. 


by EXPANSION 
Pa el. te setps 
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— LAG SCREWS 


fer HOLD AS LONG AS THE WALL LASTS 
MACHINE BOLTS 





- ASH FOR CATALOG 
DIAMOND EXPANSION BOLT CO., INC 


OEPT. H.A. © GARWOOD, N. J. 
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Business Expected to Remain Strong 
Right Into 1953, U. S. C. of C. Predicts 


The business outlook for the re- 
mainder of the year seems as good 
to the Economic Research Depart- 
ment of the Chamber of Commerce 
of the United States, as it was for 
the first half, and perhaps better 
for some of the industries that 
have been lagging. 

The general strength, the Cham- 
ber believes, will carry over into 
1953. Even those who are pessi- 
mistic see no bad omens, says the 
report, that might ruin business in 
the first half of 1953. 

Gross national product of goods 
and services has risen from $320 
billion to $340 billion, although the 
general price level within that time 
has remained virtually stable. Con- 
sequently the increase is in actual 
volume. 

Civilian employment is about the 
same as a year ago. The figure 


stands at about 61.2 million, with 
the number of men employed down 
about a quarter of a million and the 
number of women at work up just 
about the same. 

The defense program, which 
many predicted would bring civilian 
shortages before this, is now really 
beginning to roll, and it appears it 
will go forward, without too ser- 
ously pinching the civilian economy. 

The national income rose from 
$269 billion for the first quarter of 
last year to $282 billion for the 
same period this year. Personal in- 
come is estimated at around $260 
billion annually, a gain of $41 bil- 
lion since the Korean war started. 

Despite the increase in income, 
personal consumption has _ not 
grown so rapidly, indicating both a 
reluctance to buy and a high rate 
of personal savings. 





Rotary Mowers Added 
To 1953 Reo Line 


The Lawn Mower Division of 
Reo Motors has announced that for 
the first time rotary power lawn 
mowers will be included in its new 
1953 line with three models. 

The new Electra-Lawn, an 18 in. 
will sell for $69.50 in the 
Eastern Zone. The 18 in. Revo-Jet 
rotary lists for $99.50 and the 20 
in. Flying Cloud rotary carries a 
$129.50 tag. 

Prices for the 1953 reel-type 
mowers remain the same except for 


| the 18 in. Runabout, which has 
been reduced from $114.95 to 
$109.50. 





The Reo Royale will continue to 
sell for $136.95, the Trimalawn for 
$231, and the electric-powered Town 
House for $96.25. All but the Elec- 


tra-Lawn and Town House are 
gasoline-powered. 
The prices are quoted for the 


Eastern Zone and include the 10 
pet Federal Excise tax. Western 
Zone prices are $1 to $3 higher. 


| All models are fair trades. 


June Home Building 
Higher Than in 1951 


Residential building in the 37 
states east of the Rockies in June 
was 23 pct less than in May but 
was 7 pct more than in June, 195i, 
according to the monthly report of 


the F. W. Dodge Corp., construc- 
tion news and marketing special- 
ists. 

Residential building for the first 
six months of the year in these 37 
states was 1 pct higher than dur- 
ing the same period of 1951. 

The first six months trailed the 
first six months of 1951 in construc- 
tion contracts by 12 pct. 

It was pointed out that, discount- 
ing $980 million in Atomic Energy 
Commission reject awards included 
in the first half figures for 1951, 
the current year was only 1 pet 
behind last year. 


Drop in Shipments 


Of Vacuum Cleaners 


Factory sales of standard-size 
household vacuum cleaners in June 
totaled 206,939 units, compared to 
194,548 sold in June, 1951, or a 
gain of 6.4 pet, according to indus- 
try-wide figures announced by the 
Vacuum Cleaner Manufacturers’ 
Association. 

June sales compared to 216,969 
in May, or a drop of 4.6 pct. 


Drop in Shipments 
Of Cooking Stoves 


May shipments of all types of 
nonelectric heating and cooking 
equipment except domestic cooking 
stoves, were greater than ship- 
ments made during April, accord- 
ing to the Bureau of the Census, 
U. S. Dept. of Commerce. The num- 
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per of domestic cooking stoves de- 
creased 10 pet. 

Shipments of cast-iron radiation 
and cast-iron boilers were up 22 
and 41 pct, respectively, while oil 
burners, warm-air furnaces, domes- 
tic heating stoves and floor and 
wall furnaces made gains ranging 
between 12 and 18 pet. 

Water heater shipments during 
May were 3 pct above the level of 
April shipments. 


72,440 Washers Sent 
Abroad Last Year 


American-made household wash- 
ers were exported to 65 foreign 
countries in 1951, Brazil topping 
the list with imports of 10,389 
units and Venezuela standing sec- 
ond, having purchased a total of 
8184 washers, according to figures 
announced by the American Home 
Laundry Manufacturers’ Associa- 
tion. Lowest in the list stood 
Sweden and Denmark, tied at six 
washers each. 

Leading importers of washers 
from the United States included 
Switzerland, 5254; Belgium, 4522; 
Columbia, 4069; Mexico, 3747; 
Cuba, 3,319; and the Union of 
South Africa, 2489 units. Washers 
also were shipped to such far-off 


spots as Iceland, Lebanon, Iraq, 
Israel Palestine, Saudi Arabia, 
Siam and British Malaya. The 


American industry’s 1951 exports 
totaled 72,440 washers. 


Extra Prizes For 
Tulip Photo Contest 


Bulb dealers will share in the 
new prize added to those already 
offered in the Holland Bulb Garden 
Photo Contest to be launched this 
fall, by the Associated Bulb Grow- 
ers of Holland, P. O. Box 412, 
Radio City Station, New York 19. 

The additional prize consists of 
a second pair of free vacations in 
Europe. 

The twin first prizes will go to 
the entrants submitting the best 
black and white photo and the best 
color photo. The dealers who sup- 
ply the winning entry blanks will 
get duplicate prizes of vacation 
trips in Europe for two. Contest 
prizes total $75,000 in value. 

The rules require each entrant to 
list his dealer’s name on his entry 
blank and on his submitted photo. 
Entry blanks to be furnished deal- 
ers for distribution will provide a 
blank space for dealer imprint. 
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~ 
STEEL WASHERS 


FOR EVERY NEED 


A DEPENDABLE SUPPLIER 
FOR 38 YEARS... 





Your requirements for standard and 
special steel washers are sure to be 
satisfied at Joliet. A bank containing 
thousands of special dies in many 
shapes and forms, 9/32" to 8" O.D., 
gauges No. 28 to 3/8’, stands read 
to answer your needs. A VARIET 
OF FINISHES IS AVAILABLE to 
meet your special needs, including: 
Electro-plating, Galvanizing, Parker- 
izing, and Cyanide hardening. 


After All/ 
THERE'S NO SUBSTITUTE 
FOR QUALITY AND SERVICE 







Your emergency re- 
quirements are our 
special concein. 





204 CONNELL AVE. 








\ JOLIET, ILLINOIS 











UNIVERSAL METAL PRODUCTS CO. 























THE JOBBER'S 
SALESMAN 


In conjunction with 
the fact that they are tops in quality, 
built by economy methods in the most modern fac- 
tory of its type, the thing that makes Universal by 
long odds the best sprayer line to handle is the un- 
deviating policy of selling entirely ans. angi 


and their salesmen — the same square deal to 
everybody. Your jobber's warehouse stocks are 
in your locality . . . that means better service. 


His freight rates are lower...he can save you 
money. The Jobber's Salesman is a fellow you 
know and can trust. He stars in the act that 
brings you the most profitable sprayer deal 
in the world. Let him tell you about 
UNIVERSAL. 





SARANAC, MICHIGAN 
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Consumer Mailers 





New Wholesalers’ Aids for Dealers’ Use 


Shapleigh Announces Fall Promotion 


A completely inte- 
grated promotional pro- 
gram for dealer use, to 
be known as the Touch- 
down Parade of Values, 
has been prepared by 
Shapleigh Hardware Co., 
900 Spruce St., St. Louis 
2, Mo. 

The complete program 
material, intended for 
hardware stores to use 
as a Fall Sale promotion, 
includes a 4-page, news- 
paper-type circular, a 
kit of display mate- 
terials, newspaper mats 
and point-of-sale mate- 
rial. The circular printed 
in yellow, brown and 
black, features cheer im 
leaders, drum majors : 
and football players to 
tie-in with the theme 
“Touchdown Parade of 
Values, and _ contains 
illustrations and descrip- 
tions of more than 80 
fall sale values. 

The 148-piece kit of point-of-sale 
material includes window valances, 
side streamers, football cut-outs, 
double- pennants for over-wire 
hanging and three sizes of price 
cards. 


Bronson & Townsend Offers Display 


After nearly two 
years of planning, 
Bronson & Townsend, 
wholesale hardware 
firm of New Haven, 
Conn., has received 
the first shipment of 
a new display fixture 
for Revere Ware, 
which it is making 
available to dealers 
on a_ cost-sharing 
basis. 

The design was 
worked to conform in 
size with standard 
hardware store fix- 
tures, with the coop- 
eration of the Store 
Engineering Depart- 
ment of the New En- 
gland Hardware 
Dealers Association 
and the Revere Copper & Brass Co. 

Price and model number card 


ij 
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. MASTER WRENCH SET 
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The featured merchandise runs 
from a 49 cent rule up to a $50 re- 
peating rifle, and many of the items 
are claimed to be outstanding 
values. The price of the display 
kit is $5.49. 


Unit 


iE TH } 

















are furnished with a 


holders 
printed card for each item. 


Training Classes Held 
For Hotpoint Sellers 


Eleven three-day training ge. 
sions in nine key market area; 
across the country were conductej 
by two Hotpoint factory group 
between July 7 and 30, as a par 
of a $100,000 national program o; 
distributor management training 
schools on dealer development, 

The schools were held for ap. 
proximately 500 Hotpoint distribu. 
tor salesmen to outline aggressive 
sales approaches that must bh 


used to meet new selling condi-§ \}')\ 


tions in the _  highly-competitiv 
buyer’s market. 

The training program is the se. 
ond phase of an educational can. 
paign initiated by Hotpoint five 
years ago to revitalize specialty 
selling and aggressive merchandis- 
ing methods by distributors ani 
dealers. 

John F. McDaniel, Hotpoint man. 
ager of marketing, told the Ner 
England distributor group that a:- 
though several appliances such a 
the refrigerator have now leveled 
off to a steady replacement marke, 
the growth potential of such lor 
saturation products as the auto 
matic dishwasher, garbage disposal 
unit and electric clothes dryer is 
enormous. 


Female Fishermen 
Increasing Rapidly 


The fairer sex is showing 4 
greater interest in the sport of 
fishing, as evidenced by female 
membership in angling clubs which 
has increased more than 345 pet 
since 1948, according to a national 
survey conducted by the B. F. Glad- 
ding Co., South Otselic, N. Y. 

Gladding’s questionnaire survey 
was mailed to 1,000 angling clubs 
across the nation. Replies from 1} 
pet of the groups surveyed repre 
sented a membership of 77,650, 0! 
which females counted for 5,327. 

Projecting this sampling on the 
basis of the 3,000 known clubs 2 
the country, Gladding estimates 
that there are now approximately 
115,800 women “fishermen” out of 
a total club membership 
1,688,000. 

The largest jump came in 194% 
1949, when the number of womel 
memberships increased 87 pct. Dur 
ing 1949-1950 the number of new 
registrants went up another 51 ptt 
and the years 1950-1951 saw an at 
ditional 57 pet in female members 
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Faet . Average life-span in the U.S.A. is 67.6 


years. The estimated average expect- 
ancy for the rest of the world is 44 years. The Bureau 
of Labor Statistics estimates U.S. life expectancy at 
4 by 1975. 
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An swers No one. It is the result of 


a process, not a plan. It 
came about largely through the American process of 

















plan under which this 


= : 
> ea Question: Who worked out the 


was achieved? 
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vigorous competition to provide life-saving new med- 
icines, proficient doctors, modern hospitals, better 
shelter, abundant food supplies and machines that 
reduce work-effort. The average man-hour of work in 
1951 produced 314 times as much goods as the average 
man-hour in 1900. Hence, the same process is respon- 
sible for more leisure to enjoy longer life. Competition 
compels wider distribution, increasing productivity 
and better products, thereby improving and extend- 


ing our individual lives. 





























THIS REPORT ON PROGRESS-FOR-PEOPLE is published by this magazine in cooperation with 
National Business Publications, Inc., as a public service. This material may be used, with or without credit, 
in plant city advertisements, employee publications, house organs, speeches, or in any other manner. 


members) THE COMPETITIVE SYSTEM DELIVERS THE MOST TO THE GREATEST NUMBER OF PEOPLE 
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Victor 


-LITE 


ver! 
Decoys 


SELL BEST because 
they’re REALISTIC! 


Experienced hunters can’t be fooled— 
that’s why they buy realistic Victor 
Veri-Lite decoys time and time again. 

These light-weight decoys are made of 
sturdy, water-proofed molded pulp. 
They’re pre-balanced, equipped with 
anchor line swivel and finished in life- 
like, glare-free colors. Advertising in Field 
& Stream, Hunting & Fishing, Outdoor 
Life, Sports Afield and Ducks Unlimited 
builds profitable business for you! 

The Victor decoy line includes Victor 
Veri-Lite, Victor Wood and Victor Majestic 
(plastic), each available in several species 
and shipped promptly from either of our 
two plants. Order money- 
making Victor Decoys 
from your wholesaler. 















ANIMAL TRAP COMPANY OF AMERICA 


LITITZ, PA. * PASCAGOULA, MISS. 








—— "Selling Is Our Business” —, 
@ Complete coverage of the East; 
permanent show rooms. 


@ Representing leading house- 
wares and hardware manufac- 
turers, 


Inquiries solicited regarding 
additional wore 
SAM WEISMAN Snhcanization 
200 Fifth Ave., New York 10, N. Y. 
Direct Factory Representative 


WATER HEATER 
REPAIR COILS 


For old, new and 

obsolete heaters. 
100 DIFFERENT MAKES 

Single, Double, Triple, 
lastantaneous, Multi-Coil 
Send for Catalog Tyseu 
DORMONT MFG. CO. 

1314 High Street Pittsburgh, Po. 























His Hardware Age 
Ad. Brought Results 


“As a Manufacturers’ Representative, 
getting the HARDWARE AGE is a 

ially in view of the fact 
that | hove “secured several desirable 
lines through the Advertisement |! 
placed in the AGE in March. With 
best wishes for your continued success." 
Sincerely yours, 











Promotions 


Manufacturers’ New Merchandising Plans 


G. E. Clock Campaign 


General Electric’s fall sales cam- 
paign for electric clocks will fea- 
ture a special sales contest for dis- 
tributor salesmen. 

Called the “Dress Up” campaign, 


| the contest will run from Aug. 1 











A Satisfied Advertiser 
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through Sept. 30, and will offer 
clothing as prizes to participating 
salesmen. Other features of the 
campaign include new merchandis- 
ing aids for dealers and a new 
dating plan for distributors. Among 
the dealer aids are three new clock 
display fixtures, and a new four- 
color clock catalog designed for use 
as a broadside mailer. 


Universal Promotions 


Landers, Frary & Clark’s Fall 
and Winter promotional cam- 
paigns will consist of four promo- 
tions on six new appliances and 
advertising in 17 national maga- 
zines. 

The first promotion started in 
July with the theme “Elect Uni- 
versal Electric Housewares,” and 
features a deep fryer, travel iron, 
automatic waffle baker and sand- 
wich grill combination, and three 
new heating pads. 

Later promotions will feature 
the Cook-a-Matic waffle iron and 
grill; electric blankets, and finally 
the entire Universal line of elec- 
tric housewares for the Christmas 
selling season. 


Locke on the Air 


The Locke Stove Co., Kansas 
City, has joined the ranks of na- 
tional advertisers who sponsor net- 
work shows, originating in Nash- 
ville, Tenn., the Hillbilly capital, 
starting Aug. 16. The program 
will run for 13 weeks, every Satur- 
day night, beginning Aug. 16. 

The program will be called “The 
Duke of Paducah and the Opry 
Gang” featuring the long roster of 
talent from “Grand Old Opry” 
and headlined by the Duke of 
Paducah, Moon Mullican, Annie 
Lou and Danny and the Warm 
Morning Boys. 

Commercials will feature 
Locke’s line of coal and gas space 
heaters and emphasis will be on 


the new 460 coal heater which js 
furniture styled in porcelain fip. 
ish and retails for $99.95. 

In addition, a magazine sched. 
ule in leading consumer publica- 
tions is being prepared. 


Dishpan Promotion 


Federal Enameling & Stamping 
Co. will center its fall promotion 
on its Vogue 5-in-1 Time Saver 
Dishpan, which will be offered at 
the special price of 99 cents. 

The 14-qt. oblong dishpan will 
be advertised from September to 
November in five national maga- 
zines. The dishpan is also sug- 
gested as a refrigerator pan, a pre- 
serving pan, an open-top roaster, 
and a general use utensil. 

Dealers will be offered a 178- 
piece assortment of Federal Vogue 
ware for $49.50. The assortment 
has a total retail value of $72.54 
Free merchandising kits are avail- 
able. 


Heavy Ekco Schedule 


Ekco Products Co. plans to use 
the heaviest magazine and news- 
paper advertising schedule in its 
history during the second half of 
the year. The schedule is said to 
represent an increase of more than 
50 pct over the same period last 
year. 

The schedule calls for a total of 
488 advertisements in 22 consumer 
publications, in addition to exten- 
sive trade advertising. 


G.E. Blanket Program 


General Electric automatic 
blanket sales campaign, called the 
“Step Ahead Plan,” running from 
July 1 through Dec. 31, will feature 
numerous sales promotion aids for 
dealers and a special sales contest 
for distributor salesmen. The con- 
sumer ad schedule totals more than 
20 pages of full color ads which 
will appear in national magazines 
between Sept. 1 and Christmas. 

Sales aids include new counter 
displays, new fixtures, a new cal- 
ton for all models of the “Sleep- 
Guard” automatic blanket, and 4 
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i, _ MASONS 
MAYES LEVE Ls  -. 


MAYES GUARANTEES ACCURACY, SERVICE 
ASK YOUR DEALER *AND DURABILITY: CA 


maves Toots MAYES BROS.TOOL MANUFACTURING CO.. Inc. PortAusrin.Micu. 


SATISFIED USERS, EVERYWHERE, 
ENDORSE THE REVOLUTIONARY NEW 


VAY DRAIN CLEANER 


WAY 
clogged 


Cleans stubborn, 
drains in a jiffy without 
chemicals or powders, oper- 
ates on DOUBLE ACTION 
PRINCIPLE. 


1—EMPLOYS CONDENSED 


8 woo 
S SAND ALUMINUM 























MEDITERRANEAN SPONGES 


Tough! Absorbent! Economical! 
Always in demand because of their 
long-wearing durability on the most 


WATER PRESSURE rugged Cleaning jobs! High quality — 
L low price! Expertly assorted and 
1—-USES POWERFU packed for shipment. Complete stocks 


of Cuba and Florida sponges available. 


WATER SUCTION 





Nothing like the new Rite 
Way Drain Cleaner. Easy 
and positive to use. Fiushes 
away grease, dirt, lime de- 
posits, sewer gases, germs and odors like magic. Leaves 
pipes clean and sanitary. Ideal for use in homes, hotels, 
motels, stores, offices and factories. Satisfaction 
quaranteed. 


BIG PROFITS — SMALL INVESTMENT 


SPECIAL INTRODUCTORY OFFER! Lt 


Retails Your Cost 
$22.35 $13.35 


BE ASSURED! BUY AMSCO...FOR BETTER RESULTS! 


DUET double-action CLEANING CLOTH 


Ideal for washing walls, for cleaning 
and polishing! Won't tear or unravel! 
Many Hardware Supply Dealers claim 
DUET to be the best all-around cloth on 
the market! 


For the finest imported chamois skins... 
Be sure to demand the nationally known 
AMSCO brands: British Lion, Britannic, 
Joan of Arc and DuBarry. Prepared by 
the oldest and best-known tanneries 
in England and France. 

ORDERS FILLED PROMPTLY FOR SPONGES. CHAMOIS. DUETS! 


| Ask Your Dealer for These Famous Brands. If He Can't Supply You Write Direct 


“AMERICAN SPONGE & CHAMOIS Cn 











Profit 


3 DeLuxe Drain Cleaners $9.00 


10 ft. hose 
1 Sample Unit $4.00 Prepaid 
Quantity Discounts on Request 














Free descriptive literature and newspaper mats 


H. D. CAMPBELL CO. ,-25'. 


ROCHELLE, ILL. 
DISTRIBUTORS INQUIRIES INVITED 

















SHUFORD'S Inrs== 


a" Sots Ae Ki “A une 
=\\ Sie HAW THORNE users 17 rs 


PRE-STRETCHED BRAIDED | ly d i 
Sh Mills we 


COTTON CLOTHES LINE 


“By the World's largest maker 
of cotton clothes line.” 








~ DEAROSA 


TROWELS & HAWKS 






Made Right 










have you noticed how much children prefer | cue eeemaay gt 3 q 4 ht 
Clinton $1. 74 Strnet 
CHICAGO roller skates to any other make? ER CU ARANTEED 








Write vs for name of Nenrest- 
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METAL TREAT 
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ee MAKERS OF | 
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REMOVES 


PREVENTS RUST 
REMOVES RUST 
MAKES PAINT STi¢x 


Packed 1 
in display cave 












For prices and sample, write 


THE KLEAN-STRIP CO., Inc. 


2340 S. Lauderdale, Memphis 6, Tenn. 








Bewildered 7? 


.... then read.... 
WASHINGTON NEWS 
AND VIEWS on page 
10 of this issue. 


are accurate, authentic, 


Here 


easy-to-understand re- 
ports on the latest de- 
velopments in Washing- 
ton affecting hardware 
This helpful 


dealers. 
feature in each 
is another reason why 
HARDWARE AGE is 
the No. 1 choice of hard- 
ware dealers through- 


out the nation. 


| merchandising kit for dealers. 
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A*short sales training program 
will be conducted right in the store 
of any interested dealer, by one of 
the company’s field representatives. 


Telechron Promotion 


A sales promotion program was 
outlined to more than 80 execu- 


| tives and members of the national 


marketing organization at the an- 
nual marketing conference of the 
Telechron Dept., General Electric 
Co., held June 22 to 27, at French 
Lick, Ind. 

Six new models of Telechron 
electric clocks and the sales promo- 
tion program built around a con- 
sumer contest and a dealer contest 
were announced. 

More advertising will feature the 
consumer contest than was run in 
support of last year’s highly suc- 
cessful contest. 


Ad Series on Met-L-Top 


A heavy schedule of advertising 
on Met-L-Top Ironing Tables will 
be used during the last half of 
1952 by the Consumer Products 
Division, Geuder, Paeschke & Frey 
Co., Milwaukee. 

The first of a series of new half- 
page, two color ads will appear in 
the Saturday Evening Post on 
Sept. 20. Eight other consumer 
magazines will be used. A sales 
promotion kit, soon available to 
dealers, will contain newspaper 
ads, consumer literature, counter 
displays, window streamers and 
radio announcements. The ads 
will feature the recently reduced 
prices. 


Dishwashers Making 
Biggest Sales Stride 


Homemakers last year purchased 
more than 260,000 automatic dish- 
washers, bringing the total number 
in use to more than one million. 

Automatic dishwashers were one 
of the few appliances which sold in 
greater number in 1951 than in the 
previous year, the actual increase 
amounting to 18 pct. 

Acceptance of automatic dish- 
washers by homemakers gained its 
greatest momentum with the devel- 
opment of detergents which pro- 
vided for the first time the neces- 
sary sudsless cleanser to comple- 
ment the mechanical action of the 
units. 





New Popular Colors 
For Floor Coverings 


“The floor covering industry has 
become a definite influence on con- 
sumers in the style selection of 
their home furnishings,” Harriet 
Benson, stylist of Congoleum- 
Nairn, Inc., observed at the open- 
ing of the “Gold Seal Plaza,” the 
company’s new showroom in the 
Merchandise Mart, Chicago. 

Gray backgrounds with green, 
rose, red and cocoa accents seem 
to have the preference in floor coy- 
erings, the stylist stated. 

She said there is a trend toward 
the new modern shadow leaf de- 
signed rugs for the living, dining 
and bedroom areas. New textures 
in grays and reds, greens and yel- 
lows are popular in service room 
areas, kitchens and bathrooms, as 
are diagonal tiles in red and white 
and green and white. 

In linoleum, she advised that 
multicolor patterns with light 
backgrounds are leading in con- 
sumer preference. These are in 
light beige, yellow and white with 
red, green, orange, mahogany and 
blue, combining two or three of 
the accent colors so that decora- 
tion of the service room is not 
confined to a single color during 
the life of the floor. 


instalment Accounts 
Outstanding Higher 


Instalment accounts outstanding 
at household appliance stores in- 
creased about 2 pct during May. 
The month-end balance was ap- 
proximately 10 pct below a year ago. 

The instalment collections ratio 
of 13 pct for appliance stores was 
unchanged frorf April, but was up 
2 points from May a year ago, ac- 
cording to a monthly report of the 
Board of Governors of the Federal 
Reserve System. 


Arvin to Show TV Sets 
Only Once Each Year 


Arvin Industries, Inc., announced 
the inauguration of a “perennial” 
policy on its television offerings, 
whereby a complete line will be in- 
troduced each summer and main- 
tained for the ensuing 12 months. 

The announcement was made on 
July 21, in Indianapolis, at the first 
of a series of three distributor con- 
ferences where the 1953 Arvin line 
was previewed by distributors and 
their staffs. 

(Resume reading on page 15) 
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BUILT RIGHT ° 











Contains Mutton Tallow 
sfoP BELT SQUEAKING, SLIPPING 


Shes. 


Pure homogenized 
Neatsfoot Oil. Wa- 
terproofs, preserves 
leather, boots, shees, 
saddles, luggage. 


[ Risin) 
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(Canva-Lastic 


Dist. by 
Wholesale 
Hardware, 

Sport, Drug 
and Saddlery 

Houses. 


Mfgd. by NEATSLENE CO. 


Roy W. "'Shep'’ Shepard 





PRICED RIGHT *« ALWAYS RIGHT 


















FALL’S AROUND THE CORNER 


and so are your lawn seed 
customers ! 
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Let me show you a new life 
. . a successful life of selling. 
Learn how easy it is to make 
more money by following my 
simple technique. In the past 
19 years I have developed 
105,000 selling word combina- 
tlons which have been used by 
hundreds of famous corpora- 
tions; Sears, Parker Pen, 


ELMER WHEELER SALES TRAINING INSTITUTE | 
Home Study Division Dept. HA-53 


646 N. MICHIGAN AVE. 


$10,000? - $20,000? 
| Can Show You How to 


DOUBLE YOUR INCOME 


Cadillac, 
and many o 


You, too, can learn the Super-Refined Lawn Seed you need to meet 
+ gy a ge My your customers’ demands this fall. An adequate 
ee ore See Cee stock of WHITNEY'’S—with its high germina- 
Course will teach you how to “ — 
sell, how to make more money, tion, low. weed content, and varieties for all 
easy money. Write TODAY soil conditions—is a sure way to build up bigger 
for details. lawn seed sales, 


Remington 








| 
It's time to re-stock plenty of 
| WHITNEY’S icc LAWN SEED 


@ Your customers are beginning to plan their 
fall sowing schedules for spring lawn beauty. 


WHITNEY'S Fall Promotion Campaign is under- 
way... make sure you have all the WHITNEY 
















Rand 

thers. 
| 
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WRITE for FREE dealer aids and price lists — today! 


CHICAGO 11, ILL. 





WHITNEY SEED CO., INC., Buffalo 5, N. Y. 














FINGER GRIP Adjustable CLIPS 
( Sell themselves! 





Insist on the all-purpose CLIP for 
parking’ things anywhere. 
Display $210 means more profits. 
6 doz.—Small 3 for 10¢ 
4 doz.—Medium 8¢, 
2 for 15¢ 
2 doz. 10¢ each 
Slightly Higher on 
West Coast 
Favorite with Home 
Workshop Fans. 
Ask your jobber. 





ARTHUR |. PLATT & CO., Fairfield, Conn. 






















Martin’s 
“SOUTH PACIFIC” 


AMERICA'S FINEST 
SHAMPOO SPRAY 
Precision made with flexible 
rubber head with 139 soft, 
natural-rubber bristles. Com- 
plete with ‘“Fits-All” con- 
nection and 5 ft. of sturdy 
tubing and 2 bright, rust- 
less anti-kink springs. Priced 

to sell on sight! 
Individual Full-Color Boxes 
$1.25 Retail 


MARTIN RUBBER CO., INC. Long Branch, N. J. 
































BETTER HARDWARE DEALERS FROM COAST TO COAST 


report ARISTO-MATS vouiume sates 


WORLD’S FINEST STOVE & ALL-PURPOSE UTILITY MATS 


PHOENIX TABLE MAT CO., 1718 East 75th Street, Chicago 49 
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Jobber or Write for Your Nearest Distributor ~ 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum, 50 words.......... $5.00 
Each additional word...... » aa 
Positions Wanted 
(Special Rate) set solid, maximum, 
Wr NE Schad vind cosce aaah adeoseee see $2.00 
Each additional word .......... 05 


Allow Seven Words for Keyed Address 
- or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5% discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 


Cuts or special borders not cooapted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N.Y. 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers unless accompanied by 


sufficient postage for remailing. 
No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close I5 days 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, not currency or 
stamps. 








Representatives Wanted 








MANUFACTURER'S 
REPRESENTATIVE 
WANTED 


Man calling on hardware and indus- 
trial trade to represent top-notch line 
of Steel and Malleable Pipe Fittings on 
attractive commission basis. Several 
choice territories still available. Wriie 
in detail giving complete resume of ex- 
perience, lines now handled and terri- 
tory covered. 


Address Box A-678, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











Representatives Wanted 


Representatives Wanted 











MANUFACTURERS’ 
REPRESENTATIVES WANTED 


CALLING ON WHOLESALE 
HARDWARE & BUILDER 
SUPPLY JOBBERS 


also Sporting Goods and Drug Jobbers. 


Territories Open: Nebr., La., Mo., Kan., 
kla., Tex., Ind., Mich., Ohio, Penn., New 

York and New England states. 

Nationally Advertised in Hardware Age— 

Hardware — Housewares — Drug Topics — 

Sporting Goods Dealer. 


NEATSLENE £0., ROY “SHEP” SHEPARD 


ABLISHED 1912 
802 DOUGLAS, OMAHA, NEBR. 











MANUFACTURERS 
REPRESENTATIVES 


Housewares & Floor Covering Fields. To 
sell a fast-selling liquid permanent Rug 
Skidproofing product. Protected, exclu. 
sive territories, commission basis. 

Please do not answer this ad unless you 
have an established territory. 


THE KENOVIAN COMPANY 


175 Fifth Avenue, N. Y. 10, N. Y. 














MANUFACTURERS AGENT 


A few choice territories open for men calling 
on the retail hardware and fixit shop trades 
who want to take on an additional money- 
—s line of a nationally advertised adjust- 
able Dado attachment. Give full details. 


PACIFIC COAST CHEMICALS CO. 
725 Second Street, San Francisco 7, California 











BUILDERS HARDWARE 
SALESMAN 


Distributor and manufacturer has opening 
for salesman calling on lumber yards and 
building material dealers to handle line 
of cylindrical door locks, cabinet hard- 
ware, brass hardware, hinges, bathroom 
accessories, garage hardware and re- 
lated items. Applicants must cover lumber 
yards and building material dealers. Pro- 
tected territory. State territory covered 
and items handled in first letter Our men 
know of this ad. 


Address Box A-694, care of eK AGE 
100 East 42nd Street, New York 17, N. Y. 














REPRESENTATIVES WANTED FOR OUR 
COMPLETE LINE of Medicine Cabinets, to be 
sold to the jcbber or dealer field. Also available 
is our complete line of Kitchen Cabinets and Sink 
Tops. Good cémmission and protected territory. 
Address Box A-706, care of Harpware AGe, 100 
East 42nd Street, New York a, we s 





NATIONALLY-KNOWN MANUFACTURER 
HAS OPENINGS for commission agents to sell 
a volume, quality line of Bathroom Accessories 
to Tile Jobbers, etc. Sales must be confined to 
supply & houses connected with the Plumbing trade 

Please give all pertinent information in 
first letter. Replies confidential. Address Box 


MANUFACTURER'S 
REPRESENTATIVE 
FOR "MIRACLE WOOD" 


Manufactured and sold to small jobbers, 
hardware stores, shoe factories in Boston 
area for 4 years. Now geared to handle on 
nationwide basis. Product competitive in 
quality and price to any other in the coun- 
try. We want nationwide representative 
and will grant exclusive, 


BROWN AND COMPANY 
HAVERHILL AIRPORT HAVERHILL, MASS. 

















4 





GARDEN SUPPLIES 


Agents now carrying Garden Supplies wanted 
for volume line. Present force New York, Chi- 
cago, Dallas, Denver and Pacific Coast, all 
other areas open. High commission. 


Address Box A-744, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














I1ARDWARE SALESMEN OR MANUFAC- 
TURERS AGENTS. Experienced only. Own car. 
Good following. Store fhxture, furniture manu- 
facturers and cabinet shops. Good opportunity with 
New York manufacturer and wholesale jobber. 
Protected territories, Write in full detail. Ad- 
dress Box A-401, care of Harpware AGE, 100 
East 42nd Street, New York 17, - 





MANUFACTURERS REPRESENTATIVES 
WANTED—By leading manufacturer of com- 
plete line, plastic garden hose, fully guaranteed. 
To sell ardware and Housewares, jobbers, 
wholesalers, dealers. Several territories open— 
Central States—Middle States—New England — 
South, Corr State full de- 
tails—lines em aba wo covered—Refer- 
ences in_ first letter. Address: P.O. Box 615, 


tial 








A-732, care of Harpware Acz, 100 East 
Street, New York 17, N. Y. . 
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Plastics Division, Pawtucket, Rhode Island. 


SALESMEN WANTED 


To sell retail hardware stores embossed (raised 
letter) metal signs, such as NO HUNTING, 
NO TRESPASSING. Also reflectorized hous 
numbers. Write 


STELLO PRODUCTS CO. 


Hutchinson, Kansas 














MANUFACTURER'S AGENTS 


New garden supply item: All metal bird baths, 

shipped K.D., one to a carton. Entirely new to the 

trade. This is a new manufacturer. All territories 

open. Sales to jobbers in Hardware, Garden Supply 

field, and Department stores. In reply, state line 

handled, territory, type of organization. 

Address Box A-726, care of oN a 

100 East 42nd Street, New York 17, N 

















SALESMAN WANTED — PROMINENT 
PAINT BRUSH manufacturer has open tert 
tories for successful sales producer. Prefer mea 
now g on paint, hardware, lumber dealers 
and industrials, Drawing account against goo 
commissions. Will also consider side line man o 

manufacturer’s agents. Address Box A-656, cart 
of Harpware Acz, 100 East 42nd Street, New 
York 17, N, Y. 





PAINT SALESMEN: OURS IS _COMPL ETE, 


well merchandised, popular price line. No objec: 
tion side line. Good proposition. 20th Century 
Paint & Varsich i 456 Driggs Avenue, 
Brooklyn 11, N. 





NATIONALLY KNOWN CUTLERY MAN 
UFACTURER AND IMPORTER desires sales 
men to contact hardware stores, gift stores, ett. 
with world’s finest line of cutlery, domestic 
imported, and manual household machines. Free 
sales details, complete line of literature, rus 
at once. State how you operate and territory 
covered. If not interested at present, visit # 
at Booth 418 at the National at oon Show of 
New York City. rite Box A-741, care o 





1. Acz, 100 East 42nd Street, New York 
17 
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_ Classified Opportunities Section 





Accounts Wanted 


Accounts Wanted 





Representatives Wanted 


EXCLUSIVE PROTECTED TERRITORIES 
for agents calling on hardware distributors, 
dealers and plumbing supply houses. Nationally 
advertised faucet washer replacement material. 
Unique demonstration sells 8 out of 10 on first 
call. Address Box A-686, care of HarpWarE AGE, 
100 East 42nd Street, New York > a a 





COMPLETE SERVICE 


eggs responsible sales agency can 
handle one additional line going to 
jobbers and syndicates. Now handling 





SALESMEN WANTED—MANUFACTURER 
OF GARAGE LAMPS AND EXTENSION 
CORDS, requires representation in most territories 
peecting Hardware and Mill Supply Whole- 

salers. Commission basis, Advise lines now carri- 
ed. Address Box A-749, care of hm AGE, 
100 East 42nd Street, New York 17, N. 





REPRESENTATIVES WANTED — CALL- 
ING ON HARDWARE AND PAINT Whole- 
salers—Exclusive territory in the following states: 
North and South Dakota, Nebraska, Kansas, 
Oklahoma, Texas, Western Pennsylvania, Ohio 
and Florida. Thoss Manufacturing Company, 
North Manchester, Indiana. 





WELL-KNOWN NEW JERSEY HARD- 
WARE WHOLESALER desires to expand sales 
force. Experienced salesmen with following wanted 

* for: Hudson, Bergen and Passaic counties in New 
Jersey, Staten Island, Orange, Rockland, Sullivan 
and Westchester counties in New York. Commis- 
sion or drawing basis. Write Box A-748, care of 
ea Acez, 100 East 42nd Street, New York 
17, ° 





COMMISSION SALESMEN TO SHOW 
SPECIALTY hand saw to tool retailers. Address 
W. Ireland, Box 146, Auburn, N. Y. 


d goods of large Chemical Com- 
pany. “Territory North Atlantic States. 
Have three warehouse set-ups and fa- 
cilities for doing billing and carrying 
credits. Interested only in line which is 
properly programmed as to sales promo- 
tion, discounts and trade. Can take car- 
loads into our warehouses and reship to 
jobbers in minimum freight shipments. 
Address Box A-657, eare of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 

Branch Offices 
New York @ Philadelphia © Detroit 
Cleveland @ Louisville 
Covering all classes of jobbers. We will carry 
the accounts or you can bill direct. 
Write for further information and references. 

















CANADIAN REPRESENTATIVES 





PLUMBING SPECIALTIES — SALESMAN 
WITH FOLLOWING for established New York 
firm. Sell to Hardware Stores and Plumbing 
Contractors, Choice (protected) Territories Open, 
Commission. Replies confidential. Box A-740, 
care of Harpware Ace, 100 East 42nd Street, 
New York 17, N. Y. ° 


R ing several nationally advertised lines, seek 
additional lines. Excellent connecttons with all 
hardware and houseware accounts in Canada. Sales 
offices are located in Montreal. Warehouse facilities 
are available. 


Address Box A-728, care of HARDWARE a 
100 East 42nd Street, New York 17, N. Y. 














REPRESENTATIVES WANTED — PRO- 
TECTED TERRITORIES AVAILABLE. for 
the “Major Seal’? reseal bottle cap. Every type 
jobber, chain and retail outlet a prospect. Write 
details as to present lines and territory covered. 
NACO PRODUCTS CO., 1037 S. Grand Ave., 
Los Angeles 15, California. 





HARDWARE—HOUSEWARES SALESMEN 
call on jobbers and large retailers. Big money 
maker, reorder item. Sensational new all purpose 

hold. cement. Heavy advertising program. 
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Competition selling for twice our price. Write 
giving details, territory, etc. Box 114, Central 
Station, Jamaica 4, New York. 





SALESMEN WANTED—MEDICINE CAB- 
NETS. Few territories open to men regularly 
covering their territory. Popular prices, liberal 
commissions and full protection on repeats. State 
territory you cover. We may have a valuable 
side line for you. References. STANDARD 
ART INDUSTRIES, Chicago 4, Ill. 





BUILDERS HARDWARE SALESMEN— 
Manufacturer of complete line of Mortise, Tubu- 
lar and Cylindrical locksets has a few choice 
Protected territories open for live-wire men on 
commission basis. Line is nationally advertised. 
State territory covered, lines handled, Refer- 
ences. All replies confidential. Box A-737, care 
of Harpwaze Ace, 100 East 42nd Street, New 
York 17, N. Y¥ 





MANUFACTURER OF TOOLS has Northern 
New York State and Vermont sales territory 
open, Will consider aggressive commission sales- 
man with established clientele among hardware 
retailers and jobbers. Exclusive territory. Ad- 
dress Box A-729, care of +4 _ Ace, 100 





METROPOLITAN NEW YORK 
and CONNECTICUT 


Newly formed firm of Manufacturers’ representatives 
with excellent connections at ‘‘top level’’ of large in- 
dustrial corporations in New York, Long Island and 
Connecticut and working through distributors and 
jobbers, seeking one line with good manufacturer on 
commission basis. 
Address Box A-727, care of oe ee 
100 East 42nd Street, New York 17, 














NEW YORK CITY SALES REPRESENTA- 


TIVE, selling such concerns | H. L. Green Co., 
S. S. Kresge, McCrory Co., G, C. Murphy Co., 
Fisher Beer Co., W. T. Grant Co., Kress Co., 


J. J. Newberry and others, would like to repre- 
sent a reliable manufacturer. Can give all of his 


time to a good line. References. Address Box 
A-505, care of Harpware AcE, 100 East 42nd 
Street, New York 17, » 





MANUFACTURERS’ AGENT desires addi- 
tional lines for the Hardware Jobbers and De- 
partment Stores. Must have some_ established 
business in any territory listed: Indiana, Ohio, 
Illinois, Michigan, Wisconsin, Minnesota, Ne- 
braska, Iowa, Kansas, Oklahoma, Texas, Arkan- 
sas, Missouri. Will consider good lines on 
commission, exclusive territory basis. R. J. Kopp, 
122 Cable Street, Sandusky, Ohio. 





TWO AGGRESSIVE SALESMEN now call- 
ing on jobbers and big users of Paint, Hardware, 
Building and Maintenance Supplies seek addi 
tional lines on exclusive Manufacturers Repre 
sentative basis—100 mile radius outside Metro- 


politan New York. Volume guaranteed for items 
of merit. 


What have you? Address Box A-733, 


100 East 42nd Street, 





East 42nd Street, New York 17, N. 
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care of Harpware Ace. 
New York 17, N. Y. 


I CAN USE AN ADDITIONAL HAND 
TOOL LINE, imported or domestic in the follow- 
ing area: Eastern Pennsylvania, Southern New 
Jersey, Delaware, Maryland and the District of 
Columbia. Best of references. For the best type 
of representation write Box A-589, care of Harp- 
we AGz, 100 East 42nd Street, New York i7, 








MANUFACTURERS 
More Lines Wanted 


Agents located in Missouri want more 
lines to sell Hardware Jobbers in four 
States. 


Write Box A-750, 


eare of HARDWARE AGE 
100 East 42nd St., a 


New York 17, N. Y 











1IOWA-NEBRASKA DISTRIBUTORS AND 
LARGER HARDWARES. Portable tools or power 
equipment preferred. Sales problems are identical 


regardless of the product. Therefore, any xvod 
known line will be considered. Have a large 
beoth space in Varied Industries Building tour 


Iowa State Fair. Always willing to cooperate on 
good promotions. Read latest books. Established 
Address Box A-703, care of Ilarnware Acg, 1 
East 42nd Street, New York 17, N. Y. 





CANADIAN MANUFACTURER’S AGENCY, 





SELLING TO WHOLESALE or RETAIL 
Hardware in Ontario, wishes American Manu- 
facturers’ lines. Twenty years’ experience, ex- 
cellent connections. We spcialize in introducing 
New Hand Tools, Housewares, Builders’ Hard- 
ware, etc. Apply Box A-724, HARDWARE ae, 
100 East 42nd Street, New York 17, 

TWO MAN _ ORGANIZATION’ GIVING 
COMPLETE COVERAGE to Hardware and 
Automotive Wholesale Jobbers in Louisiana, 
Mississippi and Alabama. Experienced in inven 
tory control, will warehouse for established lines 
with or without sales representatiion. Can add 


one Hardware and one Automotive line to present 
set-up. RAY SWEITZER, 5831 Catina Street, 
New Orleans 24, La. 





PUERTO RICO TERRITORY: ABLE MAN 
with many years experience in sales field cover- 
ing the island Hardware Trade and Department 


Stores, seeks good connections in hardware and 
houseware lines with volume potentials. Good 
references. Address: Box 2300, San Juan, Puerto 
Rico. 





WELL ESTABLISHED MANUFACTURERS’ 
AGENCY, with ample experienced manpower 
can use one ér two more lines for the Wholesale 
Hardware and Building Material Jobbers in 
Texas, Louisiana, Oklahoma, Arkansas, Mis- 
sissippi, Alabama, Tennessee, Kentucky and the 
Cities of St. Louis, Mo. and Wichita, Kans. Re- 
ply to Box A-739, care of Harpware Ace, 100 
East 42nd Street, New York 17, N. Y 


EXPERIENCED BUILDERS’ HARDWARE 
REPRESENTATIVE AND ASSOCIATE seek 
ing additional volume line. Excellent coverage 
with contract Hardware Dealers, Jobbers and 
Lumber Yards. Covering New York, New Jersey, 
Connecticut. Must be exclusive territory. Will 
consider other lines with possibilities. Address 
Box A-745, care of Harpware Aceg, 100 East 
42nd Street, New York 17, _ Al 








WANTED—LINES FOR N. E. STATES. 
Jobbers’ lines only—Hardware, Electrical, Plumb- 
ing Automotive. Established 1920. Address Box 





A-743, care of Harpware Ace, 100 East 42nd 
Street, New York 17, N. Y. 
A CONFIDENT SALESMAN “THAT 


WORKS.” Trained by and represented Hibbard, 
Spencer Bartlett & Co, in the Milwaukee Market. 
Have been a National Manufacturer’s Agent for 


Eastern Connection, re-entering the Hardware 
field in a selling or/and administrative duties 
Interested only in Top Wholesale Jobbers. To 


cover Greater Chicago, North-Shore and Northern 
Illinois. Wire or Write, Box 952, Lake Forest, 





Illinois. Resume sent on request. 
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Help Wanted 


Positions Wanted 


Business Opportunities| 





MANUFACTURERS DIRECT REPRESEN. 
TATIVE WITH EXCEPTIONALLY fine lines 
needs men who can sell to jobbers. Must have 
initiative and ambition and willing to work on 
straight commission. Several territories in the 11 
Northeastern States open. Also required is a man 
in New York City for the Export trade. When 
writing, you may state all particulars in complete 
confidence, Address Box A-178, care of Hargp- 
a Acz, 100 E. 42nd Street, New York 17, 


MANUFACTURERS’ REPRESENTATIVE, 
25 YEARS in the territory representing na- 
tionally known lines, needs junior salesman for 
Alabama, part of Georgia and part of Florida. 
Prefers some builders’ hardware experience. Ad- 
dress Box A-725, care of HarpWaRE AGE, 100 
East 42nd Street, New York 17 N. Y. 


SALESMAN FOR PROGRESSIVE, HARD- 
HITTING PAINT AND HARDWARE jobber 
to cover Northern New Jersey. Experienced pre- 
ferred. Address Box A-731, care of HARDWARE 
AGE, 100 East 42nd Street, New York 17, N. Y 











NEW YORK HARDWARE JOBBER, member 
National Wholesale Hardware Assoc. distributor 
of nationally branded lines of hardware and tools, 
have openings in Westchester county, Connecticut, 
New England and upper New York state. Excel- 
lent opportunity for immediate earnings for estab- 
lished hardware salesman with a following. Com- 
er Belf & Lustig, 23 Park Place, New York 





YOUNG MAN WITH EXECUTIVE ABIL- 
ITY preferably experienced in hardware or 
department store operations. Future includes 
managerial position; considerable travelling mid- 
west. Excellent opportunity. State details; past 
experience, age, salary expected, etc. Box A-736, 
care of HARDWARE y Os 100 East 42nd Street, 
New York 17, N. Y. 





Positions Wanted 


EXECUTIVE WISHES TO CONNECT 
WITH wholesale hardware and plumbing concern. 
Capable of management, purchasing and sales. 
Thirty years experience with ability to build u 
your business and assume full responsibility. Ad. 
dress Box A-689, care of HARrBWaARE AGE, 100 
East 42nd Street, New York 17, N. Y. 











EXPERT ON PROCUREMENT 


Expert on procurement wants defense position 
with large wholesale Hardware concern. At 
present, associated with large Restaurant 
Manufacturers doing deferse work. Has been 
doing defense work for last 20 years. 
Address Box A-746, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














EXPERIENCED HARDWARE AND PAINT 
MAN, twenty years’ experience retail store, all 
phases, buying, merchandising, accounting. De- 
sires connection as representative for hardware 
jobber of paint manufacturer, prefer established 
territory W. Va. or adjacent; or inside job with 
established firm. Age 41, married. Address Box 
A-670, care of Harpware Acez, 100 East 42nd 
Street, New York 17, N. Y. 





HARDWARE CLERK, 25 YEARS’ EXPE- 
RIENCE, 40 years old, don’t drink or smoke, 
married, prefer Eastern Pennsylvania, South New 
Jersey and Upper New York State, willing to 
move, can furnish references. Address Box 
A-701, care Harpware AGz, 100 East 42nd 
Street, New York 17, N. Y. 





SALESMAN — 20 YEARS’ EXPERIENCE, 
recently sold my jobber business; have over 300 
Hardware and Sporting Goods accounts. Now 
wish to represent one Manufacturer in New En- 
gland states for nationally known advertised 
product. Address Box A-734, care of HARDWARE 
AGE, 100 East 42nd Street, New York 17, N. Y. 





BUILDERS HARDWARE MAN having 
knowledge in all phases of business, in Sales, 
Promotion and anagement, desires position in 


Sales or Executive capacity. Can relocate if 
necessary. Resume on request. All replies con- 
fidential. Address Box A-738, care of HarpwarE 


STORE MANAGEMENT POSITION 
WANTED IN FLORIDA by the producer who 
helped build up Florida’s most prosperous hard- 
ware business from scratch. Skilled in retail ad- 
vertising, modern displays, and sales training— 
covering all types of hardware, appliances, paints. 
Single, in early forties, Immediate salary is of no 
importance. Show me an opportunity to build 
and share in the profits which I know I can de- 
velop. Reply to Box J-115—14th Ave., N. E., St. 
Petersburg, Fila. 





Business Opportunities 


CANADIAN MANUFACTURER 
OFFERS PATENT RIGHTS 


A long-established Canadian manu- 
facturer who has been selling a 
proven hardware product in large 
quantity throughout Canada desires 
to lease United States patent rights 
to an American manufacturer, pre- 
ferably one which has Canadian 
patents to lease in return. If in- 
terested, kindly advise in your ap- 
plication what products you manu- 
facture; also details of product, if 
any, for which you hold Canadian 
patents for lease, as well as other 
references. 


Address Bex A-721, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 

















CLOSE-OUT 


All Dies and Tools to make several 
sizes of Mail Boxes for Residence and 
Apartments. 

Also, Dies and Tools to make several 
standard Dust Pans, as well as Toy Dust 
Pan and Radiator Humidifiers. 
Original Cost $20.00. Will sacrifice at a 
Low Price. 


Write for’ further details 


HARDWARE PRODUCTS, INC. 


806-812 N. 6TH ST. READING, PA. 











FOR SALE 


A large store, 70 feet deep with large cellar. 
Ideal location for hardware or housefurnishing 
store. Reasonable rent and tenant assured of 
landlord's complete cooperation. Store located 
82-68 Austin Street, Kew Gardens, L. |. Phone 
Weiss, Far Rockaway 7-3930. 




















Ace, 100 East 42nd Street, New York 17, N. Y. 
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MERCHANDISE FOR SALE 


1600 inside door locks and latches of relia- 
ble manufacture, bore- type, wrought 
brass knobs and roses, no die-cast parts. 
About 1100 sets in polished brass, balance 
polished chromium. Entire lot at §1.20 
average per set, delivered. P. Turner, 620 
N.E. 127th St., North Miami, Fla. 

















STEEL DOOR FRAMES FOR 174” DOORS 


NEW, PRIME COATED, 14 GAUGE 


|—7'x7’ DOOR SIZE 
9—6'x7' 

44—3'x7' 

21 —2' x6' 8" 


Address Box A-735, care HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 

















FOR SALE—HARDWARE STORE 13 miles 
north of Boston, Mass. 40 years in Lynn. Low 
rent. Inventory about $27,000. Owner wants to 
retire because of age. Write Harold W. Doughty, 
Russell & Doughty, Inc., 128 Chestnut Street, 
Lynn, Mass. 








HARDWARE BUSINESS ON 
HEAVY TRAFFIC STREET 


ipping and industrial area. Expansion possibilities 
ja noe Man and Wife Grosses 60,000 Yearly. 
Business Stock & Fixtures 26,000. Lease or Sell. 
Building, Rail Siding. 


T. A. MAHONEY 
321 S. 13 Street, Tampa, Fia. 




















HARDWARE STORE WANTED. NEW 
YORK STATE or Connecticut. Approximately 
$25,000 to $50,000 sales volume, 25 feet minimum 
front. Describe business and Iccation in detail. 
Replies accepted in strict confidence by respon- 
sible individual. Address Box A-698, care of 
Harpware AGE, 100 East 42nd Street, New York 
7, m. es 





MANUFACTURER’S REPRESENTATIVE 
WITH ESTABLISHED FOLLOWING, Amaz- 
ing new DDT moth-resistant, genuine crushed red- 
wood cedar! Prevents moth damage to clothes, 
fabrics. Makes fragrant cedarized closets. Applied 
like paint; laboratory tested. Hardware, paint, 
building supply dealers, department stores buy 
quantities; attractively packaged. Commission basis. 
Write President, 91-B Summit, Brookline, Mass. 





FOR SALE—LONG ESTABLISHED HARD- 
WARE BUSINESS in small village on Route 
23. Paint, Building Supplies and General Hard- 
ware. Large floor space. Will sell inventory at 
wholesale cost and sell or rent building. Joseph 
Dent, Davenport, N. Y. 





HARDWARE, PAINTS, PLUMBING AND 
ELECTRICAL SUPPLIES, Builder’s Hard- 
ware, Sporting Goods, Housewares, etc. Clean, 
well-balanced, diversified stock, Unusual oppor- 
tunity for growth and expansion. Well located 
and established. Good returns. Southern Cali- 
fornia. Fixtures $2,000, inventory at invoice 
$10,000. Address Box A-730, Harpware Ac8, 
100 East 42nd Street, New York 17, N. Y. 





GARDEN EQUIPMENT AND HARBWARE 
BUSINESS several top Exclusive franchises, 
2 story outstanding store room and warehouse 
with Apartment on 3 lane highway outside city 
100,000 population, eastern Pennsylvania, 75 
miles from New York, 55 miles from Philadel- 
phia, sell at inventory due to health. Address 
Box A-742, care of Harpware Ace, 100 East 
42nd Street, New York 17, N. Y. 





FOR SALE—INCORPORATED HARD- 
WARE BUSINESS established more than 50 
years in good farming section and thriving indus- 
trial city of over 12,000 population. Satisfactory 
lease can be obtained on building. Investigation 
invited. Write E. L. Jones, Manager, Smith 
Hardware Company, Inc., Gaffney, South Caro- 
lina. 





CLOSE OUT—WILL SELL AT 10% BE- 
LOW Jobbers cost, $100,000.00 stock Hardware, 
Housefurnishings, iner’s supplies, Boots and 
Shoes, Penna. Jobber. Address Box A-747, care of 
Harpware AGE, 100 East 42nd Street, New York 
i; a 3 
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The only source of complete, authentic informa- 
tion on Hardware Wholesalers — Heavy Hard- 
ware Wholesalers — Industrial Supply Distrib- 
utors — Plumbers’ and Tinners’ Supply Jobbers 
— Manufacturers’ Agents (Domestic and For- 
eign) — Hardware Chain Stores 


In 232 fact-filled pages, the new 20th 
Edition of HARDWARE AGE’S Verified 
List offers the greatest array of u ate 
information on the wholesale hardware 
field ever assembled — accurately com- 
piled and indexed for ready reference. 


Only in this issve will you find com- 
plete data on: 
$47 Hardware Wholesalers in U.S. 
109 Hardware Wholesalers in Canada. 
4 Hardware Wholesalers in Hawaii. 
1 Hardware Wholesaler in Mexico. 
135 oa Hardware Wholesalers in 


(These are in addition to 398 Hard- 
ware Wholesalers handling heavy 
hardware.) a 

2,006 Industrial Supply Distributors in 


133 Industrial Supply Distributors in 


Canada. 
1,006 Plumbers’ and ‘inners’ Supply 
Jobbers in U.S. . 
86 Plumbers’ and ‘Tinners’ Supply 
Jobbers in Canada. ; 
2,108 Manufacturers’ Agents handling 
hardware and housefurnishing lines 


in US. 

117 Manufacturers’ Agents handling 
hardware and housefurnishing lines 
in Canada. r 

415 Manufacturers’ Agents in 47 For- 
eign Countries. 


317 Hardware Chain Stores in U.S. rep- 
resenting 3,906 units. 

6 Hardware Chain Stores in Canada 
representing 108 units. 

4 Distributors selling through fran- 
chised dealers representing 6,092 
units. 

Wholesale Listings include: 


Name and address of each organiza- 

tion and branch 

Capitalization 

Year established 

Lines of merchandise handled 

— of each buyer and the lines he 
uys 

‘Territory covered 

Number of men travelled 

Names and titles of officials 


Nowhere else can such complete informa- 
tion on the hardware distributive chan- 
nels be obtained in book form. Only 
HARDWARE AGE’S many years of 
daily contact with the ware trade 
makes the compilation and maintenance 
of these lists possible. 





“x 9%" 


yal sizet 6% 


Act 


Here are a few of the many ways 
this up-to-the-minute list can save 


you time and money —Since 75% of all mer- 
chandise sold through the hardware trade clears 
through hardware wholesalers — complete, accurate, 
current informatien is an invaluable aid to successful, 
economical selling in the hardware field. 

Your Sales Department will find the Verified List 
a daily aid for market planning . . . in setting up sales 
territories . . . in making personal contacts with buy- 
ers and officials . . . in handling Direct Mail Promo- 
tion to supplement your regular publication adver- 
tising . . . and for exploring the possibilities of new 
accounts. Your salesmen will find it a tremendous 
time saver in planning their calls and routes. 

In countless ways the HARDWARE AGE Verified 
List is an indispensable tool for efficient sales manage- 
ment. Order copies for your Sales Department and 
your salesmen today. 


A ee ENN ER EE A RL OR NE ee eR came ne em 
HARDWARE AGE, Verified List Department © 100 East 42nd Street, New York 17, N.Y. 
Mail postpaid ___. copies of oom, 232-page, 20th Edition of the HARDWARE ' 


AGE Verified List, for which fi 
a Note: For New York City sales, add 45¢ for 3% Sales Tax. 


Name 





(at $15.00 per copy). 








PLACE YOUR ORDER | '”- 


DAY / 
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MIDWAY AUGER BITS 


“preferred by all who want 


HOME WORKSHOP BIT-KIT 


4/16”, 5/16’, 6/16” 


6 BITS 8/16’, 10/16”’, 12/16’’ 


the best’’ 


(No. 50-6) 





THE MIDWAY TOOL CO., INC. 











Factory and Sales Office 
MELVIN, OHIO 





A-5087 








quick 
turnover 
eee Quick 


profit 


VACUUM WARE 


ADVERTISED IN 
Life, Look, Parents’, 
Good Housekeeping, 

Woman's Home 

Companion. 





"WIDE MOUTH.” Eat out of it. . . 
out of it... 
Lunch Kits 





HY-LO Quart & Pint Vacuum Bottles 
and Workman's Lunch Kits 


SPACE CADET 12 pt. Vacuum Bottles 
and School Lunch Kits 


The New Aladdin Low Cost Plastic 
Vacuum Pitcher 


HOPALONG CASSIDY '2 pt. Vac- 
uum Bottles and School Lunch Kits 


Drink 
Vacuum Bottles and School 


ALADDIN INDUSTRIES, INC., NASHVILLE, TENNESSEE 
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trio”’ 


THIS “ 


your merchandisin 
profit line, design 


also available. 





ASK YOUR JOBBER. . 


1 Rigas. 


rata 


Goul 


for your fine cooperation 


of popular MILK FILTER DISCS has 
won the No. 1 spot in dealer distribution because 
sense has recognized them as the 
with your CUSTOMERS in mind! 


BEST LINE - BEST ADVERTISED - MOST PROFITABLE 
Again: Over 43 Million Ads in 1952 


to help you sell your farm trade. Free ‘‘dealer helps’’ 


. or write for FREE SAMPLES. , = 


SCHWARTZ MFG. CO., Two Rivers, Wis. 


America’s No. 1 FILTER DISC LINE © Tops in profits! 











KILGORE 
PROFIT-MAKER 
Has Strong Buy Appeal 


Housewives quickly grasp its use- 
fulness as 3-color label, in each 
cup, plainly tells and pictures how 
cup measures both liquids and 
bulk foods . . . how it separates 
the yolk from egg white. Cup is 
crystal-clear polystyrene. Tops are 
red, blue or white, 3 dozen to 
a case. 


KILGORE, INC. 


Westerville, Ohio 








No. 128A. Measuring Cup 
& Egg Separator 
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_ SUPPLIES - partment designs. 
PAPER CLIPS Write for samples | 


| ELASTICS /] Ge My ples | 5 % 
| ce, Rag prices today! | Fe cerry Soll 00. 
t ty ialists in plastic =| . ” 
- poskeging tram planing 4 : | 802 W. GIRARD AVE. 
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MARSHALLTOWN TROWEL COMPANY «+ MARSHALLTOWN, IOWA 











oricivat DOMES OF SILENCE mise 


in carton 
SELL ON SIGHT when these attention-compelling con-  s:zes 
tainers, box or card are displayed on counters. Genuine DOMES 1%” 1%” %" 
ey By OF SILENCE glide softly, silently, smoothly 
Saga over all flooring; saves floors and furniture. For 
-"he years the favorite with houseowners and furniture 
manufacturers. 


1%” 
7% 


ee Ree OF SILENCE 
ea oe : Ask your jobber or write 


. S) : DOMES OF SILENCE, Division of 
ROBERT E. MILLER & CO. INC. 


35 PEARL STREET NEW YORK CITY 
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